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) pak Sales Open 
ovember; Month 


Hay Top 600,000 


Compacts’ Share 
Cut Again Despite 
Climb by Chevy II 


By Robert M. Lienert 
Associate Editor 

E first 10-day period of No- 
evember was a record-smasher 
new-car sales, factory retail re- 
s show. 

Deliveries totalled 196,080 do- 
sstic cars, compared with the 
pvious record of 180,000 estab- 
thed last year. 

mport deliveries amounted to 
00 in the Nov. 1-10 period, push- 
the overall total to 204,580. 
* * * 


'LTHOUGH there is one less sell- 
ing day in both the second and 
d 10-day period of November, 
full-month total could well ex- 
ed 600,000 units, combining do- 
stic and imported cars. 
his would emblazon Novem- 
't as the first 600,000-sales 
ionth since the spring of 1960. 
'A November with 600,000 sales is 
imprecedented and would augur 
well for seven million sales in 1962. 
In ovember, 1954—as the industry 
proached its alltime record year 
@ 1955—-sales failed to reach 400,- 


Compacts again saw their share 
of the domestic-car market reduced 
as November opened. With their 
ombined sales totalling 66,979, 
eptration of the 11 compact cars 
Was 34.16 percent. 
'This compared with 34.89 percent 
h the previous 10-day period and 
percent in the 10-day period 
> (Continued on Page 53, Col. 3) 





Copyright, 1961. All Rights Reserved. 
Published Weekly at 965 E, Jefferson. 


DETROIT, 


Trend in Dealer Profits 


1959 * 


1.8 


9 Mos. 12 Mos. 3 Mos. 6 Mos. 9 Mos. 12Mos. } | 


1960 


* 1961 


1.1 
0.9 
715 3 Mos. 


12 Mos. é 6 Mos. 9% Mos. 


om, 
© 1961, Automotive News 


2nd Annual Survey Shows 


Dealers in a Tool-Buying Mood 


Nee ee dealers have big plans 
for buying additional equip- 
ment for their service shops in the 
next six months, a survey by AUTO- 
MOTIVE News shows. 

A wide cross-section of dealers 
was asked what service equip- 
ment they are planning to buy in 
the next six months and 34.2 per- 
cent said they are planning at 
least one purchase. 

This is the second year that 
AvutTomoTiveE News has conducted 
this survey. Last year, 22 percent 
said they would be in the market 
for service equipment in the six 
months after the survey. 

Dealers’ equipment-buying plans 
touch on just about every item used 


ar Output Up Slightly; 
Compacts Get 33 Percent 


By John E. Walsh 
LF Staff Writer 

VITH all makers except Chrys- 
ler Corp. showing small gains, 
the domestic industry produced an 
@timated 155,412 cars last week, up 
2percent over the previous week’s 
162,376 and 3.7 percent higher than 
the 149,866 assemblies in the com- 

parable period a year ago. 

Production this week is expect- 
ed to be down by at least 25,000 
units because of Thanksgiving, 
but most makers are planning to 
Tesume operations Friday, and 
Many have scheduled Saturday 
work. 

The 11 compact cars accounted 
for 33.5 percent of last week’s out- 
put on 52,012 assemblies, a gain of 
#2 percent over the 50,376 built in 
the week ending Nov. 11. In the 


Inside 
Auto News 


@Chrysler’s new chairman de- 
‘fines his role. Page 2, 
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@Results of the imported-car 
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@ Report on Texas independents’ 
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like week in 1960 the industry turn- 
ed out 48,051 of the smaller cars. 

The compacts include Rambler, 
Falcon, Comet, Special, Studebaker 
Lark, Valiant, Lancer, Corvair, 
F-85, Tempest and Chevy II, the 
only new compact this model year. 

* * * 

HE intermediate cars—compris- 

ing Plymouth, Dodge, Fairlane 
and Meteor—accounted for 10.4 
percent of last week’s total with 
16,103 units. This was 6 percent 
under the 17,132 assembled the 
week earlier. 

Through the first 16 working 
days of November, domestic mak- 
ers produced an estimated 404,569 
cars at an average daily rate of 
25,286 units. 

If the same rate is maintained 
through the remaining nine 
working days, the total for the 
month should be about 632,150 
units, which would be a gain of 

13.3 percent over the 557,806 built 
in strike-torn October. 


A total of 155,633 units was added 
to the ’62 model count, bringing 
the number through Nov. 18 to an 
estimated 1,459,660. 

General Motors boosted its total 
to. 713,086, followed by Ford Motor 
with 401,461; Chrysler Corp., 212,- 
064; American Motors, 96,694; Stu- 
debaker-Packard, 34,986, and 
Checker Motors, 1,369. 

* ok ot 

N THE week ended Nov. 11, 

' about 17 percent of the sched- 
uled Rambler output was. lost be- 
cause of first a labor dispute and 

(Continued on Page 51, Col. 3) 





in the shop. However, 9.2 percent 
of the dealers surveyed this year 
said they would be in the market 
for some type of lifting equipment 
in the next six months. Hoists and 
transmission jacks were two of the 
most frequently mentioned items. 
* ok * 


A, 6.6 percent of dealers 
said they would buy some piece 
of engine testing equipment in the 
next year. Paint equipment was an- 
other item often mentioned by the 
replying dealers. 

While some dealers are planning 
a relatively inexpensive purchase of 
one or two items for their shops, 
other dealers have a much longer 
shopping list. A California dealer 
listed these items: 

“New spray booth, two or three 
new hoists, a new air compressor 
and new transmission jack.” 

Many of the dealers who said 
they would be buying new service 
equipment in the next six months 
seem to be looking for equipment 
that will speed up service work. A 
South Dakota dealer made his in- 
tentions clear: 

“Portable lube equipment to 
speed up service and a new tow 
truck.” 

* * * 
ye equipment-buying plans 
have increased in the last year, 
dealers are not as interested in ex- 
panding or renovating their shops 
as they were a year ago. 

The dealers were asked if they 
plan to erect new service buildings 
or add to or renovate their shops 
and 8.9 percent said they had such 
plans. Last year, 15 percent had 
plans for building improvements. 


The dealers who said in this 


Service Index 


99.3* 


Oct. 


"61 Oct. ’61 


vs. vs. 
Oct. 60 Sept. ’61 
Repair Orders 

Written 
Customer 

Labor Sales.. 
Shop 

Parts Sales .. 
Sales of All 

Parts and 


Accessories .. 


— 13% +. 0.2% 
— 2.0% 


+ 13% 


+ 17% 


+ 0.9% 


+ 0.2% + 2.2%. 


* Survey by Automotive News shows 
that new-car dealers’ service and parts 
business in October, 1961, was 99.3 
percent of business in October, 1960. 
October, 1961, was 101.6 percent of 


September, 1961. 
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Best Dealer Profit 
Since 1955 Likely 


As Gain Continues 


By Kenneth C. Kelley Jr. 
Staff Writer 
big gondii omer dealers’ profits are 
continuing to climb after a good 
third quarter and earnings for the 
full year just .might be the best 
since 1955. 

A spot check by Automotive News 
reveals that profits in the fourth 
quarter are running well ahead of 
the showing in the first nine 
months of this year. Three-fourths 
of the replying dealers reported in- 


year’s survey that they plan 
building improvements will con- 
centrate their investments in 
body shop ‘buildings and enlarge- 
ments. Other projects included a 
two-stall quick-service de par t- 
ment at a Wisconsin. dealership 
and. an addition of 4,000 square 
feet of floor space at a West 
Coast dealership. 

Just about two-thirds of dealers 
have made major tool or equip- 
ment purchases in the last year 
and this excludes the purchase of 
small tools. 

* cd * 

HEN asked about equipment 

purchases in the last year, 65.4 
percent of dealers said they had 
made at least one. The items 
bought ran over the full range of 
shop equipment but testing gear, 
lifting equipment and devices de- 
signed to speed up service work 
were the most frequently men- 
tioned. 

In last year’s survey, 51 percent 

(Continued on Page 49, Col. 1) 
cs * * 


Service Index Shows 
Gain Over Last Month 


‘Poe typical auto dealer’s service 
and parts business increased 
from September to October but 
continued to run behind the 1960 
pace, the monthly AuToMoTIvE NEws 
Service Index shows. 

The index puts October’s busi- 
ness at 101.6 percent of the Sep- 
tember volume but the October 
figures were 99.3 percent of the 
totals for October of last year. 

All totals are adjusted for differ- 
ences in the number of business 
days in each month and October 
had the largest number of business 
days of any of the three months 
under consideration. 

cd ok * 
Tos number. of repair orders 
written in the typical dealership 
in October was up 0.2 percent from 
the September total but down 1.3 
percent from the figure for Oc- 
tober, 1960. 

October customer labor sales ran 
1.7 percent ahead of the September 
pace but were down 2.0 percent 
from October, 1960. 

Sales of parts for vehicles 
being repaired in dealers’ shops 
‘in October were 0.9 percent above 
sales in September and ran 13 
percent ahead of the October, 
1960, rate. 


Total sales of .parts and accesso-: 


ries in October were up 2.2 percent 
from September and topped. the 
October, 1960, report by 0.2 percent. 


creased earnings. One dealer said 
his profit was up 1,000 percent and 
the bulk of the replies put the gain 
at 20 to 50 percent. 

Only a quarter of the dealers 
said they were now earning less 
than they were earlier in the 
year. 

The third quarter was a good 
one for the average dealer and pull- 
ed up the profit for the first nine 
months of this year. 

* * * 


vos quarterly profit survey by 
the National Automobile Deal- 
ers Assn. showed dealers had a pre- 
tax profit of $52 per new unit re- 
tailed or 1.1 percent on. sales 
through the first nine months of 
this year. 

This is an improvement over 
the $45 per unit or 0.9 percent on 
sales shown through the first half 
of this year. The first nine months 
of last year were better than the 
comparable period of this year 
with a profit of $68 per unit or 
1.4 percent on sales. 

The 1961 profit will have to rise 
to the 1.4-percent-on-sales level to 
equal the earnings in 1959. If this 
year’s profit figures go above this 
level, they will be the best since 
1955, when dealers earned 1.7 per- 
cent on sales. 

* * cs 

— AvuToMoTIVE News survey 

found dealers optimistic about 
the profit showing for all of this 
year. One-half of the replying deal- 
ers expect to have more profit this 
year than they did last year, one- 
fourth expect little change in their 
profit total and the other one- 
fourth see this year as less profit- 
able than 1960. 

One of the more optimistic was a 
Connecticut dealer who said: “Ex- 
pect 1961 profits to be double 1960.” 

A Washington dealer comment- 
ed: “Believe ’61 will show a lot 

(Continued on Page 4, Col. 1) 


New Class Added 


In Sales Analysis- 


The Intermediate 


TT? PROVIDE more precise an- 
alysis of an auto market that 
has become increasingly segmented 
according to size and concept, 
AvutTomoTivE News henceforth will 
divide the industry’s offerings into 
three classifications. 

These will be compact, inter- 
mediate and standard. 

New is the intermediate designa- 
tion. This will encompass cars that 
are larger than the models that 
have become recognized as com- 
pacts, but smaller than the tradi- 
tional standards. ‘The intermediate 
field includes cars that tend to 
blend the virtues of both smaller 
and larger vehicles. 

ck * * 
N ESTABLISHING these three 
categories, Automotive NEWS 
(Continued on Page 50, Col, 3) 


TOP CARS 


No October new-car registra- 
tions were available from R. L. 
> Polk .& Co. last week. Top Cars 
will zesume next week. 
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Backs Dealer Aids, Youth Movement. . . 


Love Defines Role at Chrysler 


By Maynard M. Gordon 
News Editor 
ee HEAR George Hutchinson 
Love tell about it, he is “back 
at school” in his new job as board 
chairman of Chrysler Corp. 
“Ask me about coal and steel,” 


ters to the “Valiant” imprint on the 
’62 Dodge and Plymouth led not 
only to the “dealer consultants” 
idea, but also to the replacement 
of Exner after eight years as 
Chrysler styling chief. Exner will 
form his own design firm and re- 
main a Chrysler consultant on 
Simca styling. 

“When these six ‘dealer consult- 
ants’ come in to review our future 
models with me,” Townsend ex- 











L. A. Townsend 


George H. Love 


the affable 61-year-old Pittsburgher 
suggested in an Automotive NEws 
interview last week. “I’m a beginner 


when it comes to cars.” 

In the fast-moving auto indus- 
try, Love’s education has been 
quick and thorough, however. He 
has prompted and endorsed 
moves to give the profit-shy 
Chrysler organization forward 
thinking, as well as a “forward 
look.” He has become vigorously 
dealer-minded and youth-minded, 


Love nodded assent as Chrysler 
President Lynn A. Townsend, field- 
ing questions in a joint interview, 
described the new “dealer consult- 
program which will give 
dealers a voice on new-model plan- 


ants” 


ning. 


“This is good, Lynn,” said Love. 
“Our dealers either sink or swim 


with us, and we with them.” 
* * * 


— have been top Chrysler 
executives in bygone days who 
stubbornly fought any semblances 





Elwood P. Engel 


Virgil M. Exner 


of dealer teamwork. “We make ’em, 
you sell ’em” was a management 
credo which permeated the organi- 
zation. 

The Chrysler management of old 
would not have made the sudden 
change in styling vice-presidents 
which the Love-Townsend team 
brought off the day before the in- 
terview. Out went Virgil M. Exner, 
52, to be succeeded by Chief Ford 
Stylist Elwood P. Engel, creator of 
the ’49 Ford and ’61 Lincoln Conti- 
nental. 

It is significant that, like the 
six “dealer consultants,” Engel 
will report directly to Townsend. 
Exner had reported through the 
engineering vice-president to 
Townsend and to former Presi- 
dent L. L. Colbert. 

Chrysler Corp. dealers have been 
grumbling about product styling 
since the successful finned ’57 lines. 
Adverse reaction from some quar- 














VAIRLANE, Ford Division’s in- 
termediate car, went on sale 
last week with prices starting at 
$2,154. The car is priced closer to 
Falcon than to Galaxie. 

But the dealer discount is 
strictly Falcon. Ford dealers will 
receive a 21 percent discount on 
Fairlane models (including the 2 
percent holdback), the same dis- 
count that applies on Falcon and 
other Big Three compacts. 

Industry sources expect Mercury 
Meteor to carry 21 percent also. 
The Mercury intermediate goes on 
sale Nov. 30. 

The discount news was a setback 
to many dealers and trade associa- 
tions that have been campaigning 
for a uniform rate on cars of all 
sizes. These groups had hoped that 
Fairlane would share the 25 percent 
discount of the full-sized Ford Gal- 
axie. 

ok ak * 

aggre of Fairlane six-cylinder 

models are: Two-door sedan, 
$2,154; four-door sedan, $2,216. In 
the deluxe Fairlane 500 series, the 
two-door sedan is $2,242, and the 
four-door sedan is $2,304. All prices 
include Federal tax and dealer 
prep, and a heater is standard 
equipment throughout the line. 

A V-8 engine is $103 extra. The 
Fairlane V-8 is a 145-horsepower, 
221-cubic-inch power plant. 

A larger V-8 will be available 
later in the model year. It will 
displace 260 cubic inches and de- 
velop 159 horsepower and will sell 
for $37.40 more than the 221-inch 
engine. 

Fairlane equipment prices are 
the same as those of the division’s 
full-sized Galaxie. Automatic trans- 





Chrysler Trims Price 


Of ?62 300-H Models 


DETROIT.—Prices of the limit- 
ed-production Chrysler 300-H 
hardtop and convertible have 
been reduced $323 and $382, re- 
spectively, for ’62. The 300-H two- 
door hardtop, is $5,090, compared 
with $5,413 last year. The con- 
vertible is $5,461, compared with 
$5,843 in ’61, All prices include 
Federal tax and dealer prep. 

Standard equipment on 300-H 
models includes automatic trans- 
mission, power steering, power 
brakes, power windows, bucket 
seats, seat belts and a 380-horse- 
power engine. 





Studebaker to Pace 500-Mile Race— 


A 1962 Studebaker Lark Daytona convertible will be the official pace car for the 


46th annual 500-Mile Race at Indianapolis next May 30. Checking out the pace car, 
which will be awarded to the winner, are, from left, Charlie Stuart, president of Char- 
lie Stuart Studebaker, Inc., Indianapolis dealer who will provide official committee 
vehicles; Tony Hulman, president of the Indianapolis Motor Speedway, and Sherwood 
H. Egbert, president of Studebaker-Packard. 


plained, “there will be only seven 
men in the room, I want a direct 
playthrough from the dealers, with- 


out going through the sales depart- 
ment or dealer councils.” ( 
eo * ea 
_ Love sit in on the styl- 
ing conferences or, for that 
matter, at the dealer-council ses- 
sions? 
“No, sir,” he replied. “Let .-me 
(Continued on Page 52, Col. 3) 





Fairlane Starts at $2,154; 
21 Pet. Dealer Discount 


mission is $179.80 for sixes and 
$189.60 for V-8s. Power steering is 
$81.70; power brakes are $43.20; 
radio is $58.50, and white sidewall 
tires are $33.90. 
* * cd 

T $2,216, the Fairlane Six four- 

door sedan is $169 more than 
a Falcon four-door sedan and $291 
less than a Galaxie. The Falcon 
price is $2,047, and the Galaxie is 
$2,507. The Fairlane 500 Six four- 
door sedan ($2,304) is $203 less than 
a Galaxie. 

Because of Fairlane’s 21 per- 
cent discount, the Ford entry 
loses much of its price advantage 
when compared with other inter- 
mediates and standard-sized cars 
on a dealer-cost basis. 

For example, the Fairlane Six 
four-door, as mentioned above, has 
a sticker price $291 less than a 
Galaxie. The dealer, however, pays 
only $136 less. A Fairlane 500 is 
$203 less than a Galaxie, but dealer 
cost is only $63 less. 

* * * 

BRINGING Chevrolet Biscayne 

into the comparison, a Fairlane 
Six four-door sedan is $162 less 
than a comparable Biscayne. Deal- 
er cost is $34 less. A Fairlane 500 
is $74 less than a Biscayne, but 
dealer cost of the Fairlane 500 is 
$39 MORE than a Biscayne. 

Galaxie and Biscayne both 
carry a 25 percent dealer dis- 
count, including holdback. So do 
Plymouth and Dodge, Fairlane’s 
neighbors in the intermediate 
class. 

The price sticker says a Fairlane 
Six four-door is $120 less than a 
heater - equipped Plymouth Savoy, 
but Fairlane’s advantage is less 
than $5 on a dealer-invoice basis. 


FTC Wipes Out 
Snap-On Tool’s 


Franchise Terms 


WASHINGTON. — The Federal 
Trade Commission last week ruled 
that the restrictive agreements 
which Snap-On Too] Corp. requires 
its independent dealers to enter 
into are illegal and ordered them 
stopped. 

The firm makes tools ranging 
from simple hand tools to complex 
electronic devices and automotive 
testing equipment. 

FTC found that the dealers con- 
tracts unlawfully established re- 
sale prices for Snap-On products; 
restricted sales territories and the 
persons to whom dealers could sell, 
and provided that dealers, upon 
termination of their agreements, 
could not engage in a similar busi- 
ness within the same state for a 
period of one year. 

In its ruling, the FTC vacated 
an earlier initial decision by a hear- 
ing examiner which would have 
dismissed the complaint. 

In the matter of territorial re- 
strictions, the decision was written 
by FTC’s newest commissioner, 
Philip Elman. He said the provision 
for exclusive territories was meant 
to prevent competition among deal- 
ers and that it “buttressed the re- 
sale price maintenance provision by 
preventing all competition. includ- 
ing price competition,” among deal- 
ers. Elman said “playing off” one 
dealer against another to get a 
lower price is in the public interest. 

FTC also ruled that Snap-On 
ceuld not use the Fair Trade Act 
as a defense in fixing resale prices 
since the company competed with 
its dealers in the so-called “indus- 
trial trade.” 


This Week in Summary .. . 


Automotive News Review 


Engineering— 





The argument still rages over whether iron or aluminum is b«st for 
auto engine blocks; pros and cons debated by experts at SAE meeting, 


Page 9. 
* 


Editorial Opinion— 









* * 


Appointment by Lynn A. Townsend, Chrysler Corp. president, of six 
dealers to serve as consultants to the president, is called a forward- 
looking step in which dealers are being taken into the company’s 
confidence on future planning. Page 12. 

* * * 


Aftermarket— 








Sale of automotive replacement parts may reach $7 billion by end 
of the decade, according to Joseph A. Anderson, AC Spark Plug gen- 


eral manager. Page 15. 
* 


Service— 


* * 


Factory programs place in dealers’ hands the immediate solution of 
customer complaints about service; mobile service-training program 
is launched by Chrysler Corp. Page 18. 

* * * 


Dealers— 


Court favors New York dealer in breach-of-contract suit appealed 
because of strong “low-balling” criticism. Page 45. 

Earnings of new-car dealers in 1961 may be best since 1955, spot 
check by Automotive News shows; three-fourths of replying dealers 
report increased profits in first nine months. Page 1. 


ES 


Management— 


* cd 


Career highlights described in profile of James E. (Bud) Goodman, 
General Motors’ new executive vice-president. Page 47. Role at Chrys- 
ler Corp. discussed by George H. Love, new chairman. Page 2. 

* * * 


Discount-House Suits— 


GM executives, dealers and dealer groups—defendants in antitrust 
suit—plead today (Nov. 20) in ‘Los Angeles; little reaction stirred by 
suit filed by Los Angeles discounter, Robert Chico. Page 3. 

* * * 


Sales— 


First 10 days of November see record sales (196,080 topping previous 
high of 180,000 last year), with compacts taking 34.16 percent; total 


for month may top 600,000. Page 1. 





Cleveland Draws 40,000... 





Phila. Show Crowd Up 


A MARKED upturn in both deal- 
er and visitor enthusiasm was 
reported for the first four days 
of the annual auto show sponsored 
by the Automobile Trade Assn. of 
Greater Philadelphia. 

Julie C. Driscoll, executive sec- 
retary, said the four-day turnout 
totalled 61,784, compared with 58,- 
918 in the comparable period last 
year. The attendance was held 
down by a heavy rain on the 
third day of the show, she added. 

“The show is the largest and the 
prettiest we’ve ever had, and the 
enthusiasm has been far greater 
than that of previous years,” she 
said. 

“Dealers and other exhibitors 
also reported that the visitors are 
showing more interest in cars this 
year, and are confident it will be 
reflected in higher sales,’ she 
added. 

The show, which closed Saturday 
(Nov. 18), drew 101,071 a year ago. 
The best turnout was recorded in 
1957, when 108,720 persons viewed 
the ’58 models. 

* * * 

N CLEVELAND, about 40,000 

persons attended the city’s first 
auto show in five years. The four- 
day event, called Autoworld, was 
sponsored by International Auto 
Shows, Inc. 

A spokesman for the promoters 
said that despite the opposition 
of the Cleveland Automobile 
Dealers Assn. to the show, Auto- 
world was able to come up with 
a good display of ’62 models. 

“Some of the cars were obtained 


Some Ford Duals 
Won’t Get Meteor 


DEARBORN. — Lincoln-Mercury 
said it is franchising most of its 
dealers to handle the new Meteor 
line, 

There are some Ford-Mercury 
dealers, now controlled by Ford 
Division, who will not handle Me- 
teor. This group, which numbers 
about 350, has never had Comet. 
Dealers in the group sell the full 
Ford line plus the Mercury Mon- 
terey. 

All Ford dealers will handle the 
full Ford line, including the new 
Fairlane, according to Ford Divi- 
sion. 





on lease for the show, and some 
were exhibited by dealers who don’t 
belong to the association,” he said. 
“We weren’t able to display all 
models, but all makes were repre- 
sented.” 

In addition to the new models, 
exhibits included antique cars, 
sports, imported and custom ve- 
hicles. 

* * ok 

eos will open this week in 

San Francisco (Nov. 21-26) and 
in St. Louis (Nov. 24-Dec. 3). 

Daily driving tests of skill will 
highlight the five-day show in the 
city’s Brooks Hall under sponsor- 
ship of the San Francisco Im- 
ported Car Dealers Assn. 

Approximately 100 cars represent- 
ing more than 35 makes will be dis- 
played during the fourth annual 
show, according to Kjell Qvale, 
association president. 

The 10-day show in the St. Louis 
Arena will feature ‘62 domestic 
models, imported makes, cars of the 
future, cutaway exhibits and dis- 
plays by automotive suppliers. 

A variety show will be staged 
every evening during the week, and 
twice on Saturdays and Sundays. 

ok * * 


ok than 1,500 persons at- 
tended the two-day Burlington 
(Vt.) show in a bank parking lot. 
Three dealers displayed 18 new 
cars, and the Vermont Automobile 
Enthusiasts Club exhibited 10 an- 
tique vehicles. 

About 50 different models were 
on display at the all-American 
auto show in Grand Rapids, 
Mich., at the Rogers Plaza Shop- 
ping Center. Twenty-two dealers 
sponsored the show, the first in 
the Grand Rapids area since 1958. 

Cars from six nations-—the 
United States, England, Italy, 
France, Germany and Sweden— 
were exhibited by 10 dealers at the 
first Greensboro (N. C.) Interna- 
tional Automobile Show. 

“The Golden Age of Transporta- 
tion” was the theme of the three- 
day show, which drew thousands of 
visitors to the War Memorial Coli- 
seum. 

Sixteen members of the Automo- 
bile Dealers Assn. of Portland, Ore. 
displayed 492 new models at the 
city’s Lloyd Center malls. 

Robert D. Stewart (Buick) has 
been appointed chairman of the 
33rd annual Washington auto show 
Jan. 10-14 in the District of Colum- 
bia Armory. 
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MAN who speaks with his own 
voice is William H. Mitchell 
jr, Waltham (Mass.) Chevrolet 
dealer and chairman of the NADA 
public relations and advertising 
ethics committee. 

The other day it was suggested 
that the big barrier to industry 
acceptance of a realistic dealer dis- 
count was the fact that in some 
periods of the year dealers are able 
to get full markup, and this offsets 
the below-cost prices they get at 
other periods. 

“But is this fair?” asked Mitch- 
ell. “Should we let the whole in- 
dustry suffer on unrealistic pric- 
ing so that a few dealers can 
cdobber their friends for full 
list?” 

“Friends?” he was asked. 
“Sure, friends. Who else?” 
Mitchell said that he was going 
over his deals the other day. He 
came to a fat one. Who was it? 
A school teacher who had been 
buying cars from his dealership 
for years, and coming in regularly 
for service. 

And here was a thin one. Who 
was this from? A stranger from 
another town who walked in cold 
and beat the price down. 

“Is this how we should do busi- 
ness?” Mitchell asked. He says he 
sat down and wrote a check to the 
school teacher, saying a re-evalua- 
tion of her tradein indicated she 
had the money coming to her. 

* 


Which Bulls? 


es about the dynamics of 
dealing? Mitchell was asked. 
Doesn’t the auto business revital- 
ize itself, much as in the case of 
the young bulls and old bulls? 
“Well, maybe,” said Mitchell, 

“except that there are good young 
bulls and bad young bulls, and 
good old bulls and bad old bulls.” 

Some contend that the factories 
put in the young bulls to stimulate 
the old ones, but at times they do 
more than this by horning the pub- 
lic as well. 

In this connection another dealer 
called the other day to say he had 
just come back from a convention 
at which he heard an auto maker 
make an impassioned plea for 
quality dealers. 

“Yet,” said the dealer, “in my 
town it is this maker’s dealers who 
are making brief but disastrous 
(for all dealers) advertising stands 
with prices for which they had no 
cars (there were cars at such prices 
but no one bought such cars and 
few dealers stocked them), and 
terms which were slippery. The big 
type featured $90 down and $40.67 
a month. If you had good credit 
you might get one or the other but 
you surely can’t get both, as most 
readers expected. 

“And don’t forget,” said the deal- 
er, “it is always the factory that 
puts such dealers in business. The 
quality dealers didn’t give him his 
franchise.” i a te 


Factory Can Act 


S ILLUSTRATIVE of what a 
factory can do, Mitchell cited 
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Dealer Forum 


by Robert M. Finlay 










the case of the Boston zone for 
Chevrolet. The zone was covered 
with red ink in 1958. Chevrolet sent 
in one man—Hudson G. Lackey, as 
zone manager. 

The difference of one enlight- 
ened factory man, said Mitchell, 
made the difference between ruin 
and profit for most of the deal- 
ers in the zone. Not only profits 
rose, but sales as well. — 

“So,” said Mitchell, “don’t tell me 
this is a situation the factory can’t 
control. We saw the evidence in 
our own territory. 

* * * 


Mouth and Money 


MTICHELL notes that many of 

the factories are now putting 
their money where their mouths 
have been. He says they are not 
only talking about quality dealers, 
but meaning the same thing by this 
that the dealers mean—dealers who 
do a sound job of sales and service, 
with the customer interest in the 
target area. 

In the struggle for quality deal- 
ers, one group of dealers contends 
that NADA should restrict its 
membership to those who would 
operate within the framework of 
a stiff code of ethics. Such dealers 
run head on into other dealers 
concerned with membership in the 
association. 

“We’re trying to get more deal- 
ers into NADA, not kick some 
out,” the membership-oriented 
dealers say. 

“But,” said Mitchell, “if we had 
a code that meant something with 
the public, would there not be a 
rush to join NADA and abide by 
the code?” 


a * 
Why of Mitchell 
ir CASE you are one of those 
who wonder how Mitchell got 
that way, we asked him. 

We always had him down as a 
damyankee, born and bred in the 
trying but stimulating atmosphere 
of New England. That’s not the 
story, however. 

Mitchell takes the story back 
to the mountains of Mexico where 
his dad, an Englishman, worked 
for an oil company and dreamed 
of the day when he’d go back to 
England for his fair English 
bride. Meantime, he became ac- 
quainted with a family of Span- 
ish descent and watched the 
beautiful daughter grow to 
womanhood. 

There came a day when he did 
go home to claim his bride. Mitchell 
says his dad took one look at her 
and rushed back to the mountains 
of Mexico to marry the Spanish 
girl. 


* 


* * * 
Business Life 


MITCHELL took business admin- 
istration and shorthand in a 
San Antonio school, completing a 
two-year course in one year with 
the highest grades ever attained 
at the school. 

He was just bringing his bag 
out to the car for the homeward 
journey to Mexico when he saw 
a girl getting out of a car. The 
chemistry of love caught fire. 
Mitchell stayed to wed her.. 

He began his business life as 
secretary to a lawyer, but left 
when he began to have doubts 
about the practice of law and 
justice. 

He moved to Massachusetts, be- 
coming secretary to the general 
manager of Ordway Hudson, a dis- 
tributor. When the manager left 
to become Hudson national sales 
manager, Mitchell became _ secre- 
tary to the sales manager, who one 
day gave Mitchell three names and 
told him to go out and see what 
kind of a salesman he was. 

He sold all three, became a sales- 
man and was near the top of the 
list from then until he was lured 
away by the Buick factory branch 
manager. Later he became general 
manager of a Chevrolet dealership 
and then, some 20 years ago, he 
got his own Chevrolet deal. 









Turnback of Odometers 


Probed in Minnesota 


ST. PAUL.—The Minnesota at- 
torney general’s office has launch- 
ed a statewide investigation into 
the alleged practice by some deal- 
ers of turning back mileage read- 
ings on used cars offered for 
sale. 

Attorney General Walter F. 
Mondale said he was assigning a 
full-time investigator to examine 
complaints. “I cannot say at this 
time whether legal action will be 
necessary nor can I say how 
many dealers may be involved,” 
he added. 





New Officers for St. Louis Old Timers— 


GM, Dealers in Court... 





Discount Defendants 


Will Plead 


By William Carroll 
West Coast Editor 
LOS ANGELES. — Defendants in 
the Federal antitrust suit against 
General Motors, Chevrolet, three 


Chevrolet dealer associations and 
four Chevrolet executives were ar- 
raigned today (Nov. 20) in Federal 
Court here. 

A related, but not connected 

















Newly elected officers of the St. Louis Council of Automotive Old Timers include, 
left to right, Ed Hayward, executive vice-president, Greater St. Louis Automotive Assn., 
secretary-treasurer; David E. Castles, Castles-Wilson Buick Co., vice-president; C. A. 
Gilbert, Gilbert Buick, Inc., retiring president, and L. M. Stewart, L. M. Stewart, Inc., 


president. 





Importers Strike Balance 
Between Shipments, Sales 


T TOOK 15 months, but the im- 
ported-car industry finally has 
struck a balance between ship- 
ments from abroad and retail sales 
in the United States. 

Satisfied that dealer stocks have 
reached minimum operating re- 
quirements, importers from Europe 
have stepped up orders of ’62 cars. 
The new rate of shipments is on 
par with seasonally reduced de- 
liveries. 

An Automotive News compila- 
tion showed that imported-car 
stocks numbered 44,500 units 
Nov. 1, compared to 43,000 a 
month before. Days’ supply of 
the imports, mirroring an October 
softness in sales, was up from 
34 to 42. 

Import executives were hopeful 
despite the recent sales dip. Pene- 
tration has increased and the im- 
ports normally expect setbacks in 
October, when the new domestics 
hog the limelight. 

* a * 

OLKSWAGEN OF AMERICA’S 

general manager, Car] H. Hahn, 
reported that increased shipments 
of ’62 models now are reaching 
the U. S. Included are some of the 
new 1500s. 

“We hope to be able to balance 
supply and demand somewhat more 
closely in the early future,” Hahn 
said last week. 

West German shipments to the 
U. S. fell to the year’s lowest 
point in August, but the slack 
was taken up by increases from 
France, Great Britain and Italy. 
VW’s return to production re- 
stored the German total! in Sep- 
tember and October while other 
European nations were continu- 
ing their buildups to this coun- 
try, officials said. 

Answering dealer orders for larg- 
er quantities of ’62 models were 
Renault, Simca, Fiat, Triumph and 
Rootes (the Alpine). English Ford 
is returning to the U. S. scene with 
its newly styled Consul. 

Whether import sales have fully 
weathered the domestic compacts 
remains to be determined. Surviv- 
ing dealers, leaning strongly on 
specialty sports coupes and lower- 
priced economy sedans, voiced con- 
fidence about the outlook. 

+ * ok 


realism of the importing or- 


I ganizations in adjusting ship- 


ment orders to the retail sales rate 
underscored much of the dealer 


confidence in the “permanence” of 
the import market. 

An Ohio Volvo-Triumph-Fiat 
dealer said new and improved mod- 
els in each of his lines, combined 
with a “stabilized shipping policy,” 
had dispelled his doubts. 

“They’re giving American deal- 
ers only what we need,” he con- 
tinued. “The ’62 Volvos are tailor- 
ed for Americans, as is the Tri- 
umph TR-4. Fiat has come 
around on things like hardware 
quality and door hang, if not in 
advertising and promotion. The 
thing to keep in mind is—they’re 
listening to us.” 

The staggering oversupply of new 
imports in the early months of 
1960 induced the drastic chop in 
the monthly influx. Monthly totals 
from August, 1961, back through 
January, 1960, are as follows: 

1961 

August, 19,012; July, 19,927; June, 

22,058; May, 24,901; April, 21,370; 
(Continued on Page 49, Col. 1) 
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Alfred Sloan. . 


announcement by the GM board. 





On the House... 


According to the formula of Jim Whitehurst, 
manager of the Dallas dealer association, 1962 will 
be a good year in new-car sales. Based on registra- 
tions in Dallas County over the past nine years, 
Whitehurst points out that the average monthly 
registrations in the past nine years have been 3,465 
cars; the average so far in 1961 has been 3,162. Since 
the Dallas figures show that no one of the last four 
years has exceeded the potential in that county (two 
of the years were way below), he concludes that 
there’s a backlog of 15,000 cars to be filled in that 
area alone during 1962 and/or ’63 ... 


Regardless of who becomes the next General 
Motors president in four years, there’s a general belief that Fred 
Donner will stay on as chairman of the board for many years, a la 
. Jack Davis was given a surprise party the other 
day on his 65th birthday; the retired Ford sales vice-president now 
devotes a portion of his spare time to running the Colonial Inn re- 
sort at Harbor Springs, Mich. ... 


What does a GM general manager take with him when he moves 
to head up another division? Nothing, except a desk set, says “Bunky” 
Knudsen, Chevrolet’s new chief. “I even left my private secretary for 
Pete Estes (Knudsen’s successor at Pontiac),” Knudsen told newsmen 
last week. He plans to inspect Chevrolet’s many plants during the next 
few weeks, then hopes to hold dealer meetings starting after Jan. 1. 
He explained that one of his hardest tasks was following through on a 
previously scheduled series of Pontiac dealer meetings after he knew 
he was moving to Chevrolet. “Mr. 
should go through with them or else we’d tip our hand,” declared 
Knudsen. He said he was told of the change 13 days prior to official 








Today 


civil complaint by auto discount- 
er Robert Chico, filed Nov. 6 in 
Federal Court has created little 
more than discussion among Los 
Angeles dealers. 

Chico’s suit named all defendants 
in the government’s indictment ex- 
cept Foothill Chevrolet Dealers 
Assn. 


However, Chico added four Chev- 
rolet dealers — Citizens’ Chevrolet 
Co., Courtesy Acceptance, Inc., Bob 
Wonderies Motors, and Schonlaw 
Chevrolet—to his $3 million com- 
plaint for injuctive relief and 
treble damages for alleged viola- 
tions of antitrust laws. 

Chico charged that the dealers 
put him out of business by refus- 
ing to sell new cars to him for 
resale to discount-house customers. 

Joseph P. Kelly jr., one of 

Chico’s attorneys, told Automo- 
tive News: “Service has not yet 
been effected on the defendants 
named in our complaint. We’ve 
been so busy we’ve not yet had 
time to deliver the papers to the 
Federal marshal, who must han- 
dle the service.” 

In discussing the closing of his 
business, Chico told AUTOMOTIVE 
News: 

“When I went out of business, 
I held a creditors’ meeting in an 
effort to keep out of bankruptcy. 
Since then I’ve paid off as best I 
could. My total debts today are 
about $25,000, but without the 
books, it’s difficult to estimate the 
original obligations. I owed Will 
Newman, Citizens’ Chevrolet Co. (a 
defendant), about $70,000, which 
has been paid down to about 
$5,000.” 

Although Will Newman’s attor- 
ney was of the opinion there would 
be no harm in commenting on 
Chico’s statement regarding the re- 
duction of debt, a telephone call 
to Citizens’ elicited only a terse 
“no comment” from Newman. 

Asked about effects of the 

Chico complaint on GM activ- 

ities, a spokesman for the firm’s 

Los Angeles public relations of- 

fice said: “General Motors has no 

comment to make regarding the 

Robert Chico complaint of al- 

leged antitrust violations.” 

In general, Los Angeles dealers 
appear to dismiss Chico’s suit as 
being of little importance. How- 
ever, Kelly (Chico’s attorney) re- 
minded AvutTomoTIvE NEws: 

“If the government obtains con- 
victions under the antitrust indict- 
ment delivered Oct. 12 by the Fed- 
eral grand jury, and the convic- 
tions are upheld, all we have to 
do is submit the judgment to 
the court hearing our complaint 
to be successful in showing exist- 
ence of the antitrust violations.” 






























Gordon (GM president) thought I 









—Pertre Wemuorr, Editor, 
Automotive News 









Rate Continues Climb. . . 





Best Dealer Profits 
Since 1955 Likely 


(Continued from Page 1) 


better than ’60, should be 25 to 30 
percent better, all due to improve- 
ment in the last three months 
and expectations for the next 
two.” 

An important contribution to the 
industry’s average profit for 1961 
will be made by the dealers who 
were in the red last year and will 
show some profit for this year. 
Many in this group are glad to be 
in the black but would like to earn 
a more substantial profit. 

* * * 


CALIFORNIA dealer summed 

it up by saying: “Dollar profits 
related to dollar sales and invested 
capital still not satisfactory but 
much better than in 1960. We lost 
money last year but will show a 
modest profit in 1961.” 

There are, of course, dealers 
whose profit for 1961 will be about 
the same as last year’s or a little 
less. In many cases, this is due to a 
poor showing in the early part of 
this year which the current profit 
surge cannot wipe out. 

An Ohio dealer said: “Look for 

a@ good last quarter. However, 
overall profits as compared with 
last year will be off approximate- 
ly 25 percent.” 

In commenting on its profit sur- 
vey, NADA expressed satisfaction 
with the contrast between the 1960 
auto market which saw dealers’ 
profit disappear while a heavy in- 
ventory was worked off and the 
present market which has seen 
profits increase through this year. 

e Bd * 

“ZN CONTRAST,” NADA said, 

“this year’s experience might 
well serve as a lasting reminder 
that the period of transition to new 
models need not be the chaotic and 
costly experience for the dealers 
that it was last year and has been 
on so many occasions in the past. 

“Thanks to this year’s more or- 
derly and profitable changeover, 
prospects seem brighter for a 
strong finish in the fourth quar- 
ter.” 

NADA said 22.5 percent of deal- 
ers showed a loss through the first 
nine months of this year, with 
smaller dealerships particularly 
hard hit. This total is above the 
20.3 percent of dealers who were in 
the red through the first half of 
this year and the 10.8 percent for 
the first nine months of last year. 

In reality, dealers had two types 
of experience in the first nine 
months of this year. The bigger 
dealers did better and the smaller 
dealers lost ground. 

x * * 

ROUP I dealers, those who sold 

one to 149 new units in 1960, 
had a higher margin of gross profit 
than they did in the first nine 
months of 1960. However, expenses 
went up even faster and operating 
profit fell to 0.7 percent on sales. 
The first nine months of 1960 show- 
ed a profit of 1.6 percent for the 
group. 

The outcome was much the same, 
if not quite so bad, in Group II 
dealers, those who retailed 150 to 
399 new units last year. Gross profit 
has been gaining but expenses have 
increased even more. The group 
had an operating profit of 1.2 per- 
cent on sales in the first nine 
months of this year, compared to 
1.4 percent in the like period of last 
year. 

Group III dealers, those who 
retailed 400 to 749 new units last 
year, were able to show some im- 
provement over last year’s re- 
sults. The increase in gross profit 
more than covered the increase in 

expenses, resulting in a gain in 
operating profit. 

The group had a 1.5-percent op- 
erating profit in the first nine 
months, up from the 1.3-percent 
figure for the like period of 1960. 
These dealers made a dramatic im- 
provement in the third quarter of 





Romney Honored 


PROVO, Utah.—George Romney, 
American Motors president, re- 
ceived the 1961 “exemplary man- 
hood award” presented by the As- 
sociated Men’s Students of Brigham 
Young University. 
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Departmental Figures 
On Dealer Operations 


FIRST NINE MONTHS, 1961-1960 
Washout Gross Profit* 





this year since the group’s oper- Nine Months Six Months Nine Months 
ating profit in the first six months 1961 1961 1960 
of this year was a thin 0.8 percent.|]| Group I# oo... $434 $437 $413 
ee ae REE EIN rain us vevnecssntoysibiieas 442 423 408 
So IV dealers, who sold 750|| Group IIT .....0....c.cceeee 394 357 341 
or more new units last year,|}| Group IV .........0.0.000. 342 304 298 
had much the same experience as|| Industry Average .......... 415 399 383 


those in Group III. Grosses and ex- 
penses went up but so did operating 
profit. The group had an operating 
profit of 1.4 percent on sales in the 
first nine months, up from the 1.1 
percent a year earlier. 

With one exception, the industry 
averages look good. 

Average profit in the first nine 
months of last year was 15.0 per- 
cent on sales. Through the first 
six months of this year, this fig- 
ure was up to 15.3 percent and it 
went up to 15.7 percent through 
the first nine months of this year. 

Selling expense held steady at 3.7 
percent of sales for all periods con- 
sidered. 

Dealers were not so successful in 
controlling other expenses which 
went from 9.9 percent of sales in 
the first nine months of last year 
to 10.7 percent in the first half of 
this year to 10.9 percent through the 
first nine months of this year. 

+ ok * 
pte net result was an operating 
profit of 1.1 percent in the first 
nine months of this year. This is 
an improvement over the 0.9-per- 
cent profit in the first half of this 
year. 

However, the average profit for 
the first nine months of last year 
was 1.4 percent. When the first nine 
months of this year and last are 
compared, dealers were raising 
their gross profit but allowing ex- 
penses to rise faster, resulting in 
a pinch on profits. 

The detailed figures on dealers’ 
expenses offers little help on what 
expenses are causing dealers the 
most trouble. Of the 11 major 
expense items, nine were higher 
in the first nine months of this 
year than they were in the like 
period of last year. 

Preparation and delivery expense 
plus the cost of local advertising 
were the only expense items which 
showed a drop. 

. * 

Tce expense items showed par- 

ticularly sharp increases and 
both boosts are open to question. 

The “all other salaries” group 
went up from 4.74 percent of sales 
to 5.26 percent. The compensation 
of salesmen and mechanics is not 
included under this heading so the 
figures mean that dealers are pay- 
ing relatively more for nonproduc- 
tive help. Controlling the cost of 
nonproductive help is always a key 
item in any sound expense-control 
program. 

The “all other expense” class 
went up from 2.85 percent of sales 
to 3.14 percent. Any increase in a 
miscellaneous class of expenses 
should be questioned. 

The figures on washout gross 
profit reflected the trend to higher 
gross profits in dealerships gen- 
erally. The first nine months show- 
ed a washout gross of $415 per new 
unit sold, compared with $399 in the 
first half and $383 in the first nine 
months of last year. 

* * * 
figures on dealers’ used-car 
and truck operations showed 
little change and few surprises. 
Average buying and selling prices 
continue to fall below the year-ago 
figures. 
Dealers sold 1.67 used units for 


* * * 





Dealer Sales, 


Group I* 
Pet. Total Sales 
6 Mos. 


1961 
100.0 
16.0 
3.5 
11.7 
15.2 
0.8 


Selling Expense 
Operating Expense 
Total Expense 
Operating Profit# 


* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 to 


units, and Group IV, 750 units or more. 


Group I 
Group II .... 
Group III .. 
Group IV .. 
Industry 
Average .. 








Group IV 
Industry Average 


§ The percentage of operating (or fixed or semifixed) expénse covered by gross 
profit from all service and parts operations. Officers’ and owners’ salaries included. 


each new one in the first nine 
months of this year, up from the 
1.55 in the like period of last year, 
probably a reflection of the drop in 
the number of new units sold. 
Dealers have cut their stock of 
used units a bit. The average 
dealer had 32.1 days’ supply on 
hand on Sept. 30, down from the 
33.6 days’ supply a year earlier. 
The report on dealers’ 
business shows that the average 
dealer had total parts and service 
sales of $935 for each new unit sold 
in the first nine months. This com- 
pares with $827 per unit in the like 
period of last year. 
* 





* Washout gross profit on new and used units combined (less all credits for finance 
income) per new unit. 

# Groups are based on the volume of 1960 retail deliveries of new cars and trucks 
as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 to 
749 units, and Group IV, 750 units and more. 


Used Vehicles 


Average Average Cost 
Selling Price Ratio Used-Unit No. Days’ Supply Per Used Unit 

Per Unit Sales to New in Inventory in Inventory 

Nine Months Nine Months Sept. 30 Sept. 30 

196L 1960 1961 1960 1961 1960 1961 1960 
espaee $709 $774 1.97 1.76 39.1 41.8 $618 $661 
796 811 1.67 1.61 29.3 30.6 694 757 
807 807 1.39 1.27 23.4 21.8 895 884 
807 773 1.18 1.12 18.2 18.1 870 854 
756 788 1.67 1.55 32.1 33.6 677 715 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 


except accessories with new vehicles.) 





Average Sales Percent of $Percentage of 
Per New Unit Gross Profit . 
Retalled to Sales 





Nine Months Nine Months Nine Months 

1961 1960 1961 1960 1961 1960 
pédeepuvvasieakan’ $1,113 $966 32.0 32.4 56.8 58.8 
deabssicaiceuts 906 823 34.4 34.7 57.3 57.2 
Seevaihes sips 839 709 35.4 34.8 59.8 57.9 
palasaieuies 621 571 34.4 34.3 57.0 58.2 
935 827 33.3 33.5 57.4 58.2 


—From NADA Survey 
* * * 





* * * 





ago period. 
Service absorption, the portion o 


a year earlier. 

The service report did show 
one alarming situation—parts in- 
ventories have gone up while the 
turnover of those inventories has 
slipped. The average dealer had 
4.4 months’ supply of parts and 
was turning it over at the rate 
of 2.8 times a year in the first 
nine months of last year. 

* * The report on the first nin 


service 


coe profit on all service and| months of this year showed that 
parts sales was 33.3 percent in 
the first nine months of this year, 


the inventory had grown to a 5. 
months’ supply. 


* * * 





* * * 


Breakdown of Dealer 


(PERCENTAGE OF TOTAL SALES) 


Group I* Group II Group II Group IV Ind. Average 
Nine Months Nine Months Nine Months Nine Months Nine Months 
1961 1960 196L 1960 1961 1960 1961 1960 1961 1960 
Preparation and delivery ........... 38 42 41 45 46 45 43 46 .40 44 
Warranty and policy ...............00 51 48 53 51 AT 45 40 40 49 AT 
Salaries, commissions, other 
compensation to salesmen... 1.83 1.84 2.25 2.18 2.25 1.98 227 2.19 2.07 2.00 
All other salaries, wages 
(except mechanics’) ............. 5.60 4.95 5.26 4.74 5.09 4.74 4.34 4.09 5.26 4.74 
Employes’ bonuses ..........ssssssssseee .06 .07 16 12 24 14 18 18 18 4a 
Shop tools and supplies ............ 46 42 .37 35 31 .32 24 .25 .38 .37 
Rent and expenseinlieuofrent 1.20 1.07 1.18 1.00 114 1.08 1.03 .88 116 1.03 
** Advertising, local ..........:ssss00 66 .64 72 79 .89 83 .90 .97 * (74 75 
Insurance, other than building _.47 39 .39 .33 34 31 .29 .24 41 34 
BOCA TE RUNS > coiiesscsskoscpasseecasovciessine .56 49 45 48 43 40 oT 44 49 £47 
All other eCXPense ...........sesceeeee 3.48 2.97 3.07 2.89 2.93 2.91 2.45 2.35 3.14 2.85 
TOTAL EXPENSE‘ ................. 15.21 13.74 14.79 13.84 14.55 13.61 12.90 12.45 14.67 13.57 


* Groups are based on the volume of 1960 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 

II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 
** Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
t Includes all owners’ salaries, employes’ bonuses and interest paid. 


Group II 
Pet. Total Sales 

9 Mos, 6 Mos. 
1961 1961 
100.0 100.0 
16.0 15.6 
4.0 3.9 
10.8 10.4 
14.8 14.3 
1.2 1.3 


Pct. To 
9 Mos, 6 


9 Mos. 
1961 


1960 
100.0 
15.3 
3.3 
10.4 
13.7 
1.6 


1960 
100.0 
14.9 
4.0 
9.6 
13.6 
1.3 


100.0 
15.2 
3.8 
10.0 
13.8 
14 


14.3 
4.0 
8.9 

12.9 

“14 


# Net operating profit as a percent of sales with finance reserve income included but with no provision for income taxes. 





































down from 33.5 percent in the year- 


Overhead covered by parts and 
service gross profit, also slipped. It 
was 57.4 percent in the first nine 
months, compared to 58.2 percent 


FIRST NINE MONTHS, 1961-1960 


Group IV 


1961 
100.0 100.0 


— 


AMC Earnings 
Decline 51 Pct. 
To $23.5 Million 


DETROIT. — American Motors 
earnings for the fiscal year ended 
Sept. 30 declined 51.13 percent from 
the previous year as sales went 
down 17.21 percent. 


President George Romney sgaig 
earnings in fiscal 1961 totalled 
$23,578,894, compared with $48,243. 
361 in fiscal 1960. Net sales for AMC 
and its subsidiaries totalled $875,. 
723,798, compared with a record 
$1,057,716,447 a year earlier. 


Romney cited these factors ag 
accounting for this year’s lower 
earnings: The downturn of general 
business activity earlier in the year, 
closer competitive pricing which 
made it necessary for AMC to ab- 
sorb higher labor and materia] 
costs, substantially greater outlays 
for tooling, accelerated write-offs 
of recent investments in expanded 
production facilities, more liberal 
warranty terms and increased 
spending for sales stimulation. 

AMC directors declared a fourth- 
quarter cash dividend of 20 cents, 
plus a stock dividend of 2 percent. 
For the past three quarters, the 
cash dividend has been 30 cents. 

Romney said that “except for $4 
million in obligations remaining 
from a 15-year insurance company 
loan, to be paid off by the end of 
this fiscal year,” AMC has no out- 
standing debt. 













































Court Refuses to Bar 
Factory-Installed Heaters 


PHILADELPHIA, — United 
States District Court Judge Abra- 
ham Freedman refused to grant 
an injunction against General 
Motors to halt the installation of 
heaters and defrosters in Chevy- 
rolet automobiles. 

f An antitrust suit has been 
brought against GM by Morgan- 
Smith Co., Philadelphia, manufac- 
turer of heaters which had been 
sold to GM dealers for installa- 
tion. General Motors and Ford 
Motor Co. this year began includ- 
ing heaters and defrosters as 
standard equipment, although 
Ford was dismissed as a defend- 
ant in the Morgan-Smith suit 
when it gave dealers a heater 
“deletion” privilege. Freedman 
told the plaintiff that any dam- 
ages could be determined when 
€] Morgan-Smith follows through 
0 with its triple-damage antitrust 
suit. 
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—From NADA Survey. 






Profit and Expense Comparison 


Industry Average 
Pct. Total Sales 
9 Mos. 6 Mos. 9 Mos. 
1961 1961 1960 


100.0 100.0 100.0 
15.7 15.3 15.0 
3.7 3.7 3.7 
10.9 10.7 9.9 
14.6 14.4 13.6 
ze 0.9 1.4 
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tal Sales 
Mos, 9 Mos, 
1960 
100.0 
13.6 
4.1 
8.4 
12.5 
11 


13.3 
3.7 
8.8 

12.5 
0.8 


—From NADA Survey 
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A special notice to Ford Dealers 


“IFICAT IONS 


“Gee 


LEFT - 


DUAR Ue os 
RR ta 


IF THEY'RE NOT AS GOOD 
AS NEW... 


THEY'RE NOT 
FORD AUTHORIZED 


CHECK 


Every Ford Authorized Reconditioner maintains a 
quality control program to meet rigid Ford factory 
specifications. These check stations follow the entire 
remanufacturing procedure from engine tear down 
through live test of the completed assembly. 


DOUBLE CHECK 


But still another important check is made on the quality 
of Ford Authorized Reconditioned engines. Ford 
representatives select engines at random, ship them to 
their test labs in Dearborn and disassemble them com- 


pletely to check for compliance to factory specifica- 
tions. Only those engines and small parts which 
maintain these high quality standards receive the Ford 
Authorized Reconditioners’ seal. 


Of all U.S. car and truck manufacturers, only Ford 
has a nationwide program for selling remanufactured 
engines and parts exclusively through its franchised 


_ dealer organization. Because of this, only you can offer 


such a complete selection of engines, transmissions and 
small parts for Ford cars and trucks. 

Y ou will get fast service from your nearest Ford Author- 
ized Reconditioner. 


See your Ford Authorized Reconditioner 
FOR ENGINES ¢ TRANSMISSIONS « SMALL PARTS 
SOLD EXCLUSIVELY THROUGH FORD DEALERS 
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59.76 MPG by NSU Is Tops... 





34 Imports Test Fuel Economy 


By William Carroll 
West Coast Editor 

LOS ANGELES, — Thirty-four 
imports pushed through 300 miles 
of traffic-clogged mountain roads 
and high-speed freeways in the 
fourth Annual Mobil Mileage Ral- 
ly, an economy test for imports 
with results based on actual miles 
per gallon. 

A Morris 850 turned in the 
best mileage for four-passenger 
cars, engines of less than 1,000 
cc. (Class A), with 51.399 miles 
per gallon. 

In Class B, four-passenger cars 
with engines of 1,000 to 1,600 c.c., 
the top figure was 40.384 MPG from 

a Volkswagen. 

Four-passenger cars, with en- 
gines of more than 1,600 c.c., were 
led by a Citroen ID-19, with 35.68 
‘MPG. 

Sports cars were separated into 
two classes. Class D. for two-pas- 
senger cars powered by engines of 
less than 1,400 c.c., was led by an 
NSU Sport Prinz with 59.76 MPG. 
Larger-engined sports cars, run- 


ning in Class E, were topped by 
a Triumph TR-3, which recorded 
38.99 MPG. 

Seven cars were withdrawn be- 
fore the event started. They were 
the Fiat 500, Saab, Hillman Minx, 
Facellia, Toyopet Crown Custom, 
Fiat Abarth and a Facellia in the 
sports-car group. 

After the run started, a Datsun 





VW Takes Lion’s Share 


Of Long Beach Imports 


LONG BEACH, Calif—Volks- 
wagen accounted for 1,078 of the 
1,361 cars imported through the 
local harbor in September. 

Other imports during the 
month: Sunbeam, 64; Austin- 
Healey, 44; Jaguar, 40; MG, 35; 
Austin, 24; Alfa Romeo, 17; Toy- 
ota, 13; Volvo, 12; Hillman, 9; 
Humber, 6; Mercedes-Benz, 6; 
Porsche, 4; Daimler, 3; Fiat, 2; 
Triumph, 2; Peugeot, 1, and Rolls- 
Royce, 1. 





ran only a short distance and 
retired with fuel supply troubles. 
The Sabra, a plastic bodied sports 
car built in Israel, retired with 
a blown head gasket after 100 
miles of competition. . 


The event started at dawn, with 
the last cars completing the run 
shortly after 2 p.m. 

The course took the cars through 
Los Angeles, Ventura, San Bernar- 
dino, Riverside and Orange coun- 
ties. 

In order to complete the course 
on time, without penalty, the en- 
trants had to maintain an average 
of 39.47 miles per hour. This meant 
driving at, or slightly below, legal 
speeds; which in California range 
up to 65 miles an hour. 

High winds buffeted the small 
cars and made it difficult to main- 
tain economical driving standards. 
In one five-mile stretch, the course 
rose from a little over sea level to 
2,666 feet. 

Four cars were late: MG Mag- 

nette, 7 seconds; Porsche, 1 min- 
ute 55 seconds; Fiat 600D, 4 min- 


Late Report... 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $10 last week to $944, 


according to Automotive News’ 


index. It had been $1,093 a year earlier, when the index included 


current models. 


Only two models avoided the downward pressures last week 
as ’54s gained $7 and ’60s bounced upward by $61. 

Losses amounted to $11 on ’57s, $15 on ’56s, $17 on ’59s, $19 on 
55s, $24 on ’58s and $65 on ’6ls. New lows were established for 


56s, "57s, 58s and ’59s. 


At a group of representative auctions last week, the sales ratio 
was 68.9 percent, compared with 66.1 percent a week earlier and 


71.3 percent a month earlier. 


Auction reports begin on Page 38. 





A in A-55, 
utes 36 seconds, ong justin 4-5 | Dealers Honor 


Average mileage of all cars en- 
tered was 40.1854 MPG. The Class 
A average was 46.8009 MPG; Class 
B, 34.7153; Class C, 31.3092; Class D, 
48.1845, and Class E, 33.9721. 


A Shot in the Arm 


MUSKEGON, Mich.—All sales, 
service and officer personnel of Sen- 
ecal Imports, Inc. (Volkswagen), 
have been vaccinated against the 
Asian flu, according to Wayne Sen- 
ecal, president. 











“HOLMES provides : 
maximum VERSATILITY 


in a HEAVY-DUTY WRECKER” 


i) HOLMES 650 MODEL 


OUTRIGGER LEGS —Heovy legs of steel box 
construction, securely attached to wrecker frame, 
strain from truck chassis to 


transfer lifting 


ground. They are quickly released and adjusted 
in a perpendicular position or extended and 
placed out from the service truck. 


oe 


20 TON CAPACITY 


WILLIAM YUEDE 


HOLMES Factory Repre- 
sentative in charge of 
Sales and Service for 
Northern Ark., Ill., East- 
ern 
Western Ky. and West- 
ern Tennessee. 


Tennessee 








la., Eastern Mo., 
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BUILT with TWO SPEEDS of OPERATION 
SLOW for HEAVY TRUCKS and BUSSES 
FAST for LIGHT CARS and TRUCKS 


One of the most important features of the HOLMES Heavy-Duty 
WRECKER is the ease with which this powerful unit can be adapted 
to every type of pick-up and recovery job. It makes little difference 
as to the size or location of the job. All HOLMES double swinging 
boom WRECKERS provide a 360° working area with smooth, effi- 
cient power for lifting or pulling, with one or both service lines. 


There are TWO HOLMES Heavy-Duty MODELS (20 or 40 ton 
capacity), with special towing equipment for FAST, SAFE handling 
of big trucks, busses, tractors, trailers, etc. HOLMES’ 46 years of 
experience in wrecker development is your guarantee of a quality 
built product, of TESTED strength and capacity for the most efficient 
handling of today’s heaviest vehicles. 


ALL HOLMES WRECKER and TOWING 
Equipment is available on EASY TERMS-—up to 
6 years to pay. Send TODAY for full details. 







Billy Hughson on 
93rd Birthday 


SAN FRANCISCO. — William L, 
(Billy) Hughson, 93, the world’s 
first--and perhaps oldest—Ford 
dealer, certainly can claim a record 
for product loyalty and may well 
set another by outliving the re- 
markably durable Model T. 

Hughson, who was honored by 
the San Francisco Motor Car Deal- 
ers Assn. with a birthday party 
at the St. Francis Yacht Club, 
opened his dealership in 1903. 

He represented the fledgling 
Ford Motor Co. in the 11 Western 
States and Hawaii and soon had 
branches of W. L. Hughson and 
Co. Motor Cars in San Diego, Los 
Angeles, Fresno, Oakland in Cali- 
fornia and in Portland, Ore., and 
Seattle, plus a dealer representative 
in Hawaii. 

He soon moved his San Fran- 
cisco operation to larger quarters 
at 11th and Market Sts. where he 
was wiped out in the 1906 earth- 
quake and fire which destroyed the 
city. 

Within months he was back in 
business at Van Ness and Bush St. 
and today has two other locations 
here. 

As population increased and the 
acceptability of the motor car 
spread, Hughson contracted his 
operations to concentrate on the 
rapidly expanding San Francisco 
area. 

Hughson, who still reports for 
work at his main office at 8:15 a.m. 
daily, retains his sense of humor. 

“I’m a Ford dealer,” he declares. 
“No Mercury, no Lincoln, nothing 
else. Just Ford cars and trucks.” 


Harriman Named 


To Sir Leonard’s 
Top Post at BMC 


BIRMINGHAM, England.—G. W. 
Harriman has been appointed 
chairman of the board and man- 
aging director of British Motor 
Corp. 

Harriman, for- 
merly deputy 
chairman and 
managing direc- 
tor, replaces Sir 
Leonard Lord, 
who had retired a 
week earlier. 

The 53-year-old 
Harriman entered 
the auto industry 
in 1923 as an ap- 
prentice at the 
Hotchkiss factory, which was later 
purchased and converted to the 
Morris engine plant. 

In 1938, he was named assistant 
works superintendent and given ad- 
ditional responsibilities in other 
Morris factories. He was named 
production superintendent of the 
Austin engine machine shops in 
1940 and in 1944 became production 
manager at the Longbridge plant. 

A year later he was promoted to 
the board as director and general 
works manager and became deputy 
chairman in 1952. When British 
Motor Corp. was formed in 1952 
with the merger of Austin and 
Nuffield, Harriman was named 
deputy managing director. In 1956 
he was appointed deputy chairman 
and managing director. 





. G. W. Harriman 


25 Years for Martinson 
TIOGA, N. D.—Elmer Martinson, 
owner of the Tioga Motor Service 
(Chevrolet) here, marked the sil- 
ver anniversary of his business. A 
son, Delford, is associated with him. 
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Once again in automotive history it’s time to 


“Look At AIL 3° 





bout thirty years ago, automotive 
history was made when a newcomer, 
Plymouth, first challenged the giants of 
the industry—with an advertisement that 
said, “‘Look at all three.” 


Today, a similar situation, but in re- 
verse, is making new history as the giants 
—Ford and Chevrolet—try to challenge 
another car. 


Today, they have each produced a new 
car trying to challenge Rambler. 


The Rambler Classic, for over six 
years, has been America’s only middle- 
size car—the only compact that has room 
for six 6-footers in full comfort. 


For over six years, Rambler has offered 
car buyers the best of both—big-car 
room and performance, with compact- 
car economy and handling ease. 


The overwhelming acceptance of this 
car by the public has resulted in such a 
phenomenal success that Rambler now 
outsells all other cars but the two giants. 


It was inevitable, of course, that these 
two giants would arrive at the Rambler 
Classic size sometime. 


That time is now. Ford has announced 
its Fairlane, Chevrolet its Chevy II. 


So now it is time for the astute car 
buyer again to “look at all three’—but 
this time, Chevrolet, Ford and Rambler. 


For 1962, Rambler offers two fine cars 
in the “‘best-of-both”’ size. 


The chart at the right compares them 
with the Ford and Chevrolet entries. 
Even a quick check shows that the Ram- 
bler Classic (or Ambassador V-8) offers 
far more advantages to the buyer than 
the other two cars. 


This, too, is inevitable. 


It costs millions and millions of dollars 
to convert production lines to building 
cars with unitized construction. Both 
these competitive cars have had to do 


that this year. Rambler did it years ago, 
so our costs have long since been written 
off—a major reason why we can add so 
many other features to our cars. 


Even more than this—we realize that, 
as an independent automobile company 
competing in a market dominated by 
giants, we must offer an obviously better 
value in both product and price to exist 
and succeed. That we are doing so is 
evidenced by our sales growth. 


We also know that our best insurance 
for success is to share our growth and 
progress with all who help produce it— 
employees, dealers and our customers. 


Sharing progress with customers is the 
real key to success. Only by adding more 
and more improvements—adding more 
and more value—and making our cars 
more usable, more comfortable, more 
trouble-free, more economical to buy 
and to operate, can we grow. 


hen you realize that we have added 

102 advancements to our 1962 
models—and lowered prices on every one 
of them—you can understand why our 
sales keep soaring. 


Many times I have predicted publicly 
that the Rambler Classic size eventually 
would be the new standard-size car in 
America—and that Ford and Chevrolet 
would lose their lead unless they pro- 
duced cars of similar size. 


Now they have done that, and you can 
look at all three: Rambler, Fairlane, and 
Chevy II. 


When you do, I believe you will find 
Rambler an obviously better value in 
product and price. 


President, American Motors Corporation 


Compare these other two 
Rambler Classic-size cars with 


RAMBLER 


World Standard of Compact Car Excellence 


RAMBLER 
Classic 6 and | CHEVY Il 


Ambassador V-8 


Standard 4-Door Sedans FAIRLANE 


Overall Length, Inches 


Overall Width, Inches 


6—3006 4—2570 6—2929 
V-8—3374]| 6—2665 | V-8—3087 


Curb Weight, Pounds, 
(with heater) 


Horsepower, Standard 
6-Cylinder 


Torque, 6-Cylinder 
(Passing Power) 


Horsepower, Standard V-8 
(Factory Installed) 


Torque, V-8 (Passing Power) 


Most Headroom, Front, Rear YES YES | NO NO | NO NO 
Inches 36.0 34.5 }35.0 33.5 


Most Leg Room, Front, Rear NO NO | NO NO 


Inches 43.6 40.3 | 43.5 38.5 


YES YES} NO NO 
58.1 58.5]55.5 55.5 


YES YES | NO NO 
Inches 59.7 60.4]59.0 59.0 


QUALITY, SAFETY AND LONG-LIFE FACTS 
YES NO NO 


Most Shoulder Room, Front, 
Rear—Inches 


Most Hip Room, Front, Rear 


Double-Safety Brake System 


Self-Adjusting Brakes 

Deep-Dip Rustproofing 

Ceramic-Armored Muffler and 
Tailpipe Guaranteed* 


All Welded Single-Unit 
Construction 


30,000-Mile Chassis 
Lubrication (or more) 


Cushioned-Acoustical Ceiling 
of Molded Fiber Glass 


*Widest Track of Any Compact 


Best Road Clearance 
Inches 


Lounge-Tilt Reclining 
Seat Offered 


2-Year Battery Guarantee* YES 


Best Turning Diameter, YES 


Feet 37.4 
(37.6 on V-8) 


*NOTE: Warranties apply to new 1962 Ramblers purchased from an authorized 
Rambler dealer. If muffler or tailpipe rusts out, collision damage excepted, either 
will be replaced free by a Rambler dealer for original buyer, with no time limit. If 
battery fails during first 2 years, or 24,000 miles, whichever occurs first, misuse, 
negligence or accident excepted, it will be replaced free by a Rambler dealer. 
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Machinists Seek to Kill 
Flat-Rate Pay Plans 


By Francis J. Gawronski 
Staff Writer 
HE International Assn, of Ma- 
chinists has launched an allout 
effort to eliminate flat-rate pay 
plans for automotive mechanics. 

The goal was set 
during the associa- 
tion’s 1961 Automo- 
tive Council confer- 
ence held recently in 
Washington, accord- 
ing to the Machinist, the union’s 
official publication, 

It was adopted as the result of 
recommendations submitted to the 
conference by a special committee 
which met to study ways and 
means of bringing more automobile 
dealership shops into the union. 

The committee, headed by Calvin 
Hassell, IAM Lodge 724, Philadel- 
phia, recommended that the union’s 
automotive lodges work to replace 


LABOR 
FRONT 





new car 
sales! 


VALVOLINE Guaranty 
NOW! 3 YEARS 
r50000 MILES! 


Offer your customers the Valvoline Guaranty—and here’s what 
you will get in return: 





VALVOLINE OIL COMPANY 


Refinery —Freedom, Pennsylvania e Home Office—Ashland, Kentucky 





the flat-rate pay plan with the 
hourly plan in effect in related 
branches of the industry. 


The committee also recommend- 
ed stronger organizing efforts in 
all fields, with particular em- 
phasis on automobile dealership 
shops. 

Some 65 delegates representing 
100,000 auto mechanicg heard the 

committee’s recommendations. The 
vote to accept them was unani- 
mous, according to the Machinist. 

The union said the conference 
was held to consider the problems 
and objectives of the automotive 
lodges. 

After considering what were 
termed “the particular problems of 
the auto mechanic,” conference 
delegates made the following rec- 
ommendations to the union’s exec- 
utive council: 

1. That all monetary items be 








negotiated locally in system-wide 
agreements. 

2. That consideration be given 
to future plans for the licensing 
or certification of auto mechanics. 

3. The special courses for auto 
mechanics be set up during the 
summer at a centrally located col- 
lege or university. 

* * * 


ON THE factory front, Stude- 
baker-Packard, last of .the 
major auto makers to negotiate 
with the United Auto Workers for 
a new contract, said that demands 
by the union, if accepted, would 
add $10 million annually to S-P’s 
labor costs. . 


The statement, issued by C. M. 
McMillan, S-P industrial rela- 
tions vice-president, was the first 
public statement since negotia- 
tions between the auto maker 
and UAW Local 5 began Oct. 1. 
The current agreement expires 
Nov. 30. 


“Despite the fact that wages and 
benefits of our hourly employes 
are in most instances the best, and 
in all instances the best in the com- 
munity, the union demands based 
on our present production rate and 
on past experience would result in 
over $10 million in added labor 





@ It will help you sell more new cars. 


@ You'll get without cost an outstanding follow-up system 
handled entirely by Valvoline. 


@ You'll get powerful sales aids that won't cost you one penny! 
@ It will help your service department profits keep pace with your 
booming new car sales. 


Get in on this profit-proved Valvoline Guaranty! For more details, 
call your Valvoline distributor, or contact Valvoline direct, today. 


Division of Ashland Oil & Refining Company 






























compasses economic issues siich ag 
increased wages, pensions insur- 
ance and related matters.” 

“One demand, which would cost 
an eStimated $5 million,” McMillan 
said, “is for added paid idle time 
out of the 480 minutes per day for 
which our employes are paid, 

“Under the current agreement, 
each Studebaker hourly employe 
now receives pay for a minimum 
of 39 minutes of the work day dur. 
ing which no work is performed” 
McMillan said. , 

* ok * 
cMILLAN said that S-P has 
advised the union “that the 
most important thing we can ac. 
complish is to provide more and 
steadier employment.” 

“There is only one way to do 
this, and that is to sell more cars 
and bring in new products and 
more government contracts,” Me- 
Millan said. 

“This means keeping costs jn 
line so that Studebaker can bring 
business to South Bend—the same 
business that many other com- 
panies and communities are com- 
peting for,” he said. “Instead of 
considering more costs, our goal 
should be to work longer and bet- 
ter at the prevailing wage rates,” 

S-P had a $10.3 million net loss 
in the first nine months this year 
but expects to make money in the 
fourth quarter. 

The auto maker would not detail 
the union’s demands. However, it 
is understood that the company 
wants to maintain its present wage 
scale. 

Among other things, the UAW 
won wage increases, short work 
week pay, higher supplemental un- 
employment benefits and pensions, 
and paid medical coverage from 
the other auto manufacturers. 

Both S-P and the union are ex- 
pected to propose changes in the 
SUB program, which is designed 
to pay workers when they are laid 
off. However, at Studebaker the 
payments have been irregular be- 
cause there hag not been enough 
money in the SUB fund. 


* * * 


taawnens on the auto scene, 
the UAW was having trouble 
at Chrysler Corp. where three local 
unions voted to reject the national 
contract agreed upon with the auto 
maker, and to reject proposed local 
plant agreements. 

There is little doubt the ma- 
jority of 88 bargaining units at 
Chrysler will approve the agree- 
ment, despite the rejections by 
Local 122 at the Twinsburg (0O.) 
stamping plant, Local 7 at the 
Chrysler assembly plant in De- 
troit, and Local 869 at the Nine 
Mile stamping plant in Detroit. 
Both stamping plants are impor- 

tant parts-making units, and a 
strike at either could cripple Chrys- 
ler production. However, there is 
no indication that the UAW inter- 
national board would sanction 4a 
strike at either plant. 

In the supplier field, Bendix Corp. 
and the UAW have reached an 
agreement on national contract is- 
sues, averting a strike by some 15, 
000. Both sides now are negotiating 
local plant contracts. 

Though Bendix settled, about 
1,100 UAW members struck Bendix- 
Westinghouse Automotive Air 
Brake Co., Elyria, O., closing down 
production at the plant. 

The company, a Bendix affiliate 
owned jointly by Bendix Corp. 
and Westinghouse Air Brake Co, 
hag been working under extension 
of the contract that expired Oct. 15. 
The walkout was over wages and 
grievances over work rules. 


Two-Time Winner— 


C. £E. Briggs, right, Chrysler-Plymouth 
general manager, receives the National 
Society of Interior Designers’ Merit Award 
for excellence of interior design for the 
1962 Plymouth from Edward F. White, 
NSID president. Less than a month ago, 
the Society of Illustrators’ Styling Award 
went to Valiant, for design of the 1962 
Valiant Signet 200. 


costs annually,” McMillan charged. 
McMillan said “a surprising fact 
is that only about $1.5 million en- 















Japan Displays 
Auto Parts in N. Y. 


NEW YORK.—Japan is showing 
complete lines of automobile parts 
and accessories, hand tools and 
measuring instruments in a neW 
drive for a larger share of the 
American industrial market. 

Eijiro Fujise, executive director 
of the Japan Trade Center, 39% 
Fifth Ave., said the exhibit dem- 
onstrated Japan’s desire to export 
heavier merchandise to the United 
States. 





Dealer Elected Mayor 


BOYERTOWN, Pa—Car! L. 
Spence, Ford dealer, has been elect- 
ed mayor of Boyertown. 
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ENGINEERING REPORT... 


A Continuing Debate: 


[ron vs. Aluminum 


By Joseph M. Callahan 


Engineering Editor 


HE argument as to whether iron 

or aluminum is best for auto 
engine blocks is far from over. 

This certainly must have been 
the conclusion of 
several hun- 
dred members of 
the Society of Au- 
tomotive Engi- 
neers who recent- 
lywitnesseda 
lively debate on 
the subject be- 
tween Harold N. 
Bogart, assistant 
director of Ford 
Motor Co.’s man- 
J, M. Callahan ufacturing en gi- 
neering and development office, and 
Dr, A. F. Bauer, general manager 
of Doehler-Jarvis. 

A couple of years ago, it was 
practically all aluminum for the 
future engine blocks. No less than 
22 alumifium blocks were under 
development by the industry’s en- 
gineers. 

Then, almost before General Mo- 
tors, Chrysler Corp. and American 
Motors brought out their new alu- 
minum power plants, a somewhat 
negative reaction set in and alu- 
minum engines appeared to be on 
their way out. 

* * * 


 poberigers car makers stopped 
their aluminum block develop- 
ment programs and a couple can- 
celled plans to introduce “silver en- 
gines” on 1962 or 1963 models. Fur- 
ther disenchantment set in when 
Buick began developing its V-6 iron 
engine, which costs about $100 less. 

This was no reflection on the 
quality or performance of the 
aluminum block; it was largely 
an admission (by the GM people, 
at least) that the light-metal 
block was too costly to produce 
for the benefits derived. 


During all these ups and downs 











A. F. Bauer H. N. Bogart 


of the aluminum block, Ford sat 
back happily, rejoicing in the fact 
that it had steadfastly stayed with 
iron engine blocks. 

* * * 


The Case for Iron 


PEAKING to the Detroit section 

of the SAE, Bogart said that 

iron was superior to aluminum for 
engines on these seven counts: 


1. Cost. 


2. Wear resistance. He suggested 
that it’s rather foolish to go to all 
the trouble of building aluminum 
blocks and then inserting cast iron 
cylinder liners, when the iron cyl- 
inder walls were originally avail- 
able in the cheaper cast iron 
blocks. 

3. Stiffness factor. He said the 
stiffer iron engine considerably 
reduces the stress and strain that 
is caused in an engine by the 
vibration and flexing. 

4. Castability. According to Bo- 
gart, an iron engine has less por- 
osity, greater freedom from slag 
and a greater ability to knit. 

5. Corrosion resistance, While ad- 
mitting that there apparently has 
been no serious problem with the 
coolants used in the current alu- 
minum blocks, he said that this is a 
“haunting problem” that is ever 
Present. 

6. Damping ability. This affects 
the fatigue strength and life of a 
block. 

7. Design flexibility. He maintain- 
ed that “reasonably major engine 
changes” are much more difficult 
With the aluminum die casting 








| process than they are with iron 


sand casting. 
od * * 


A= Bogart’s eloquent defense 
of the iron block, Bauer, known 
throughout the industry as the 
“Champion of the Silver Engine,” 
said, “I’m definitely at a disad- 
vantage here. I have to speak sec- 
ond and I can’t use such beautiful 
adjectives—I can only talk about 
facts.” 

He then proceeded to attack 
Bogart’s points, arguing that his 
objections were not valid because 
several hundred thousand alu- 
minum engines have already been 
produced and they are operating 
wich considerable success. 


Bauer said the aluminum engine 
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debut was considerably freeer of 
major problems than was the birth 
of the aluminum die-cast torque 
converter housing in 1951, but the 
torque convertor problems largely 
went unnoticed because the news- 
papers and magazines were un- 
aware of this change. The great 
majority of these housings are now 
made this way. 

Asserting that porosity was the 
most “insurmountable” problem in 
the introduction of the aluminum 
engine, he said the foundries don’t 
claim to be producing porous-free 
castings, but the porosity is such 
that it can be lived with. 

* * * 


Aluminum’s Future 


oS whose company produces 
the die-cast aluminum blocks 
used by Rambler, said that if the 
arrival of the aluminum engine 
hasn’t done anything else, it has 
certainly shaken up the iron foun- 
dries and caused them to begin 
modernizing their processes. 
However, Bogart later disputed 
this also, saying that the foun- 
dries are still sticking pretty 
much with their traditional proc- 
esses and that any breakthroughs 


will have to be made by the cap- 
tive shops, meaning the auto 
makers. 

In a jab at Bauer’s opening re- 
mark, Bogart said privately that his 
opponent apparently felt that only 
the supporters of aluminum have 
access to the “facts.” 

Discussing the long-range situa- 
tion, he asserted that the future 
success of aluminum is based on 
the assumption that certain break- 
throughs will be made, but in the 
meantime there will also be break- 
throughs in iron casting and that 
these breakthroughs will probably 
balance out. 

Among the breakthroughs needed 
for iron casting is a method of con- 
siderably hiking the productivity of 
existing foundries and a better way 





Daimler-Benz Signs 


Wankel Engine License 

STUTTGART, Germany.—NSU 
and Daimler-Benz have signed a 
license agreement on the Wankel 
engine. 

Several other firms also have 
licensing agreements for the de- 
velopment of this rotating engine. 
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of cleaning castings. “Cleaning” re- 
fers principally to the shake-out 
of the sand cores after the casting 
is made. 
+ * * 

ARLIER Bauer had said that 

the success of the aluminum en- 
gine block so far has been limited 
by the auto makers’ “direct con- 
version approach,” meaning that 
the aluminum engines are identical 
to the iron engines. except for the 
material. 


“The Rambler engine only gives 
an inkling of the weight and 
money that could be saved if it 
had been thoroughly designed for 
aluminum,” he commented. 


Asked about his opinion as to 
the future cost of aluminum, Bauer 
said that because its usage has 
grown faster in the past 15 years 
than any other metal, the price has 
naturally included the cost of new 
facilities and promotion, but that 
as time goes on aluminum’s price 
is likely to go down in relation to 
iron. 

Bauer said the current argument 
about the future of the aluminum 
engine sounds much like the argu- 
ment he had in 1930 with the late 
Henry Ford, who insisted that alu- 
minum pistons would never be ac- 
cepted. 














_ NYLON! HERE’S WHY: 


widely advertised and recognized seat belt yarn 


Sixteen of the 18 seat belt manufacturers on the 
American Seat Belt Council prefer Caprolan® 
nylon. Reason? Sales appeal! Caprolan takes color 
like no other nylon. Caprolan colors are deep-dyed 
—not just on the surface. And Caprolan seat belts 
come in the widest range of today’s most popular 
auto interior shades. In addition, seat belts made 
of lightweight Caprolan are amazingly durable, ex- 
ceptionally easy to clean, unsurpassed for driving 
comfort. Add the fact that Caprolan is the most 


caprolan 


Alofs Manufacturing Co. * American Safety Belt Co. +» Beam’s Manufacturing Co. * Ray Brown Automotive » Harry Buckles 
Co., Inc. * Buddy Seat Belt Co. > C & W Manufacturing Co. * Danville Manufacturing Co. + Davis Aircraft Products, Inc. 
General Tube Co. * The Greenfield Co; « Highland Park Products Co. * Hinson Manufacturing Co. + Irvin Air Chute Co., Inc. 
Jeffrey-Allan Industries, Inc. * Jervis Corporation + Lapstrap Safety Belt Co., Inc. * Market Forge Co. * R. J. McQuarrie 
Enterprises * Morgan’s Safety Belt Co. * Narrow Fabric Co. * Nason’s Top & Upholstery Co. « Pontonier, Inc. » Rose Manu- 
facturing Co. « Rupert Safety Belt Co. * Shore-Calnevar + Spi-Coronet Corporation + Tulareloft, Inc. * In Canada: Abecorn 
Aero Ltd. (Davis Aircraft) « Irvin Air Chute, Ltd. > J. Oberman & Sons 


and you'll see why Caprolan can help you buckle 
up more seat belt sales. The next time you order 
seat belts, make sure they’re made of Caprolan 


nylon. Caprolan nylon seat 
belts are available from the 
manufacturers listed below. 


llied 


hemical 





Fiber Marketing Dept., 261 Madison Ave., New York 16, N. Y. 





A WHOLE NEW 
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ASSEMBLY 


expenses cutting into 
both service time and 
selling profits. Boats 
arrive complete, 
ready to sell with 
simple make-ready. 





JUST 
ONE 
MFGR. 


responsible for qual- 
ity and satisfaction, 
not a dozen. Costly 
paperwork is cut 
down. So is chance of 
delay or error. 


LIKE 
SELLING 
CARS 


Good dollar volume, 
better gross profit per 
sale gives top incen- 
tive tosalesmen. Uses 
your present sales 
techniques, too. 





FULL 
30% 
DISCOUNT 


on recommended sell- 
ing price means that 
you can gross more 
than $1000 on a single 
complete Flying Scott 
package sale. 


CONCEPT IN OUTBOARDING., 


OW...1T MAKES: 


EASIER 
FINANCING 
AVAILABLE 


Major banks show] Yo 
new loan interest,|to 
recognize these Scott} tor 
packages as better} dec 
floorplan and retail/as 
financing risk. Ow: 


FIRST DELIVERIES BASED ON FRANCHISING DATES... ACT NOW! MAIL|C 








| BOAT-MOTOR-TRAILER PACKAGES BY SCOTT! 


SENSE TO SELL BOATS? 


ALL AS COMPLETE AS THE CARS YOU SELL 


THE FLYING ott 


TOP OF A FULL 1962 LINE... 


‘  * ) 17'3” fiberglass hull . . . complete with 32 built-in selling 
E. A < —_ features and 75.2 hp specially propped engine. Tilt-bed 
traileris optional. Allare factory-matched for top performance! 
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| NEW McCulloch Corp., Scott Div. 
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t,/t0 newcomers, cus- 
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SPARKED BY McCULLOCH a | LEADERSHIP THROUGH CREATIVE ENGINEERING 
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. © PO NI Le | rR CALL McCulloch Corp., Scott Div.: Minneapolis, Los Angeles, Toronto, Antwerp, Sydney. 
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else in the world. 





{ 2. Every dollar of auto excise 
and U. S. governments, app 


AUTOMOTIVE NEWS PLATFORM 


{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


gasoline and oil taxes, collected by states 


lied to building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 





Dealer Consultation Plan 
Holds Great Promise 


Sige action of Lynn A. Townsend, president of Chrysler 
Corp., in naming six dealers as consultants to the presi- 
dent is a forward-looking step. The dealers are to be taken 
into the confidence of the corporation on future planning. 


This could well give the corporation a priceless new per- 
spective. Certainly the idea has promise, but it will need 


skill in implementation. 


It is one thing to expose a group of dealers to the for- 
ward thinking of a company, another thing to obtain the 
reaction of the dealers toward that thinking. 


The big thing will be to eliminate the perils always pres- 
ent when weighing the views of a small sampling of dealers. 
In the warmth of improved factory-dealer relations, a dealer 
may easily be swayed toward politeness instead of candor. 
If he feels like a guest, he may tend to act like one. 


He may not wish to identify himself with what might 
be termed negative thinking. 


It might be well to ask the dealers to write anonymous 
reports a day or two after being exposed to plans of the 
company. Or perhaps impersonal experts in the field of 
research might interview them. 


We’re not trying to pick holes in the plan, for we think 
it has great merit. We’d just hate to see it fail through im- 


proper implementation. 


People are wonderful, but it takes skill to find the best 


in them. 


Events 


%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 


time they are used. 


Dealer Conventions 


Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. . 
Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 
Dec. 8-9— Montana Automobile Dealers 

Assn., Billings. 


1962 

Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 

Moines. 


March 25-27—Ohio Automobile Dealers 
Assn, Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30 — Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

%& May 5-8— South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, 
Myrtle Beach, S. C, 

May 6-7—South Dakota Automobile Deal- 
ers Aésn., Sioux Falls, S. D. 

May 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, III, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers’ 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

%& June 11-12— Pennsylvania Automotive 
que, Bedford Springs Hotel, Bedford, 


a. 
June 14-17—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 


Mich. 
%& Aug. 19-2I—Colorado Automobile 
Dealers Assn... Glenwood Springs, Colo. 


Auto Shows 
Nov. 19-26—Kansas City Auto Show, Kan- 
sas City, Mo. 


Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 24-Dec. 3—St. Louis Auto Show, St. 
Louis Arena, St. Louis. 


1962 

Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 

Jan. 10-14— National Capital Area, Na- 
tional Guard Armory, Washington, D. C. 

Jan. 13-21 — Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan. 20-27—Baltimore Auto Show, Balti- 
more. 7 

Jan. 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 

Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford, 

April 21-29—éth Annual! International Auto 
Show, Coliseum, New York. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 

a. 8S 


General 


Dec. 5-7— Auto Parts Exposition, 83 E. 
Main St., Patchogue, Long Island, N. Y. 

Dec. 9-11—8th Annual Auto Trim Show- 
Seep, Hotel Ambassador, Los An- 
geles. 


1962 

Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 

Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan. 25-26— National Forum on Auto- 
motive Air Conditioning, Statler Hotel, 
Dallas. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. 

Feb. 1-2—Private Truck Council of Amer- 
ica, Statler Hilton, Detroit. 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 


cago, 

March 12-16—Society of Automotive Engi- 
neers, Passenger Car and Body, Shera- 
ton-Cadillac Hotel, Detroit. 










Letterbox 





Keeping U. S. on Wheels 


Epiror’s Note: The following 
letter was sent to the United 
States attorney general by a 
Maryland dealer. 

In reference to the government’s 
indictment against four Chevrolet 
Division sales executives, California 
Chevrolet Dealer Assns., as a new- 
car franchised dealer, I should like 
to point out what I believe to be 
a few pertinent factors. 

It is my feeling that this action 
by the government not only en- 
dangers the basic stability of the 
franchised dealer, but the whole 
United States economy as well. 

It has been eloquently stated 
many times that our business is a 
unique entity, peculiar to itself. We 
are highly specialized both as to 
sales and to service. It is in the 
interests of our national welfare 
that these very specialties be pro- 
tected. 

Our sales personnel keep pound- 
ing away in good and bad times, 
and thus keep assembly lines mov- 
ing, raw materials flowing, millions 
of employes employed. Our parts 
personnel keep the vast network 
of maintenance necessity in opera- 
tion. Our service personnel literally 
mendsg the transportation that 
keeps millions of Americans on 
wheels. Without the franchise pro- 
tections, I submit transportation 
chaos would result. And of course 
later, economic disaster as well. 

I would wish to have our govern- 
mental legal wizards consider, from 
the standpoint of national welfare, 
the ultimate result if discount 
houses could have free access to 
supplies of new cars. Initially, dis- 
count houses, with little fixed in- 
vestments, would only handle the 
“hot” cars that would move with 
relative ease. However, even these 
automobiles would be treated as 
just “another can of peas on the 
shelf.” 

Discounters probably would gen- 
erate good initial volume, but can 
one imagine what would result if 


The Big Stories 


36 Years. ago—1925 
Standardization of motor trucks in the interest of economical and 
more efficient transportation was the keynote topic at a meeting of 
truck makers, parts manufacturers, truck distributors and owners of 


truck fleets in Washington. 


20 Years Ago—1941 


The offices of the National Automobile Dealers Assn. were moved 
from Detroit to Washington in order to facilitate handling dealers 
problems during an emergency, it was announced. 


10 Years Ago—1951 


Average new-car inventory at franchised dealers totalled 6.8 cars 


in November . 
Chrysler Dealer Council. 


. . Chrysler Division announced the formation of the 





"You'll get a coffee break; get back there 
and listen to that customer!" 


‘Dealers Endangered ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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another recession such as 1958 
would occur? Could they afford, or 
would they be willing to tie up 
great sums of money on automo- 
biles? 

In the meantime, what would 
happen to the accredited dealer, 
whose profits are already pinched 
to the diminishing point? Would 
he be around to take up the sales 
slack? One must have doubts. 


Consequently, we would hardly 
blame a manufacturer if he tried 
to discourage sales to this type of 
operator (and I do not state that 
manufacturers are doing this). 
Through what channels when times 
tighten would he have to sell his 
wares? Who is going to be around 
to give these cars, and indeed older 
cars the specialized service they 
demand? The answer is simple: 
The very franchised dealers who 
have been doing just this for the 
past fifty or more years. If not, 
bust!!! 

Maybe the time has come for 
the government to look a bit be- 
yond the letter of the law. Possibly 
they should not listen quite so 
sympathetically to the bleats of the 
downtrodden discounter about re- 
straint of trade. I maintain that 
the automobile dealers left today 
are for the greatest part operating 
for profit today and tomorrow, but 
based upon a foundation of sales 
success and service rendered 
throughout the years. 

They at least are not merely in 
business today for the “fast buck,” 
and the hell for tomorrow when the 
public gets wise. 

To the dealers who sell to dis- 
counters, I suggest another nail 
in their coffin. To the dealers who 
refuse (and they individually 
have every right to do so) I drink 
to their tomorrow. 

Mr. Kennedy, I submit that gov- 
ernmental control over restraint of 
trade is important, but when such 
controls and restrictions shall also 
in due course eliminate and weaken 
competition, our national welfare 
must certainly suffer. Kindly, 
therefore, reconsider this case— 
Mark Eisner Jr., President, Mark 
Motor Co. (Mercury-English Ford), 
Rockville, Md. 


* * * 


New Feature Praised 


Please accept our warmest com- 
pliments for the new feature of 
your splendid publication. We have 
reference to the breakdown of neW- 
car sales by models, which first ap- 
peared in the Oct. 16 issue. 

In these days of so many differ- 
ent models, such information is of 
tremendous importance and _ inter- 
est to those engaged in the retail 
industry.— Amos T. CrowL, man- 
ager, Northern California Motor 
Car Dealers Assn., 1244 Larkin St. 
San Francisco 9, Calif. 





@@ The four freedoms 

are, for most men, suffi- 
| cient. But the artist and 
the writer need a fifth 
| freedom if they are to 
| do great things..creat- 
__ ive freedom. They shall 
| have itin The Saturday — 
ienng Post. 99 


The Editor 
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Buick's Electrical-Training Board— 


To teach servicemen how to spot trouble quickly in a car's electrical system, Buick's 
Service Training Department has developed this eight-foot electrical-training board 
which can be shorted out conveniently so students can trace the source of any mal- 
function. The two-sided board contains a complete electrical system. 
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Lawsuits Affecting Dealers . . . 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


OMETIME ago, George W. 

Brown, New York, wrote as 
follows: I have looked over my 
book of your writings I cut out of 
AUTOMOTIVE NEWS 
and filed away, 
but I can’t find 
a suit which ex- 
plains when a 
court will award 
punitive damages 
to the buyer of 
an automobile. 
Please give me 
the law on this.” 

Recently I was 
fortunate in lo- 
cating a leading 
higher court case which deals with 
this subject of law. This higher 
court laid down this law: Punitive 
damages may be awarded when 
fraud of an automobile dealer has 
been established with legal malice, 
and legal malice arises from the 





Leo T. Parker 





intentional doing of a wrongful act 
without just cause or excuse, and 
it is not essential to show that the 
act was done wilfully, or wantonly, 
or with spite or ill will. 

For example, in Parker v. 
Green Chevrolet Co., 340 S. W. 
(2d) 435, the testimony showed 
facts, as follows: A man named 
Parker wanted to buy a Packard 
Series 400 automobile. He called 
on Green Chevrolet Co. and talk- 
ed to two men. One of them was 
a tall, slender, young salesman; 
the other was an older heavy set 
man. 

When Parker went in the office, 
he said: “I am interested in that 

Packard,” and inquired, “Is that a 
‘400’ Packard?” 

The young salesman replied, 
wes, ar,” 

Later a purchase order was sign- 
ed by Parker which described the 
automobile as a “Packard 400 Ser- 
ies, 4-door, 1953.” 

Parker sued Green Chevrolet Co. 
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Tests using radioactive tracer techniques proved it! An exclusive scientific break- 
through in the construction of new Fram ‘‘Wear-Guard”’ Oil Filters traps up to 
40% more sludge than any other filter tested. Give your customers the finest 
filtration developed by modern tech- 
nology: stock and sell famous Fram 
‘‘Wear-Guard”’ oil and air Filters. 
Fram Corporation, Providence 16, R.I. 












“WEAR-GUARD:? FILTERS 


for both actual and exemplary or 
punitive damages when he learneg 
it was actually a Packard 300, 

During the trial Parker proveg 
that the 400 series is a higher 
priced and better model than the 
300 series. The 400 has different up- 
holstery, body trim, and eqiipment 
which contribute to its higi-er price 
and generally better quality. The 
400 motor has a nine-bcearing 
crankshaft, is smoother, and runs 
better than the 300 motor, which 
has a five-bearing crankshaft. 

* * ok 
- VIEW of the above testimony 
the jury awarded Parker $235 
actual and $1,000 punitive damages, 
The higher court approved the ver. 
dict, saying: 

“It is the law that punitive 
damages may be awarded when 
fraud and deceit have been estab- 
lished in a case if legal malice 
is present. Legal malice arises 
from the intentional doing of a 
wrongful act without just cause 
or excuse, The jury found from 
adequate supporting evidence 
that defendant (Green Chevrolet 
Co.) intentionally and wrongfully 
made the false representation. 
The law implies malice from that 
act.” 

This higher court explained that 
the actual difference between the 
value of the “Packard 400 Series” 
and the “300 Series” was only $235. 
Nevertheless, Parker was awarded 
an additional $1,000 punitive dam- 


ages. 
aa ae 


Insurance Policy 


OME insurance companies take 
broad responsibility under a 
theft insurance policy, and pay the 
value of an automobile to an auto- 
mobile dealer who allowed test 
driving by a prospective purchaser 
who failed to return the car. 

On the other hand, other in- 
surance policies expressly exclude 
this broad coverage, Last month 
a higher court upheld the validity 
of such an exclusion clause. 


For illustration, in Waters Motor 
Co. v. Dealers Mutual Insurance 
Co., 107 N. W. (2d) 129, the testi- 
mony showed facts, as follows: 
Waters Motor Co. held a theft in- 
surance policy which contained a 
clause to the effect that the policy 
did not cover any loss resulting 
from embezzlement, theft, or lar- 
ceny by any person entrusted by 
Waters Motor Co. with possession 
of the automobile. 

ed * * 

i day a man named Knoffee 

said that he would purchase a 
hardtop Pontiac, but that he first 
wanted to show it to his wife. He 
further represented that it would 
not take him more than three- 
quarters of an hour to drive to 
his home, show the car to his wife, 
and return to Waters’ place of 
business for the purpose of clos- 
ing the transaction. 

In reliance upon such represen- 
tations, an official of Waters vol- 
untarily parted with the posses- 
sion but not the title to the Pon- 
tiac, for the purpose of permit- 
ting Knoffee to show the car to 
his wife. 

Knoffee did not return the car 
to Waters, which subsequently re- 
ported the car to the police as 
stolen. 

In subsequent litigation, the 
higher court held that the insur- 
ance company need not pay the 
loss to Waters, and said: 

“The exclusion clause to the 
policy is in plain and concise lan- 
guage and this court will not under 
the guise of strict construction 
against the company rewrite a pol- 
icy of insurance so as to bind the 


insurer to a risk which it was un- | 


willing to cover.” 
* * * 


Jury Awards $121,500 


In Crash of Demo 


ATLANTA.—A crash involving an 
automobile salesman has resulted 
in an award of $121,500 in DeKalb 
Superior Court after a jury trial. 

The verdict went to Thomas B. 
Bradshaw, who was injured Jan. 1, 
1958. Bradshaw had sued Victor H. 
Mullenix, Decatur, and Nalley 
Chevrolet, Inc, The suit alleged that 
Mullenix was driving a company 
demonstrator car when the crash 
occurred and that Mrs. Bradshaw 
died on Dec, 27, 1959, of injuries 
suffered in the wreck. Bradshaw 
had sought total damages of $387, 
344. 
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GM Official Predicts ... 





Parts Sales May Reach 
$7 Billion by 1970 


MINNEAPOLIS.—An increase of | said, to slightly over 11 years with 
more than a billion dollars in auto- | 104,000 miles per car driven. 


mobile replacement parts sales at 
the retail level within the next 10 
years was estimated here by Joseph 
A. Anderson, general manager of 
AC Spark Plug Division. 

Anderson said the promise of 
new and improved accessories for 
automobiles should push retail 
sales of replacement parts to ap- 
proximately $7 billion by 1970. 

He told the Northwest Automo- 
tive Wholesalers Assn, that al- 
though “we are in an era of econ- 
omy and reliability” it is evident 
that there will be a continued in- 
crease in the demand for those 
items which serve to make driving 
easier and more enjoyable. 

“This projected sales increase is 
from a figure of $586 million in 
1933, and will represent a solid in- 
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component in terms of how equal 
or greater functional value and re- 
liability might be obtained at equal 
or less cost. Proposed changes are 
evaluated as much or more on eco- 
nomic terms as they are on func- 
tional terms,” he said. 

Chances of engineering develop- 
ment and progress being impeded 
as a result of concentration on 
functional and economical items 
were discounted by Anderson. 

“Obviously, some of the most 
startling innovations ... have come 
as a result... of sound engineering 
progress being motivated primarily 
by an economic need. These eco- 
nomics will continue to provide en- 
gineering progress, greater motiva- 
tion and greater discipline,” he said. 

Anderson pointed out that “many 
times businesses dependent on the 
auto industry, which is basically re- 








“These figures emphasize the 
fact that even though cars are 
built better than ever—with more 
reliable parts and with a longer 
life—replacement parts sales have 
continued to reach new record 
highs,” Anderson said, 

During what he called the present 
“era of economy and reliability,” 
Anderson said the design objectives 
of the smaller cars “stress the im- 
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Metal Buildings 
By Parkersburg 


Give Color Choice 


PARKERSBURG, W. Va.—A line 
of small metal buildings, designed 
for quick field assembly, has been 
introduced by Parkersburg Build- 
ing Division here. 

The firm said they are especially 
adaptable for use as showrooms, 
garages, warehouses, offices and re- 
pair shops in the automotive indus- 
try. 

The self-supporting buildings 
have colored exterior panels. They 
are available in clear-span widths 
from four to 32 feet and in heights 
from seven to 14 feet, with gable 
roof systems. They can be con- 
structed to any length with the ad- 


portance of economy rather than 
change—economy not only as relat- 
ed to original cost—but also eco- 
nomical operating costs. 

“Performance now becomes im- 
portant only when it can be ob- 
tained without extra fuel usage. 
Trim items which give the impres- 
sion of luxury are used only when 
they don’t add to cost. 

“Car engineers have studied every 





crease over the $5.9 billion in retail 
sales in 1960,” Anderson said. 

He noted that replacement parts 
expenditures—not including tires— 
have increased from an average of 
$16 a car in 1933 to nearly $100. The 
average age of cars being scrapped 
in 1930 was seven years after being 
driven an average of 41,000 miles. 
Within the last few years, the aver- 
age “scrappage” age has risen, he 





Distributor Begins 
Co-Op Ad Plan for 
Renault Peugeot 


NEW YORK.—Magna, Dolphin 
and Exeter Motors, Renault-Peu- 
geot distributors, have announced a 
Distributor-Dealer Cooperative Ad- 
yertising Program. The program, 
which began Nov. 1, is on a 50-50 
cooperative basis, with the distribu- 
tor’s contribution not to exceed $25 
per car. 

The contribution by the distribu- 
tor is made on automobiles pur- 
chased during a calendar month 
for advertising during that same 
calendar month. 

For instance, if a dealer pur- 
chases 10 cars during November, 
the distributor will contribute up to 
$250 for the dealer’s November ad- 
vertising. 

However, if the dealer places only 
$200 worth of advertising during 
the month, the distributor will pay 
only half of this sum. Conversely, 
if a dealer places $1,000 worth of 
advertising during the month, the 
distributor still pays only $250. 

The advertising or sales promo- 
tions are, of course, restricted to 
Renault and Peugeot and do not 
include advertising which mentions 
other makes. The program does not 
permit pro-rating any bills to cover 
the Renault and/or Peugeot portion 
of any advertising. 


eee 


HUNDREDS 


Chevrolet Enters 


Daytona Events 


DAYTONA BEACH, Fla.—With 
the biggest single entry to date, 
Chevrolet has nominated 15 cars to 
compete in the Pure Oi] Co.’s per- 
formance tests on the Daytona 
Speedway Jan, 15-21. <C 

Chevrolet’s entry fee check was Sa 
sent to NASCAR headquarters here 
by P. G. Prior, of Chevrolet’s econ- 
omy, safety and performance de- 
partment. All entries are signed by 
V. W. Piggins as owner of the cars. 
As entrants Jim Rathmann’s name 
is on nine entries and Dick Doane’s 
name is on three. 

The Chevrolet entry follows re- 
ceipt of 12 entries by Pontiac and 
six by American Motors, and covers 
five of the six performance classes. 

Economy tests will be held Jan. 
15-17; traffic passing tests, Jan. 18- 
19, and stop-and-go tests Jan. 20-21. 


VOLTS 





Craig’s Adds Olds 


OKLAHOMA CITY. — Craig’s 
Chevroiet, Inc., 610 S. Broadway in 
Suburban Edmond, has added an 
Oldsmobile franchise. Craig Ayers 
ls the dealer. 
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BAT-O-METER 





sponsible for one of every seven 
jobs in the country today, are some- 
what prone to view with concern 
and suspicion the activities of the 
industry. 

“If this concern were directed to 
how they could better serve the 
auto industry and also the motor- 
ing public,” Anderson stated, “the 
future of these businesses would be 
even more fully assured.” 





dition of 16-inch wall-panel incre- 
ments. 

The interlocking wall panels are 
manufactured of 18, 20 or 22-gauge 
galvanized steel. The buildings are 
completely prefabricated and have 
all-bolted construction, making 
them portable. 

Standard colors are blue, white, 
tan and green. 


Fingertip Selection— 


Eaton Mfg. Co.'s new three-speed tan- 
dem axle features fingertip selection of 
gears. The switch lever controls the low, 
intermediate and high range in each 
speed of the five-speed transmission which 
is used with the three-speed axle. 
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for Dypondaidity. 


THE SUN F.Z. TACHOMETER 


Whether on rugged winding mountain grades or sleek 
international speedways, the Sun FZ Tachometer de- 
livers a steady, precise reading that lets you drive with 
confidence. One piece construction, Zener circuity and 
99% accuracy, plus Sun's famous “BUILT IN QUALITY” 
combine to give the FZ Tachometer unmatched de- 
pendability under all driving conditions. For Trucks, 
Passenger, Sports and Racing Cars, Tractors, Busses 
and Marine inboard engines, Sun FZ Tachs are Tops 
for Dependability. 


THE SUN VAC-O-METER 


The Sun VAC-O-METER lets you drive with an eye on 
economy. When you keep the pointer in the Green 
economy band, you cruise at gas saving speeds, and 
you reduce engine and tire wear. The VAC-O-METER 
Py also lets you keep an eye on your engine condition— 
steady gage-readings at idle speed indicate a satis- 
factory running condition—erratic pointer action indi- 
cates the need for engine adjustment. Install a Sun 
quality VAC-O-METER and enjoy new driving economy. 


ft Protcioow 
THE SUN BAT-O-METER 


Electrical ignition failures are costly, inconvenient and 
avoidable. The Sun BAT-O-METER shows you the applied 
voltage of your electrical system, actually indicates the 
electrical condition throughout the entire starting through 
charging cycle. Any ignition failure is quickly and posi- 
tively indicated on the BAT-O-METER. You catch failures 
before they become serious breakdowns, saving time 
and money. For complete protection and top economy, 
do as thousands of wise drivers have done—install ¢ 
Sun top quality BAT-O-METER. 





For unmatched dependability ...economy...and protection...use the 
best—Install famous SUN quality instruments and Know What's Happening. 


See your nearest distributor or write... 


VG ELECTRIC CORPORATION 


TACHOMETER DIVISION 
CHICAGO 31, ILLINOIS, US A 


HARLEM ANDO AVONDALE + 








American Motors abandons 





antifreeze in favor of 
DOWGARD F'ULL-FILL Coolant 


in its 1962 models! 


DETROIT—Rambler has adopted a new principle in factory-installed engine 
protection with the use of DOWGARD® FULL-FILL’ Coolant in its 62 line instead 


of regular antifreeze. 


DOWGARD Engine Coolant is a totally new concept. It stops the formation 
of rust and corrosion in the cooling system. N othing’s added te DOWGARD, 
no water, no worries. Two full years of carefree driving with better per- 
formance, longer engine life and less gasoline expense. 


Only DOWGARD does so much! 


DOWGARD etre Dow cnemicat COMPANY <> 


YEAR ‘ROUND 
COOLING SYSTEM 
FLUID 





PROFIT BY SELLING DOWGARD NOW! SEE YOUR JOBBER SALESMAN! 
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Imports and Service 


7 recent survey that the Na- 
tional Automobile Dealers Assn. 
took of owners of three-to-five- 
year-old imported cars should be of 
more than passing interest to every 
franchised automobile and truck 
dealer in this country, especially 
the answers from the owners as to 
why they traded for new cars. 
Fifty-four percent still own their 
original car. 

All through this survey, the serv- 
ice treatment they had been get- 
ting from their dealers ranked 
high in all answers given. 

Especially illuminating were the 
answers to the questions pertaining 
strictly to service. Asked about the 
amount of repairs required, 60 per- 
cent said little repair work was 
needed, 30 percent said they had 


experienced a moderate amount of | | 


repair expense and the balance 
thought that the repairs to the car 
they originally owned were too ex- 
pensive. 

Asked about the quality of the 
repair work 70 percent of the 
owners said the quality was good, 
21 percent said it was fair and 
the balance or 9 percent said it 
Was poor. 

The third and fourth reasons for 
trading also hit hard at the service 
the owner had been getting. Next 
to the universal desire to own new 

(Continued on Page 20, Col. 4) 

















dealer is unable to satisfy. 

“To tell the owner,” commented 
a factory service manager, “mere- 
ly that he must accept the deal- 
er’s decision would really do very 
little toward taking care of his 
real needs or of promoting better 
relationships.” 


Ford Division’s new Registered 
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Filling a Parts Order— 

Martin Wescott, right, driver-salesman on the mobile parts unit of O'Neill Ford, 
Inc., Greenvale, N. Y., fills an order for Bill Noble, service-station operator in Williston 
Park, N. Y. See story, Page 21. 


UTO and truck manufacturers 
are developing programs de- 
signed to focus maximum attention 
on the franchised dealer as the so- 
lution for owner service complaints. 
But, an Automotive News indus- 
try survey found, the factories are 
not neglecting the mediation or ar- 
bitration role in cases which the 








Programs Focus Attention on Dealer .. . 


Factories Eye the Service Gripes 


Owners Plan completes the Big 
Three programming of dealer serv- 
ice promotions to vehicle users. 
Chrysler has developed a Certified 
Car Care Plan and General Motors 
is continuing to promote Guardian 
Maintenance. 
ok * EA 

E J. KRAUSE, Buick general 

*® service manager, said the divi- 
sion always has tried to convey the 
impression to the owner that the 
dealer makes any decisions con- 
cerning adjustments and related 
matters. 

“Even in cases where our field 
personnel have been called in for 
assistance, we still try to effect 
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an understanding that the deci- 

sion was reached by the dealer,” 
he added. 

“We believe that in doing so, we 
discourage direct contact by own- 
ers with our zone offices and fac- 
tory.” 

Cadillac has a similar policy, ac- 
cording to R. M. Phillips, general 
service manager. 

“While Cadillac provides the 
dealers with all of the counseling 
and technical assistance they may 
need, we do require that they take 
the initiative in settling any mis- 
understanding with a customer,” he 
said. 

“In those rare instances where a 
personality conflict requires us to 
deviate from the normal] procedure, 
a Cadillac representative, accom- 
panied by a dealer representative, 
will contact the customer in order 
to regain his good will.” 

* * * 


HE division’s owner-reiation sec- |” 


tion, he continued, tries when- 
ever practical to act as an inter- 
mediary by directing the customer 
back to the dealership. 

G. S. Rittenger, executive as- 
sistant to the Oldsmobile gen- 
eral service manager, said “all 
owner comments of dissatisfac- 
tion are referred to the selling 
and/or servicing dealer for han- 
dling. 

“Our field representatives offer 
assistance to the dealer only when 
he is unable to satisfy these own- 
ers,” he added. “Our new-car war- 
ranty is directed in this same man- 

In connection with owner-rela- 
tions activities, General Motors 
cited two brochures which are sent 
to each dealer under a cover letter 





How Dealer Built Up Operation with Service 


By William Carroll 
West Coast Editor 

NGLEWOOD, CALIF. — “In my 
opinion, the person who is happy 
with your service will buy a new 
car from you, if it’s humanly pos- 
sible, even to paying a little more 
for it,” says Chrysler-Plymouth 

Dealer Ray Vane. 

“But you can’t sell anything to an 
unhappy customer. lt’s service sat- 
isfaction that controls repeat busi- 
ness.” 

Proof of Vane’s pudding lies in 
his statement, Operating profits, 
during the first nine months of each 
year, have been: 


MBI Oo Y os csasietasseciteh $26,000 profit 
MR oes 2) sis ccesinay senor’ 1,568 profit 
BI cu oes sivsssdons Caveere’ 2,900 loss 
SS isin cdecstarsoisnsonans 30,000 profit 
BE Ss ca. \vcrsdcaashescrecate 50,000 profit 
As the figures indicate, Vane’s 


revised approach to service did not 
begin until 1960. As he puts it, “I 
realized that no one Man can run 





anything as complex as an automo- 
bile dealership by himself. 
* * * 

“DUT he is best off with the least 

number of nonproductive man- 
agement people. As far as I’m con- 
cerned, management people should 
be working stiffs. 

“Profit sharing seemed to be the 
answer, so after a lot of considera- 
tion, and help from Sam Hamilton 
(a Chrysler management special- 
ist), I installed it for service and 
sales management.” 

At the present time mechanics, 
who work on commission, are not 
under the profit-sharing plan; 


nor are porters and clerks. Sales 
Personnel are on salary, plus a 
share of the profit of the entire 
dealership, 

“The advantage of profit sharing 
to management,” says Vane,” is 
that every employe considers the 
ultimate importance of each sale 
and repair order. My salesmen are 
dealers, in that they can do every- 
thing I can do, and make a profit 
doing it. 

“One thing sure, it sometimes 
takes the boss a long time to find 
a drone in the crowd, but when 
everyone is looking at the profit 
picture, a drone doesn’t last very 
long.” 

oe Ce «@ 


Plan Comes First 
CCORDING to Vane, dealers at- 
tempting to create a profit- 
sharing plan to fit their personnel 
are doomed to failure. Vane says, 





Hedges Offers Classes 


On Autos for Women 


INDIANAPOLIS, — Six classes 
on the automobile, what makes it 
tick and how to operate it safely 
are being offered for women at 
Hedges Pontiac here. 

Alemite Division of Stewart- 
Warner Corp. is cooperating with 
the dealership on the classes. In- 
structors are Leo Wieczorek, 
Hedges service manager; Ned 
Blood, an Alemite representative, 
and Sgt. Elmer Paul of the In- 
diana State Police. 








“You must develop the plan and 
then fit people to it.” 

He points out the establishment 
of a bonus of 25 percent of operat- 
ing profit for distribution to man- 
agement and supervision. The 
breakdown among job classifica- 
tions was influenced by the cost of 
competition for talent, and degree 
to which the job influenced overall 
profit of the dealership. 

Examples cited include giving 
the new and used car managers a 
larger cut of the bonus, as com- 
pared to an assistant service man- 
ager, parts manager or office 
manager. 

Six months after establishment of 
the profit-sharing plan for the serv- 
ice department, and sales manage- 
ment staff, it was extended to cover 
the entire car sales staff. The bonus 
percentage was then raised from 
25 to 35 percent of operating profit. 

* * cd 

‘POUCH this may appear to 

verge on the philanthropic, Vane 
says, “dealership profits in the 1961 
fiscal year, which ended Sept. 30, 
will be higher than 1960, even 
though this year was a poorer one 
economically.” 

Inspection of a composite of the 
operating results of other Chrysler- 
Plymouth dealers in the Los Ange- 
les region disclosed much of the 
value of Vane’s operation and at- 
tention to service. 

Compared with the composite, 
Vane shows: 17 percent less gross 
profit per new Plymouth, 8 per- 
cent more gross profit per new 
Valiant, 5 percent less gross prof- 


it per new Chrysler and 4 percent 
less gross profit per new Imperial. 

When dollar amounts were total- 
led, Vane’s operation shows 3 per- 
cent less gross profit per new unit 
retailed than other dealers of the 
region. 

* * * 


Gross Is Lower 


ON USED vehicles, his gross prof- 
it per new ynit retailed is 3 
percent above the regional average. 
His finance and insurance income 
is 8 percent below the region, but 
his cost of sales (vehicle selling 
expense) is also below (5 percent). 

Establishment of the dollar 
breakeven amount, per new unit 
retailed, shows Vane’s operation has 
overhead expenses 26 percent high- 
er than the average of all regional 
dealers. But his service and parts 
gross profit is 2% times better (250 
percent) than the average. 

As a result, his overhead is more 
than covered by parts and service 
gross profit. 

Hypothetical figures, accurate 
on a percentage basis, would have 
the average Chrysler-Plymouth 
dealer eating $230 of unabsorbed 
overhead per new unit retailed, 
while Vane is happily able to 
show $75 of gross profit (PNUR) 
resulting from an absorption fac- 
tor of 112 percent for the first 
nine months of 1961. 

As a result, though Vane’s own- 

(Continued on Page 21, Col, 1) 


Service New Products 


Page 46 












from each vehicle division’s gen- 
eral sales manager. 

One, containing an opening mes- 
sage from James M. Roche, GM 
distribution vice-president, advises 
the retailer to “look at your dealer- 
ship from the customer’s point of 
view.” 

Dealers are given tips on cus- 

(Continued on Page 22, Col, 1) 
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Wagon Train— 


Howard Miller, service training co- 
ordinator, and Russ Carmel, service train- 
ing specialist of Chrysler Corp.'s Atlanta 
Training Center, exhibit the training ma- 
terials carried in station wagon used in 
corporation's new mobile service training 
program. Most training material is carried 
in box shown in the wagon. 


Chrysler Offers 
Mobile Training 


Course on ’62s Travels 
To Distant Dealerships 


es. CORP. is launching a 
new mobile service training 
program designed for service tech- 
nicians of authorized dealerships in 
areas remote 
from training 
centers, it is an- 
nounced by P. B. 
Hopkins, director 
of service de- 
velopment and 
training. 

The new pro- 
gram provides 
training coverage 
of all latest serv- 

= ice _ procedures 
P. B. Hopkins and _ diagnostic 
techniques developed for the cor- 
poration’s ’62 cars. The courses, of 
one to two weeks duration, will be 
conducted by service training spe- 
cialists from the five Chrysler Corp. 
sales and service training centers, 
located in Center Line, Mich; 
Skokie, Ill.; Atlanta; Rye, N. Y, 
and Anaheim, Calif. 

Dealers desiring to participate 
in the mobile service training 
program place their requests 
through the 36 regional offices 
of the corporation’s automotive 
divisions, When notified of dealer 
requests, service training coordi- 
nators at the training centers ar- 
range schedules and assign mo- 
bile units to the areas to hold 
the training sessions. 

A mobile unit comprises a late- 
model station wagon equipped with 
all necessary training aids, manned 
by a service training specialist from 
the training center. The training 
aids include chalkboards, charts 
and stands, components to be cov- 
ered in the sessions, special service 
tools, testing equipment, shop coats, 
(Continued on Page 23, Col. 3) 








WHO NEEDS LIMITED SLIP DIFFERENTIAL ?... 


RURAL lees Ss 
MAIL CARRIE Sy \ 


DOCTOR 


Pi everybody’s a prospect for limited slip differential—everybody, that is, who can’t afford to get stuck. And once 
your prospects see it perform, it’s easy to sell limited slip differential—the ‘‘magic’’ mechanism which moves a car out of 
mud, sand, snow or ice as long as one rear wheel has traction. ...So, be sure your 1962 demonstrators are factory-equipped 
with limited slip differential—then sell it! 


ce DANA . 
<_DANA 
<< CORPORATION ¢ TOLEDO 1, OHIO 
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Hide-Away Shelf 


A sturdy, waist-high resting place 
for boxes while parts are being 
removed or replaced. Shelf swings 
on 2 pivoted channel arms, and 
swings snugly into bin after use. 
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cars and the need for larger cars 


percent of those that traded said 
their cars had reached the point 
where they needed too many re- 
pairs and 18 percent said that re- 
pairs were too hard to get. Only 
one ‘percent said they traded be- 
cause their cars were worn out. 

Of those that traded their or- 
iginal cars for a different make, 38 
percent said they wanted new cars, 

26 percent said they needed a larg- 
er car, 19 percent said their origi- 
nal cars needed too many repairs 
and 8 percent said repairs were too 
hard to get. 

Among those who traded their 
imports for domestic compacts the 
second largest group (30 percent) 
said they traded because repairs 
were too difficult to get and 26 per- 
cent said their old cars needed too 
many repairs. 

Here again is indication that 
good service plays an important 
role in both the reasons why 
many people buy the cars they do 
and the satisfaction they get out 
of the cars after purchase. 

The Poll also tends to point up 
that more and more people want 
to get service on their cars as con- 
veniently as possible and when they 
want it. 

The Volkswagen people claim 





























than the imports they bought, 20 














started this ambitious program that 
involved turning many dealerg 
thinking around and Providing g 
better atmosphere for them to op- 
erate in. 

But before Staley could get hig 
program off the ground he had 
to have the wholehearted sup- 
port of his boss, then this same 
Ed Cole. Both Staley and Cole 
knew that to do the job it would 
take more than just pamphlets 
and instructions to the field force, 
They knew it was going to take 
additional manpower and man- 
power in this industry means 
money—big money. 

Cole got Staley the money he 
needed and with that Chevrolet has 
increased its manpower in the field 
to do the job and do the job thor- 
oughly and properly. 

As we write, every regional and 
zone service manager in the entire 
Chevrolet field force is back in De- 
troit for its second two-week in- 
tensive training on business man- 
agement and allied subjects. Prac- 
tically no “nuts and bolts” informa- 
tion is mentioned in these sessions, 
which are aimed at grounding every 
man who calls on Chevrolet dealers 
in the importance of better owner 
relations. 

Of course Chevrolet is not en- 
tirely alone in its endeavor to aid 
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Dealer’s Unit Covers Trading Area... 


Mobile Parts Unit 
Grosses $100 a Day 


By Ben L. Davis 
Staff Correspondent 


GREENVALE, N. Y.—A mobile 
parts department, started by O’Neill 
Ford, Inc., to meet growing com- 
petition from jobbers, brings in an 
average gross of $100 daily from 
service stations, garages and body 
shops in the area, according to 
Frank Bedner, O’Neill parts man- 
ager. 

The “peddling” operation began 
formally last January when a ’54 
Ford station wagon loaded with 
parts launched daily trips into 
the dealership’s trading area, The 
wagon was replaced by an Econo- 
line van when it was found to be 
too small for the cargo. 

With salesman Martin Wescott at 
the wheel, the truck operates on a 
five-day week in Northern Nassau 
County. There is no fixed schedule, 





California Dealer 
Boosts Profits 
With Service 


(Continued from Page 18) 


er’s salary and “other deduction” 
percentages are higher than the 
regional average, his dollar break- 
even amount is 42 percent less than 
the regional average and net earn- 
ings over three times those of the 
average dealer in the Los Angeles 
Region. 

























* * * 


gemma! enough for Vane to say, 
“One hundred percent service 
absorption is a mighty handy thing 
to have around the dealership. 
When car sales are not healthy, it 
may mean the difference between 
survival and bankruptcy. When car 
sales are good, it means added 
profits. 

“Besides, repair work goes on 
like death and taxes. They counter- 
act one another. When we've a hot 
new car, there’s a buying rush and 
repairs fall off. When car sales lag, 
repair picks up. They balance each 
other to maintain a good overall 
business. 

“The amazing thing is,” claims 
Vane, “if you’ll give good service, 
people will drive for a long dis- 
tance and pay cash to do business 
with you.” 

Credit is considered a luxury by 
Vane. He points out that credit 
cards take from 3 to 7 percent of 
the billing. With most dealers only, 
making an operating profit of 10 
percent on gross sales, he feels it’s 
not worth while to kick 7 percent 
cut the door in order to provide 
easy credit. 

* * ok 


Some Lose Money 


H® ALSO believes that many 

dealers make their owners hap- 
py, but lose money doing so, Sev- 
eral years ago, he found his shop 
was taking customer’s cars out 
for a wash. Vane’s shop was charg- 
ing $1 for the wash. The wash rack 
charged Vane $1.50, in addition to 
which the service tied up a Vane 
porter for 15 minutes, Needless to 
Say, his customers now arrange 
their own car washes. 


When he found it cost $5,000 a 
year to maintain a motorcycle pick- 
up and delivery service, and fig- 
ured it would take $50,000 in gross 
business to break even on the serv- 
ice, Vane sold the motorcycle, 

As Vane puts it, “When I start- 
ed in this business (in 1932) I 
soon found the men who sailed 
through tough times were those 
who had a genuine service busi- 
ness. If we all build public confi- 
dence and respect, itll help us 
all out of the woods. 

“We'll make some money and be 
able to hold our heads in pride. It’s 
not too tough to give people what 
they need: Quality of repair and 
quality of new-car service. Give 
both, and you get a good reputation. 


Fail on one and you're dead. 
“After all, people come in to get 
their cars fixed, not to get green 


Stamps. It’s not a sound thing to 
run a razzle-dazzle operation.” 


Bedner said, although each prospect 
usually is visited once a week. 

The truck’s cargo includes parts 
for Ford and other makes, and the 
“most encouraging stops are at 
service stations,” according to Bed- 
ner. 

These are the parts regularly car- 
ried by the van: Ignition points, 
condensers, rotors, distributor caps, 
ignition coils, oil filters, 14 and 15- 
inch tubes, lamp bulbs, sealed- 





Photo on Page 18 





beams, signal flashers, heater hose, 
fender mirrors and stands and au- 
tomotive chemicals. 

Transactions are written up in 
triplicate, with one being used for 
inventory control. At the end of the 
day, the truck is reloaded, replacing 
items sold that day. Enough room 
is left to permit delivery of orders 





You’ll hear your cash register ring more 
often than ever in response to the big 
Quaker State national advertising 
campaign featuring the ‘“‘engine life 


preserver’’ theme. There’s mighty good 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 





phoned in late the same day or 
just before the truck leaves the 
next morning. 

As a result of the peddling, Bed- 
ner said, there’s been an increase in 
counter activity. 

“Repeats and new faces seem 
to appear more often. Judging 
from past experience and the re- 
cent pickup in business, the trav- 
elling-parts program may be ex- 
panded.” 

Typical of the acceptance by the 
wholesale trade of the “roving 
parts,” Bedner continued, was a call 
for a carburetor. He said it was 
followed by the query: “Does Marty 
carry spark plugs? Good, we'll buy 
these off the truck.” 

O’Neill encourages customers to 
call immediately for parts and rea- 
sonable delivery is assured by two 
other vehicles. The Econoline van 
pitches in along its general route. 

The upturn in wholesale trade is 
not an accident, Bedner said. Inde- 
pendent repair shops — the bread 
and butter for most dealers’ parts— 
receive answers to their servicing 
questions, and the latest informa- 
tion from technical service bulletins 
often is given. 

Bedner answers many questions 
about Ford, or may pass the quer- 
ies along to Larry Israel, service 
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One man was needed to supply 
the power needed to operate this 
European automobile in 1459. 
Walking to one side of the ve- 
hicle, he turned the cogwheel 
with a long crank, 





manager, or Eddie Albertson, shop 
foreman. 

Effectiveness of the dealer-to- 
trade cooperation was shown by 
addition of 10 new accounts re- 
cently, Bedner said. An improve- 
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ment of about 10 percent over last 
year is foreseen. 

Stock on hand when John V. 
O’Neill, president, took charge of 
the franchise in 1955 was worth 
about $20,000, and at present it is 
three times greater, Bedner said. 

Average turnover is seven times 
a year, with body parts accounting 
for 30 percent. Bedner said the 
monthly gross is about $27,000, of 
which $19,000 is from wholesale 
business. A breakdown of counter 
sales reveals 60 percent from whole- 
sale trade, 35 percent from the 
O’Neill shop, and 5 percent from re- 
tail business. 

A strong believer in advertising, 
Bedner said he issues printed 
mailing specials monthly, pre- 
paring the copy himself. Healthi- 
est recent return from these mail- 
ings involved the June special on 
generator regulators, he added, 
Fifty were sold instead of the 
four or five that would move in 
the same period without advertis- 
ing, he said. 

Charges for parts are acceptable 
only from those accounts carried 
successfully in the past, Bedner 
said. New requests for credit are 
forwarded to “Neal” Cryan, the 
firm’s credit manager. By so doing, 
the parts and service managers are 
“taken off the hook,” Bedner said. 


profit in this music! Ask your wholesale 
distributor for latest information about 
Quaker State motor oils and lubricants 
—and the program that will create 


greater sales and profit for you! 
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Makers Feel It’s Dealer’s Job, But They Play Big Role, Too... 


Settling Customer’s Complaints 


(Continued from Page 18) 


tomer reception, the value of guar- 
anteed work, importance of team- 
work among employes, with em- 
phasis on fair prices and quality 
work. 

* * * 

HE other brochure contains ex- 

cerpts from letters written by 

owners in praise of a particular 
dealer’s service. Roche said “these 
dealer accomplishments effectively 
present a true concept of good 
owner relations. 

Under the American Motors 
policy, said C. M. Tillinghast, Au- 
tomotive Division general service 
manager, it is the dealer’s respon- 
sibility to satisfy the owner 
“since, after all, he is the dealer’s 
customer.” 

“Nevertheless,” he continued, “we 
register all of our owner complaints 
with the zone involved, and it is up 
to them to follow the dealer and 
work with him until the complaint 
is finalized. 

“Many dealers handle and satis- 
factorily close owner complaints as 
soon as they learn of them. Un- 
fortunately, many do not and this 
entails a lot of time and effort on 
the part of our field organization 
to personally contact owners and 
finalize the complaint.” 

Tillinghast added that “we defend 
our product, and where a dealer 
does not or will not adequately 
service a customer, we try to get 
the customer into another dealer- 
ship where this can be done.” 

* * * 
OY B. BENDER, Parts and 
Service Division general man- 




































Farm Equipment 


Aids White Report 


CLEVELAND.—Increases in 
sales and net earnings of White 
Motor Co. for the first nine months 
of 1961, compared to the same pe- 
riod in 1960, were reported by R. F. 
Black, chairman and J. N. Bauman, 
president. 

They said the current backlog 
of orders in the truck divisions has 
more than doubled since the begin- 
ning of the year and a major effort 
in the fourth quarter will be to 
convert this order backlog into de- 
liveries and sales. Substantial re- 
ductions in sales and net earnings 
of the truck divisions for the first 
nine months, according to Black 
and Bauman, were more than off- 
set by the sales and income of the 
farm equipment business. 

Net sales for the first nine 
months of 1961, including the oper- 
ations of the farm equipment busi- 
ness acquired Oct. 31, 1960, were 
$251,187,162 or approximately 13 
percent greater than the $221,850,- 
093 recorded for the same period 
in 1960. Net income for the nine 
month period in 1961 was $6,579,- 
250, compared with $6,445,975. 


60-Page Tuneup Handbook 


Offered by Sun Electric 


CHICAGO.—Sun Electric Corp. 
has announced a “Tuneup Hand- 
book,” 60 pages of facts, figures and 
illustrations designed to guide the 
reader through all engine tuneup 
operations using modern testing 
equipment. 

The handbook offers step-by-step 
procedures of all engine and elec- 
trical tuneup tests, the firm said, 
and is available to the automotive 
service industry, including auto 
mechanics, tuneup specialists, serv- 
ice writers, managers and automo- 
tive trade school instructors. 
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ager, said it is Studebaker-Pack- 
ard’s practice to accept the dealer’s 
judgment on decisions which he 
has made within the warranty. 
“Strictly speaking,” he contin- 
ued, “we warrant the vehicle to 
the dealer and he, in turn, war- 
rants it to the owner. The dealer 
has an entirely separate agree- 
ment with the factory which 
spells out how dealer-factory 
questions will be handled. 
“Ideally, therefore, it could be 
said that transactions involving re- 
course under warranty at the retail 
level should be handled entirely be- 
tween the dealer and his customer.” 
But Bender said he didn’t think 
it is practical to expect that the 
factory “can or would want to re- 
main entirely aloof from these cus- 
tomer-dealer situations.” He added: 
“Any product problem not fully 
resolved at the dealer level creates 
strong pressure for some sort of 
factory intervention. The customer 
has a very understandable tendency 
to look beyond the dealer in these 


cases. 


“To tell him merely that he must 















accept the dealer’s decision would 
really do very little toward taking 
care of his real needs or of pro- 
moting better relationships.” 

ak ok * 


SPOKESMAN for one truck 
manufacturer said its customer 
complaints are settled, if possible, 
at the branch or dealer level. 
“The only time the factory en... 
ters into the picture is when the 
complaint is serious enough to 
merit the attention of the engi- 
neering department for structural 
weakness or defects.” 

GMC Truck & Coach Division 
said customer-relations programs 
in which it is engaged all are aimed 
“at better preparing the dealer to 
conclude all business matters with 
his customers without the need to 
bring factory personnel into the 
picture.” 

W. W. Edwards, truck service 
manager, said “the intent is to get 
results quickly.” He continued: 

“Because of the nature of our 
distribution system through deal- 





20, 1961 


ers, it has been, and still is, of great 
importance to emphasize the need 
for the dealer to handle direct with 
the customer a high percentage of 
the problems which arise.” 
* * * 

OWEVER, he said the division 

had noticed a trend in the last 
18 months which indicates custom- 
ers are more prone than ever to 
write or call directly to the factory 
when they are dissatisfied with the 
product or dealer service. 

“This has caused us some con- 
cern,” Edwards continued. “We 
have felt that this trend is in 
some degree a result of better 
communications and publications 
which make it easy for customers 
to find out the names and posi- 
tions of factory personnel and 
call them direct.” 

L. K. Faust, truck service man- 
ager, said International Harvester 
feels “that the best way to satisfy 
any deficiences which might arise 
in any of our trucks is to have the 
customer take his truck to the local 
dealer, branch or store so that they 
can get into the specific problem. 

“Because of our many district 
and branch locations, a dealer re- 
quiring technical advice on an un- 
usual problem can obtain assistance 
from our field service personnel,” 
Faust said. 








Burroughs Offe rs. 
New Machine Line 


DETROIT.—Burroughs Corp. has 
announced a new line of nimeric 
accounting machines for genera] 
business and financial applications 


which the company has served for 


more than a decade with its basic 
Sensimatic series. 
Restyling and price adjustments 


highlight introduction of machines 
in a new F6000 series, according to 
R. O. Baily, marketing assistant 
vice-president. The new series re- 
places some 15 Sensimatic models 
which carried numeric designations 
F100 through F700 inclusive. 
Prices have been reduced ag 
much as 10 percent on deluxe mod- 
els in the new series, Baily said. 
Top price for F6000 deluxe ma- 
chines is $6,740, compared with a 
$6,985 maximum in the former 
Sensimatic line. Basic models in 
the new series are priced from 
$2,580. Some standard models in the 
F6000 series reflect price increases 
averaging about 5 percent. 


Rambler Deal Opens 
UPPER DARBY, Pa. — Garrett 
Rambler has been opened at 610 
Garrett Rd. here. 

























































If you've ever had a yen for a new camera, fishing gear, 
golfing equipment or any of the exciting prizes you see 
here—then AC's Parade of Prizes is for you. You can get 
any of these famous-brand gifts and many more (over 
600) with the AC Parade of Prizes prize points that come 
with AC’s AFM-94 Air Filter Merchandising Packages. 
AFM-94 includes 340 valuable prize points (enough for 


Take your pick of over 600 Top-Brand 








many of the wonderful gifts), big Parade of Prizes Cata- 
log, Contest Chart (to stimulate employee sales effort), 
Brochure of traffic-builder giveaways and two popular 
AC A-86-C Air Filter elements. You get all of this for only 
$5.78, the recommended dealer price of the elements 
alone, with a qualifying order for 12 AC Air Filters of 
your choice. All of the other items in AC's AFM-94 


ic 
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At VW Reconditioning Clinic— 


C. E. Young, president, Armcor Chemical Corp., Ridgewood, N. J., demonstrates a 
new engine reconditioning fluid to Charles Stonebrook, center, Midwestern VW Corp., 
Columbus, O., and Warren Saver, left, Capitol Car Distributors, Ltd., Bladensburg, Md. 
This session was part of a five-day automobile reconditioning clinic sponsored by 
Capitol Car Distributors at its retail outlet, Capitol Car Sales, Ltd., Washington. Other 
observers are, from left, Robert Sullivan, Brundage Motors, Inc., Jacksonville, Fla.; Jack 
Moonce, International Auto Sales & Service, Inc., New Orleans; Heinz Saverbrey, 
Volkswagen of America, Inc., Englewood Cliffs, N. J.; O. E. Stephan, Capitol Car Sales; 
J. Neimeyer, Volkswagenwerk, Wolfsburg, Germany, and Jack Gavin, VW of America. 


5|OF THE MONTH! 





Merchandising Package are yours at no additional cost. 
Parade of Prizes prize points are also available in AC 
Oil Filter Merchandising Packages. Start now and save 
valuable prize points for the Big Ones in AC's spec- 
tacular Parade of Prizes. Call your AC supplier today! 


AC SPARK PLUG <> THE ELECTRONICS DIVISION OF GENERAL MOTORS 


Mobile Training Plan 
Adopted by Chrysler 


(Continued from Page 18) 


slide film projector and screen and 
reference literature for trainees. 
Each wagon is equipped with the 
components to be studied, including 
air conditioning, and is used in the 
instruction. The dealers provide 
tables, chairs, benches and quar- 
ters for the classes, The mobile 
training is usually held in the fa- 
cilities of a large dealership or in 
a conveniently located vocational 


school. 
a * * 


” f prices we developed the mobile 
service training program,” 
Hopkins said, “we knew that it 
must be carefully tested before it 
was launched on a nationwide 
basis. So we carried on a pilot pro- 
gram from all of our training cen- 
ters, concentrating our efforts in 
the 11-state area served by the At- 
lanta Training Center. 
“During the test period, our mo- 


bile unit held training schools for 
service technicians of dealerships 
in Dallas, New Orleans, Louisiana, 
St. Petersburg, Miami, Knoxville, 
Norfolk and 14 other cities. 

“Dealers in the test area were 
enthusiastic about our new pro- 
gram and wrote us numerous 
complimentary letters.” 

Hopkins said dealers far from a 
training center “should bear in 


Former Elkhart Dealer 


Files for Bankruptcy 


SOUTH BEND.—A petition for 
bankruptcy has been filed by Char- 
les A. Grady, who operated Grady 
Motors, a used-car lot, in Elkhart 
until last May 1. 

He listed debts of $39,613 and 
assets of $2,563. Grady is now em- 
ployed as a car salesman, 





AIR FILTERS 
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mind that our Mobile Service Train- 
ing Program brings them the same 
caliber and coverage of training as 
that offered at our training cen- 
ters. 


“Dealers in areas nearer the 
training centers are urged to take 
advantage of the service training 
opportunities offered at the centers 
and should enroll their service per- 
sonnel on a continuing basis,” he 
urged. “Service training schedules 
issued by the training centers are 
available through the regional of- 
fices.” 





cs aa * 
Master Tech Courses 


Expanded by Chrysler 


DETROIT.—Troubleshooting and 
customer relations receive new 
prominence in Chrysler Corp.’s ex- 
panded Master Technicians Service 
Conference, the company’s training 
program for service personnel of 
Chrysler, Plymouth and Dodge 
dealerships. 

The new features of the 13-year- 
old Master Tech correspondence 
course will help the serviceman 
keep up-to-date with the latest 
developments and _ techniques he 
needs to know in servicing Chrys- 
ler Corp. cars and trucks, a spokes- 
man said. 

Color slide films will provide 
more information on diagnosing 
and fixing the automobile. Other 
new films will deal entirely with 
customer relations and with good 
workmanship and shop practices 
as they are related to customer 
goodwill. 

Chrysler service representatives 
now play a more active role in the 
revitalized program, helping deal- 
ers to hold better meetings, show- 
ing new dealers how to organize 
and conduct monthly sessions and 
participating directly in award 
presentations. 

Other new features of the Master 
Tech program include a larger 
service reference book, a new 
award plan and a simplified dealer 
reporting system. 

The changes and improve- 
ments, which are being provided 
at no increase in dealer cost, are 
expected to bring additional deal- 
ers into the program and at the 
same time increase the active 
participation of service managers 
and technicians now enrolled, it 
was said. 

Nearly 72 percent of all Chrysler 
Corp. dealers now subscribe to the 
Master Tech program, with some 
28,000 service technicians enrolled. 
Since the program was introduced 
in 1947, more than 100,000 auto 
technicians have used the program. 

The Master Tech program also 
is offered in Canada and hag ex- 
tended overseas through the Chrys- 
ler export operations to 13 coun- 
tries. 


More New Dealerships 
Listed by Renault 


NEW YORK.—Renault, Inc., an- 
nounced the appointment of the fol- 
lowing dealerships: 

C & M Motor Sales, Route 10, 
Dover, N. J.; Park Plymouth, Inc., 
136 Elgin Parkway, Fort Walton 
Beach, Fla.; Renault Great Lakes, 
Inc., Monroe, Mich.; Armstrong 
Neale, Inc., 1006 East-West High- 
way, Silver Springs, Md.; Auto 
Service, 1805 Cushman St., Fair- 
banks, Alaska; Tafel Motor Co.,, 
Inc., 720 Broadway, Louisville, and 
Advanced Imports, Inc., 2343 E. 
Highway 24, Colorado Springs, Colo. 


ree SNOW PLOWS 








installed on all trucks up to 
and including |'/2 tons. 

@ Complete kits include hydraulic power 
control and installation brackets. 

@ Snow Plows for Jeeps also are manu- 
factured. 


@ Can be 


Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
Phone TR 6-8772 
Kenmore 17, New York 
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For Make Servicemen 

DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AurTo- 
motives News. 

AMERICAN MOTORS — Seven 
mobile units, with their respective 
instructors, will be conducting 
classes in the following states Nov. 
27-Dec. 15: Unit 101, Les Howard, 
West Virginia, Virginia and Mary- 
land; Unit 102, Bruce McKenney, 
Pennsylvania; Unit 103, Art Olson, 
New York; Unit 104, Lloyd Tolman, 
Indiana, Illinois and Iowa; Unit 
105, Ken Piere, Arizona and Cali- 
fornia; Unit 106, H. A. Hudson, 
Idaho and Utah; Unit 107, Lloyd 
Graves, South Carolina and North 
Carolina. 

CHRYSLER CORP.—During the 
period Nov. 27-Dec. 15, the five 
Chrysler Corp. sales and service 
training centers will be offering 
new service training courses cov- 
ering all models of the corpora- 
tion’s 1962 car lines. Instruction is 
comprehensive and includes latest 
factory-recommended service pro- 
cedures, diagnostic techniques, ad- 
justments, tests, special tools and 
testing equipment. The following 
subjects are offered; automatic and 
manual shift transmission, manual 
and power steering, six and eight- 
_ cylinder engines, engine tuneup, 

fuel system, all carburetors, elec- 
trical system, alternators and regu- 
lators, D. C. generators and regu- 
lators, starters, air conditioning, 
heaters, rear axle and differentials, 
body, brakes, front and rear sus- 
pension, instrument panels, acces- 
sories, new-car preparation, Simca 
service, etc. These service training 
courses are offered tuition-free to 
service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 5500 
Howard St., Skokie, Ill.; 2930 For- 
rest Hill Drive, S.W., Atlanta, Ga.; 
401 Theodore Fremd St., Rye, N. Y., 
and 1111 N. Brookhurst St., Ana- 
heim, Calif. Direct all inquiries to 
service training coordinator at 
training center serving your area. 
Service merchandising and man- 
agement conferences are scheduled 
as follows: Nov. 27 at Chicago, Dec. 
4 at Anaheim, Calif., and Dec. 14, 
at Dallas. Details wil] be announc- 
ed through regional offices. 


FORD DIVISION — During the 
period of Nov. 27-Dec. 15, the Ford 
district school instructors will con- 
tinue to conduct courses on the 
1962 Fairlane car. They will par- 
ticularly stress service procedures 
on the new 221-cubic-inch engine, 
the body, axle and front suspension. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 


8 june 


By-the-Sea 


Just 2 Minutes 


North of Miami Beach 
In beautiful, 
Fashionable Bal Harbour 
A Truly Distinguished 
Oceanfront Resort Hote/ 
Our color brochures and rates 
are yours for the asking 


LARRY CLIFF - MANAGER 
101768 COLLING AVE., GAL HARBOUR, FLA. 












M. H. BURY'"s 
newspaper advertising column 


Rolling Wheels 


syndicated by 
A. M. Beitler + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 
INTERNATIONAL HARVEST- 
ER—tTechnical training centers lo- 
cated in Atlanta, Dallas, and Har- 


These exciting prizes are so easy to get with 


AC's fabulous Parade of Prizes rolls on with the FP101-M 
Merchandising Package! With only one, two or three 
FP101-M packages, you get enough prize points to 
get any of the prizes you see here. Actually there are 
over 600 prizes of various point values to choose from 
in AC's Parade of Prizes. You can redeem your prize 





risburg, Pa., are conducting train- | 


Hall; Kansas City, W. N. Hall; Los 


ing for dealer and fleet servicemen. | Angeles, L. J. Young; South Bend, 


Six different courses are offered. 
They are: Servicing the “Scout” for 
dealers, dealer servicemen’s general 
service course, dealer diesel service 
course, dealer service management 
course, fleet servicemen’s general 
service course, and fleet diesel serv- 
ice course. Every course is taught 
by the “tell-show-do” method. Cor- 
rect diagnosing, maintenance, and 
service procedures are emphasized 
in each service operation. For fur- 
ther information, contact the serv- 
ice manager at the nearest Inter- 
national truck district office. 


MACK TRUCKS—Two one-week 
courses are being offered, tuition- 
free. Clutch, transmission, carrier 
and power steering, Dec. 11 and 
diesel engine, Nov. 27 and Dec. 4. 
For further information contact: 
Plainfield Service School Supervis- 
or, Mack Trucks, Inc., 935 S. Sec- 
ond St., Plainfield, N. J. 


STUDEBAKER-PACKARD — 
Courses covering all phases of 
Studebaker - Packard, Mercedes- 
Benz and Auto Union vehicles 
are being given at the following 
technical training centers by their 
respective instructors: New York 
City, F. X. Coghlan; Atlanta, W. N. 


A. S. Kidder. 


WHITE MOTOR CO.—Three mo- 
bile service training schools (White 
and Cummins) will be instructed 
by J. H. Smith at White Motor Co. 
branch offices in the following 
cities: Nov. 27-Dec. 1, 708 E. 25th, 
Baltimore; Dec. 4-8, 1514 W. More- 
head St., P. O. Box 8008, Wesley 
Heights Station, Charlotte, N. C.; 
Dec. 11-15, 70 Boulevard, N.W., P. O. 
Box 4517, Atlanta. Arrangements 
for enrolling in the school must be 
made through the service manager 
at the respective branch. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 


SELLING SLANTS | 








Allen Electric & Equipment Co, 
2101 N. Pitcher St, Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 21509 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
Dec. 4. 


JOHN BEAN DIVISION, Lan- 
sing—Classes being offered in Big 
Rapids, Mich., are as follows: (A) 
Wheel alignment, wheel balance, 
steering systems, Nov. 27, Dec. 11; 
(B) Advanced wheel] alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, Dec. 18: (D) 
Brake servicing, Dec. 4. Combined 
courses are also offered. (AB), Dec. 
11-22; (AD), Nov. 27-Dec. 8; (DA), 
Dec. 4-15. Classes being offered in 
Los Angeles are as follows: (A) 
Wheel alignment, wheel balance, 
steering systems, Nov. 27, Dec. 11; 
(B) Advanced wheel alignment, 
steering gear service, suspension 
correction, Dec. 18; (D) Brake 

(Continued on Page 27, Col, 1) 





points right away—or save them for even bigger prizes. 
Each FP101-M Package contains 340 valuable prize 
points, big Parade of Prizes Catalog, Contest Chart 
(to stimulate employee sales action), Brochure of 
traffic-builder giveaways and one type 4123 AC Fuel 
Pump (for 1955, ‘56, and ‘57 Pontiacs). You get ull 
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First Chevrolet— 


Louis Chevrolet, a famous race driver of the day, poses in his experimental 1911 
car which went into production in 1912. After a slow start, the Chevrolet caught on 
and the division marked its 50th anniversary this month. 


Hillman-Sunbeam Adds 3 
LOS ANGELES.—New Hillman-| Blvd., Culver City, Calif.; Carbrey 
Sunbeam dealers in the western| Motors, 1550 S, Main St., Willits, 
United States include West Side} Calif., and Julian Pace, Inc., 2312 
Imports, 11201 W. Washington] Westheimer, Houston. 








Otterburn Center New Headquarters .. . 





Chevy P & A Moving to Flint 


FLINT.—Headquarters of Chev- 
rolet’s national parts and accesso- 
ries warehousing and distribution 
organization is being moved from 
Detroit to Flint. 

K. E. Staley, general sales 
manager, said this means that 30 
key men who head the depart- 
ment will go from offices in the 
General Motors Building to quar- 
ters in the newly expanded Na- 
tional Parts Distribution Center 
in Otterburn, south of Flint. 

The move, to be made during the 
next two months, is under the di- 
rection of Glenn T. McMillan, re- 
cently appointed national manager 

of the P & A warehousing and dis- 
tribution. 

“All functions of the national 
parts and accessories distribution 
operation begin and end at the Ot- 
terburn plant, which really is the 
organization’s nerve center,” said 
McMillan. “It seems only logical 
that the men who head this vast 
organization should maintain of- 
fices there.” 

At the same time Staley announc- 


ed appointment of two men to be 
assistants to McMillan. 

Richard H. McWilliams, person- 
nel director of the Otterburn Dis- 
tribution Center, will become man- 
ager of the center and John E. 
Runyan, assistant manager of 
P & A warehousing since last May, 


Ohio U. C. Dealer 
Faces State Probe 


CLEVELAND.—The Ohio Bureau 
of Motor Vehicles is probing the 
activities of a Shaker Heights used- 
car dealer who has denied forging 
a woman’s name to a title on which 
he secured a $300 loan. 

Thomas Regal, 61, appeared in 
Police Court in a preliminary hear- 
ing on a warrant signed by an 
OBMYV investigator, Paul Hill. 

Hill, in filing charges against 
Regal, indicated that the state 
would investigate all of Regal’s 
dealings for the past year, Regal 
operated as Regal Motors, Inc., 7122 
Broadway. 
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FPIOI-M Merchandising Packages 


these items for $9.23, the suggested dealer price of the 
type 4123 fuel pump, after a qualifying order of 6 AC 
Fuel Pumps of your choice. Parade of Prizes prize points 
are also available in AC Oil and Air Filter Merchan- 
dising Packages. Call your AC supplier today! 


AC SPARK PLUG Sp THE ELECTRONICS DIVISION OF GENERAL MOTORS 





FUEL PUMPS 











will become manager of field oper- 
ations, in charge of the 40 other 
Chevrolet warehouses in the field. 

Warehousing and distribution 
personnel have already moved 
into the new addition to the Ot- 
terburn center. The original dis- 
tribution center, opened in 1958, 
contained approximately a mil- 
lion square feet of floor space 
covering 23 acres. The addition 
contains 614,000 square feet. An- 
other 577,000 square feet in for- 
mer Chevrolet plants in Flint 
also is used for warehousing. 

The increased space was neces- 
sary, McMillan said, because of the 
rapidly increasing variety of Chev- 
rolet cars and trucks, and the 
lengthening life span of the ap- 
proximately 19 million Chevrolet 
vehicles on the road. 

Nearly all replacement parts are 
shipped first to the Otterburn ware- 
house from Chevrolet manufactur- 
ing plants and from the factories of 
1,200 suppliers. At Otterburn the 
parts are processed. All sheet metal . 
parts are painted with prime coats, 
many others with finish coats, Most 
are packaged and stored, ready for 
shipment on orders processed by 
the newest electronic computers. 

Some of the oldest and slowest- 
moving parts are available only at 
the Flint warehouse, But most 
move in a continuous flow to the 
other 40 Chevrolet warehouses, to 
19 General Motors plants overseas 
and 130 independent foreign distrib- 
utors. 

The Otterburn center stocks 
65,600 different accessories and 
replacement parts for Chevrolet 
cars and trucks. The 40 other zone 
and master warehouses and mas- 
ter supply depots have a com- 
bined floor space of more than 
four million square feet. They 
stock 43,000 Pontiac, Oldsmobile, 
Vauxhall and Opel parts as well 
as those for Chevrolet cars and 
trucks. 

McWilliams started work with 
Chevrolet in 1955 as a labor rela- 
tions representative. He became 
labor relations supervisor at the 

Livonia plant in January, 1956, and 
assistant personnel director at the 
same plant a year later. He was 
appointed personnel director at Ot- 
terburn in September, 1957. 

Runyan began his Chevrolet ca- 
reer in September, 1947, as a stu- 
dent at General Motors Institute, 
from which he was graduated in 
1951. He rose through various po- 
sitions in the P & A warehousing 
department until November, 1957, 
when he was moved to Atlanta as 
assistant superintendent of the 
major supply depot. He became di- 
rector of administrative research at 
Otterburn in 1960. 


°62 Color Guide Offered 


CHICAGO.—A directory of 1962 
automotive colors used by all lead- 
ing domestic cars and trucks and 
Volkswagen, has been introduced 
by Martin-Senour Automotive 
Paint Division. 





TOP-SELLING ACCESSORY FOR 


ALL-WEATHER 
PROTECTION (1 


\ 
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STATION 
WAGON 
OWNERS 


the original JET STREAM* 


Air Deflectors 


* Keeps exhaust fumes out! | “ist $9.95 
© Keeps rear window clean! | your cost only 
e New all stainless steel! 


e Installs in minutes! $597 


e Fi j ! 
Fits all station wagons! Model #707 
Also Shock Springs and Helper Springs 





SUPERIOR enue ee 
7260 Atoll Ave. ¢ No. Hollywood, Calif. 

Name. i 
Address. f 
City Zone___State. | 











modernize your shop with Shure 
service merchandising equipment. 





MODEL 9100 






MODEL 9337 





MODEL 9205 
@ Service Merchandisers @ Work Benches 
© Steel Wall Paneling @ Service Desks 
@ Portable Carts @ Tire Racks 


@ Tool Boards 
@ Desks and Chairs 


@ Display Shelving 
@ Cabinets and Lockers 


WRITE FOR 
COMPLETE 
CATALOG 


SYMBOL OF FINE CRAFTSMANSHIP 





REDUCE INVENTORY PROBLEMS 
WITH PORT-A-WALL® 


TOPPER 


@ Any car in your stock can have slim white- 
walls, in minutes, with TOPPER! 


Bearfoot’s sensational black and white attachable 
sidewall eliminates one of your big inventory 
problems. Many inventory-conscious dealers are 
ordering cars with blackwalls and using Port-A- 
Wall TOPPER when whitewalls are requested. 


Then save up to $30 per car with TOPPER, too! 


BEARFOOT AIRWAY CORPORATION 


Automotive Division 
Wadsworth, Ohio 


NEW DESIGNS for /762 


DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


ge CARDS SHOWING ‘62 MODELS 
AVAILABLE FOR FOLLOWING DEALERS: 





® FORD @ CHEVROLET 
© PONTIAC @ OLDSMOBILE 
© DODGE @ BUICK 





Send for Free 
Sample Folder Today 


Equally Impressive Line of cards available for 
Chrysler, Mercury, Plymouth and Rambler 
deolers. 


17631 FILER © DETROIT 12, MICHIGAN 


UTLEY BROTHERS, INC. @ 
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Service Briefs 


DETROIT. — Shatterproof Glass 
Corp. has issued a packaging man- 
ual as a service to its more than 
6,000 authorized dealers and dis- 
tributors of Shat-R-Proof safety 
glass. : 

Included are packing techniques 
for protection against shipping 
damage, repackaging instructions, 
warehousing tips and storage and 
stacking rules. 

* * * 


Ottawa Dealers Pay Tuition 


For 50 Mechanic Trainees 

OTTAWA, Ont.—Local dealers 
have underwritten the tuition fees 
of 50 students who trained at the 
Ottawa Technical School to become 
mechanics. 

During the course, members of 
the Ottawa Franchised Automobile 
Dealers Assn. visited the class- 
rooms, and later offered to pay the 
tuition for all students who passed 
the examination. Only four of the 
Students are employed by associa- 
tion members. 

* * ok 


Booklet on Car Additives 


CHICAGO.—A booklet, How 
Additives Make Your Car Run 
Better, has been published by 
Popular Mechanics magazine. It 
is available for 35 cents a copy 
from Popular Mechanics Service 
Bureau, 200 EF. Ontario St., Chi- 
cago 11, Ill. 

* + * 
Special Shop for Lincoln 

INDIANAPOLIS. — McGee Mo- 
tors, Inc. (Lincoln-Mercury), 850 N. 
Meridian St., has opened an exclu- 
sive service department for Lincoln 
in addition to its Mercury service 
facilities, Charles Cully heads the 
Lincoln service center. 

* * * 


Solid-Film Metallic Lubricant 


Again Being Used by Ford 


LOS ANGELES.—For the second 
consecutive year, Ford Motor Co. 
is using Molub-Alloy solid film 
metallic lubricant for front ball 
joints on its Ford Galaxie, Mercury 
Monterey and Lincoln Continental 
cars. The lubricant is sealed in at 
the factory and is good for 30,000 
miles under normal] driving condi- 
tions, according to Ford. 

Molub-Alloy is manufactured by 
Imperial Oil and Grease Co., Los 
Angeles. 

co * oe 


Unemployed Are Taught 


Gas-Station Management 


PHILADELPHIA.—A free course 
in service-station management is 
being given at Dobbins Technical 
High School here for anyone over 
18 years old and unemployed. 

Subjects include basic salesman- 
ship, public relations, operation of 
service stations and automobile 


servicing. 
* * 


* 
Canell Co. Offers Chart 


On Wood-Grain Decals 


HACKENSACK, N. J. — Canell 
Co., 61 S. State St.. Hackensack, 
N. J., is offering a free chart on 
the parts needed for replacing 
wood-grain decals on such Ford 
Motor Co. products as the Falcon 
Squire, Country Squire and Colony 
Park. 

The charts are available to all 
Ford and Mercury dealers and to 
body shops, upon request. 

* * * 
Pattison Names Kirkpatrick 

VANCOUVER, B. C.—Max Kirk- 
patrick has been appointed service 
manager of Jim Pattison, Ltd. He 
will supervise service operations at 
the Cambie & 18th Ave. main plant 
and the branches at 17th and Tup- 
per and 15th at Main. 


* of * 


New Tire Warehouse 


LOWELL, Mass. — Pennsylvania 
Tire Co.’s Eastern region has es- 
tablished a company-operated 
warehouse at 685 Lawrence &t. 
here, Eastern Region Manager 
H. S. Blankenship announced. A. V. 
Sargent, Salisbury, Mass., is in 
charge of the new facility. 

* * * 


Butyl Retreading Guide 
NEW YORK.—How to Retread 
Butyl Tires with Standard Mate- 


rials is the subject of a four-page 
illustrated brochure published by 


Enjay Chemical Co., a division of 
Humble Oil & Refining Co. Copies 
are available from Room 1222, 
Enjay Chemical Co., 15 West 51st 
St., New York 19, N. Y. 

* * * 


Buick Offers Tips 
On Aluminum Engines 
FLINT. — Buick Division has 


|pointed out that some radiator 


stop-leak compounds can contrib- 
ute to overheating in its engines 
with aluminum cylinder blocks 
and/or heads. 

The division said that these com- 
pounds should be used only when 
there is evidence of a definite seep- 
age leak. Use of water conditioners 
which contain rust inhibitor and 
water pump lubricant and anti- 
freezes which include inhibitors, if 
they meet Buick specifications, is 
recommended. 

* * a 
Brake-Work Promotion 


Urged in Auto Winterizing 

NEW YORK.—One of the most 
important points on an auto-winter- 
izing checklist should be a brake- 
lining inspection and examination 
of the hydraulic braking system, 
according to J. L. McGovern jr., 
sales manager, Raybestos Division, 
Raybestos-Manhattan, Inc. 

He said independent surveys have 
shown that one of two cars on 
the road needs some sort of brake 
work, and “this means an excellent 
opportunity to net additional busi- 
ness and improve customer good- 
will by promoting brake inspec- 
tions.” 

* * ok 


300 Aerosol Auto Sprays 


To Be Shown at Contest 


NEW YORK.—Pushbutton spray 
cans have done much to make life 
easier for the auto mechanic, notes 
the Aerosol Division of the Chem- 
ical Specialties Manufacturers 
Assn. 

Evidence of their use in the auto- 
motive field will be evident at the 
aerosol industry’s 10th annual 
packaging contest here Dec. 4-6 at 
the Hotel Roosevelt, where more 
than 300 automotive sprays will be 
displayed. 

* * 


Heavy-Duty Brake Fluid 


Offered by Delco Moraine 


DAYTON.—Delco Moraine Divi- 
sion of General Motors has intro- 
duced a new brake fluid engineered 
for heavy duty service. 

“It has been designed to offer a 
high degree of safety at competi- 
tive prices,” Ross Kettering, service 
sales manager, said. 

* * * 


Parts-Service Managers Pick 


W ombacher as St. Louis Chief 


ST, LOUIS.—Joseph Wombacher, 
Goddard Motors, Inc., has been 
elected president of the service and 
parts managers bureau of the St. 
Louis Auto Dealers Assn. 

Other officers elected were Her- 
chel Sapaugh, Vincel Rambler, Inc., 
vice-president; Earl Rauscher, 
Koenig Chevrolet Co., treasurer, 
and Edward Hayward, secretary. 


Elected directors were John Bod- 
nar, Clinton Cadillac Co.; John 


‘ ° F ‘ 








Chrysler Winners Sport Trophies— 


Dunn, Ray Nolting Oldsmobile Co.: 

Ronald Freeman, Thoms Px ntiac, 

Inc.; Ray McIntyre, Mendenhal]j 

Motor Co. (Ford), and Harry wijl- 

cox, Grebe-Fischer Oldsmobile, Inc, 
* * *~ 


Fageol Bulletin Covers 
Flashing Safety Light 
KENT, O.—A bulletin describing 
its new warning safety light for 
passenger cars, trucks and buges 
is announced by R. D. Fageol Co, 
Known as PC-1, the flasher light 
can be plugged into the car’s cig- 
aret lighter or connected to the 
switch board. It produces over 70 
brilliant red flashes per minute 
in two directions (front and rear), 
The light has a four-inch optical 
plastic fresnel lenses, held in a dur- 
able, weatherproof metal head with 
protective rings. 
* * * 


Metal flake Paint Line 


Expanded by Color-Tech 


HAVERHILL, Mass.—Color-Tech, 
Inc., distributor of Metalflake 
paints, has augmented this line of 
precision-cut, aluminum-foil car 
finishes to include 19 shades. This 
brings the total number of colors 
to 25. 

Produced for use on hot rods, 
custom cars and standard models, 
Metalflake finishes are reproduced 
on a new color swatch card with 
instructions on how to order and 
apply, the company said. 

* * * 


Booklet on Tire Care 


Published by Pirelli 


NEW YORK.—A 32-page booklet 
entitled How to Increase the Mile- 
age and Safety You Get from Your 
Tires has been published by Pirelli 
Rubber Co. 

The illustrated booklet comprises 
a complete manual on tire care and 
maintenance. Copies can be obtain- 
ed free from Pirelli Sales, Inc., 60 


E. 42nd St., New York 17, N. Y. 
ss 


Marketing Program 


Expanded by Redmond 


OWOSSO, Mich.—Redmond Co., 
Inc., manufacturer of fractional 
horsepower motors and blowers, has 
expanded its marketing organiza- 
tion to add national sales represen- 
tatives to the present factory sales 
engineers. 

M. J. Koenig, director of sales, 
said Redmond’s new product lines 
and penetration of new markets 
have made additional manpower es- 
sential. R. D. Bond Associates, Inc., 
Narberth, Pa., work directly with 
Redmond Co., Inc. in supervising 
the sales representative organiza- 
tions. Redmond is a subsidiary of 
Controls Co. of America, Schiller 
Park, Il. A 

* 


Nationwide Safti-Brake 


Merges with ABCO 


LOS ANGELES.—The merger of 
ABCO, Inc., and Nationwide Safti- 
Brake Centers, Inc., has been ap- 
proved by shareholders. The merg- 
ed company will be known as 
Nationwide Safety Centers, Inc. 
The chain of franchised and oper- 
ating facilities is known as Na- 
tionwide Safti-Brake Centers, 

Recent additions of centers in 
Pasadena, Pomona. and Santa Bar- 
bara have brought the total to 18 
in Southern California. Other Na- 
tionwide Safti-Brake Centers are 
in Phoenix, Salt Lake City and 
Honolulu. 





As a part of a three-day Piymouth dealers convention at Lake Tahoe, Nev., Chrysler- 
Plymouth Division conducted a golf tournament for dealers ‘and their wives. Winners 
of trophies were, left to right, Lew Jabro, secretary-manager of the Los Angeles Plym- 
outh Dealers Assn.; Phil Frates, president of Phil Frates, Inc., San Francisco; Mrs. Edwin 
Zumwalt, wife of Edwin Zumwalt, president of Zumwalt Plymouth Center, Santa Rosa, 
Calif.; Hal E. Petrich, Petrich Motors, Vallejo, Calif.; Stan Cole, Iversen Motor Co., 
Santa Maria, and Hayden Harris, H. L. Harris, Pittsburg, Calif. Nearly 150 dealers and 
their wives from Southern and Northern California and seven adjoining states attended 


the convention. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 24) 


servicing, Dec. 4. Combined courses 
are also offered. (AB), Dec. 11-22; 
(DA), Dec. 4-15; (DAB), Dec. 4-22. 


BEAR MFG. CO., Rock Island, 
Ill.—_School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in Manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia, For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 


BENDIX AUTOMOTIVE SERV- 
ICE, South Bend—Training is made 
available through schools sponsored 
by authorized Bendix distributors 
on power brakes, hydraulic brakes, 
wheel brakes, power steering, 
Stromberg Carburetors, Zenith 
Carburetors and Zenith LP Fuel 
Systems. The schools provide both 
service and sales training for auto- 
motive service and sales personnel. 
School subjects for each product 
line include theory, operation, over- 
haul, specifications, service analy- 
sis, use of service literature, and 
basic sales training. The length of 
an individual course is one to two 
full days depending on the product 
and the type of training, Classes 
are scheduled by each distributor 
to meet local needs. No tuition fee 
is charged. In addition, factory 
schools are conducted for instruc- 
tor personnel who are responsible 
for scheduling and handling train- 
ing programs for servicemen. Ad- 
ditional information may be obtain- 
ed by contacting a Bendix 
distributor or writing to the Bendix 
training director, Bendix Automo- 
tive Service, South Bend, Ind. 


BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Contact J. R. Adams, instructor. 


DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors are conducting two 
classes, A five-day auto refinishing 
class is being held at the Toledo 
factory school. Following this ses- 
sion, regional field schools are hold- 
ing classes for jobbers in Los An- 
geles and Seattle in October. At- 
tendance at the factory school is 
without charge for instruction or 
equipment. However, a nominal 
charge is made for attendance at 
field schools. 


ELECTRIC AUTOLITE CO., To- 
ledo — Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technol- 
ogy upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., To- 
ledo, O. 


INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 


OKLAHOMA STATE TECH., 
Okmulgee, Okla. — An 80-hour 
course in specialized auto air con- 
ditioning is being offered, The 
Course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 





equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1961 brakes. In- 
dividuals who successfully complete 
the course will receive a certificate 
showing that they are qualified 
t> work on all types of auto- 





conducted by A. D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 


SUN ELECTRIC CORP., Chica- 
go—Four-hour evening sessions on 
test equipment operation and tune- 
up procedure are being offered Nov. 
27 and 28. Each class is completed 
in three days. A $40 tuition fee is 
required. For further information on 
various branch schools, contact any 
regional sales Manager at the fol- 
lowing Sun branch offices. Chicago; 
Passaic (New York), N. J.; Pitts- 
burgh; Philadelphia; University 
City (St. Louis), Mo.; Memphis: 
Atlanta; Minneapolis; Kansas City; 
Portland, Ore.; Dallas; Los An- 
geles; Detroit; Cleveland; Cincin- 
nati; Denver; Oakland, Calif. and 
Syracuse. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods, Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 


factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 


tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 
THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J. 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 
UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 








St. Louis Dealers 
Cool to Auto Shows 


ST. LOUIS.—The St. Louis Auto 
Show still is scheduled to be held 
Nov. 24-Dec. 3, although participa- 
tion by members of the Greater 
St. Louis Automotive Assn. appears 
to be unlikely at this time. 

A survey was taken last week 
by the association concerning par- 
ticipation in the Show, and most 
of the replies were negative. How- 
ever, an official decision hasn’t 
been reached yet. 

Most of the dealers felt that the 
costs were too high in proportion 
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(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
cC.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MEG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 


WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s labora- 
tory garage. A one-week advance 
notice is required. Address al] in- 
quiries to 2171 S. Ninth St., Spring- 








motive brakes, The course will be 


gation throughout the nation, con- 


RE SNR eter an 


to the possible benefits. 


field, Ill. 





Despite near-record snowfall, this dealer did normal business 
on his car lot. Competitors’ stocks were hidden under drifts 


and they did almost no business. He also cut maintenance 
and washing costs to the bone. 


Now! Do Springtime Business in the 
Middle of Winter's Dirtiest Weather 


A dealer in Pennsylvania reports, 
“. . Our used-car inventory at its lowest 
in ten years.” 

A Michigan dealer says, “(In win- 
ter) the attractive appearance (of my 
outdoor display) has caused many pros- 
pective buyers to stop, which has in- 
creased our sales.” 

And another Pennsylvania dealer 
writes of, “... record snows ...my busi- 
ness was not inoperative at any time... 
others in the area terribly bogged down.” 

These are just a few of the reports 
from car dealers praising the results of a 
protected outdoor display. Some report 
that despite winter weather they in- 
creased used-car business 25%. Almost 
every one considers his protected display 
to be one of his best investments. Here 





New “Detroit Model” Childers Pre-Engi- 
neered Structural Shelter gives you double 
the show-space at a lower cost per car. 


NO DOWN PAYMENT 


With the special Childers Finance Plan you can 
have protection for your car without any cash 


outlay. You pay for your protected car lot 
out of your savings in clean-up costs and the 
profits from your extra sales. 





are just a few of the dollars-and-cents 
reasons for all this enthusiasm: 

1. Every day a selling day. With cars 
protected from rain, snow, and sleet, more 
customers stop, look, talk and buy! 

2. Savings on labor. Cars that are pro- 
tected from weather don’t need as much 
cleaning and polishing. 

3. Higher sales prices. Your customers 
will pay more for a-clean car that has 
been protected from weather. 

4. Cuts light bills up to 50%. Less light- 
ing needed when easily installed fixtures 
efficiently focus on cars. 

5. More sales and faster turnover. Cars 
displayed on a protected lot look like 
“special” deals. Don’t forget, it costs 
you $3 to $4 a day to “board” a car, yet 
you can protect your car lot from the 
weather for as little as 5c per car per day! 
6. Engineer-designed, architect-styled. 
No _ jerry-built eyesore, your Childers 
Pre-Engineered Structural Shelter has 
been designed to harmonize with existing 
buildings and displays. 


7. Easy to install. Childers will arrange 
quick, simple installation for you... 
you do business as usual. 

8. Easy to move. Your Childers Pre-En- 
gineered Shelter can be moved in case 
you are on leased property. 

Call 2 Dealers FREE! Childers will send 
you a list of 800 dealers who have turned 
their lots into year-round outdoor show- 
rooms and increased sales while they 
lowered costs. When you receive the list, 
call any two. Let them tell you what 
Childers Shelters have meant to their 
sales. Then send the bill for these calls 
to Childers. You will be reimbursed 
promptly. And, of course, you are under 
absolutely no obligation. 

[-——TEAR OUT AND MAIL COUPON-—-—, 


Childers Manufacturing Company 











| l 
| Dept. AN-15 | 
| P. O. Box 7467 | 
| Houston 8, Texas | 
| Send me complete information and list of | 
| 800 dealers who have installed Childers | 
| Pre-Engineered Structural Shelters. | 
1 Firm | 
| Name & 

| Title | 
| Address 

| 

| City Saas RP State_ ee 
aici ieaanhsingsn anoneundeailabinia aan e 


Childers Regional Managers in all principal cities. 








FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 259 OF A SERIES 





WHERE FORD MOTOR COMPA) 





OTHER CAR 
MAKERS MAY BE 
CATCHING ON... 
BUT THEY WON'T 

CATCH UP! 








Just Look at These Ford Firsts... First! Styling Trends First! Personalized Transportation 
The widely imitated Thunderbird roof line is only one Ford pioneered the idea of special kinds of pro- j{Ano 
example of how competitive makes of automobiles duction cars for special kinds of people. From the }festal 
now offer styling features first introduced on Ford classic Lincoln Continental to the economical Falcon, Jfow 
Motor Company cars. This is proof of how our the long line of Ford-built cars is designed to answer }finer 


styling leadership sets new industry styling trends. the varied demands of the American motoring public. }fstan 





NY LEADS...OTHERS FOLLOW! 


| 
| 





A 


First! Service-Saving Features 


Another Ford innovation, service-saving features 
tstablished a trend which other car makers are just 
1, Pow beginning to follow! Moreover, Ford has 
t }ficreased its lead with still more of these features as 
Mandard equipment on many of its 1962 cars. 
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First! Body Protection 


Ford quality-built bodies were first to use galvanized 
steel rocker panels to resist rust and corrosion. 
This feature was introduced by Ford Motor Company 
in 1960—up to two years ahead of competitive cars. 
Where Ford Motor Company leads . . . others follow! 


Dealers who are “first with the 
finest’’ have more to offer their 
customers—another reason 
why it’s great to be a dealer in 


the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 

Ford: Falcon, Fairlane, Galaxie; Thunderbird « Mercury: Comet, Meteor, Monterey; Lincoln Continental » 
English Ford Lines Ford Truckss Industrial Engines * Farm and Industrial Tractors and Equipment « 
Special Military Vehicles « Autolite Spark Plugs, Batteries and Ignition Parts * Aeronutronic—Products 
for the Space Age The American Road Insurance Company « Ford Motor Credit Company 


MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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Auto Personnel 





Elroy A. Gessert has been ap- 
pointed district sales manager for 
North and South Dakota, Minne- 
sota, Wisconsin, Michigan and Ohio 
by the Automotive Division of Pick 
Mfg. Co., West Bend, Wis. 

Gessert joined the Pick automo- 
tive sales department in 1945, In 
1955, he was made assistant sales 
manager and travelled all of the 
United States, establishing and 
working with new distributors. 

* ok cd 


Ford Credit Names Stark 


Homer Stark jr. has been ap- 
pointed manager of Ford Motor 
Credit Co.’s branch office in Austin, 
Tex. 

* * * 
Bolta Gives Bloomberg 


New Duties in Sales 

The appointment of A. S, Bloom- 
berg as manager of new sales de- 
velopment has been announced by 
Bolta Products. 

The newly created post is in line 
with a new program established at 
Bolta Products to increase the pace 


The Guide-Matic Automatic Headlight Control is a 
natural for the '62 Oldsmobile! Guide-Matic adds a 
strong selling link to the chain of Oldsmobile conven- 
iences and features... 
Easy-selling Guide-Matic is a real highlight of those 
after-dark test drives. It intensifies a prospect’s enthu- 
siasm as it switches headlights up or down for all 
driving situations. The automatic function of Guide- 
Matic actually enhances Olds’ advanced styling. 
Guide-Matic is new and modern! It /inks right in with 
Olds’ reputation for that ‘something extra’’ in driv- 
ing pleasure and comfort! Strong national advertising 
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who was named chairman of the 
board and chief executive officer. 
- * co 


Thermoid Names Benton 


Automotive Sales Director 
Vincent L. Benton has been ap- 
pointed automotive distributor sales 
manager for the Thermoid Division, 
H. K. Porter Co., Inc. He will head 


of new products produced at the 
Lawrence (Mass.) plant, Bolta said. 
* * * 


GMAC’s Arlington Branch up the Automo- 
Is Headed by Hancock tive Sales Depart- 
ment, directing 


General Motors Acceptance Corp. 
has opened a branch office in Ar- 
lington, Va., at 1717 N. Lynn St. 

J. Robert Hancock, who has been 
assistant manager of the Baltimore 


Thermoid auto- 
motive district 
managers and 
field sales repre- 





branch, has been named manager ws erin gs 
of the new branch. ‘ will be headquar- 
° tered in Pitts- 

S-P Appoints Nunn burgh, came to 





Thermoid from 
Vincent L. Benton Gilbert & Barker 
Mfg. Co., where he served as sales 
* manager. Previously, Benton served 


DePolis Named President as manager of distributor sales for 


: ¢ Clinton Engines Corp. and as zone 
Of FWD; Ash Is Chairman manager for Fram Corp. 


L. A. DePolis, former marketing a. €¢. «@ 


vice-president for LeTourneau- ° ° 
Westinghouse, Peoria, IIl., has been Carter Joins Ford Credit 
Charles C. Carter has been ap- 


named president and a director of 
pointed manager of Ford Motor 


FWD Corp., Clintonville, Wis. 
DePolis succeeds M. E. Ash, pres-| Credit Co.’s Wichita office in the 
Union Center Building, 150 N. 


ident of the corporation since 1958, 


J. Olin Nunn has been appointed 
Houston district sales manager for 
Studebaker-Packard. 

* ok 





Main St. He is a veteran of 11 
years in the finance business, in- 
cluding service with Commercial 
Credit Corp. and Westinghouse 
Credit Corp. 
+ 


+ * 


Malcomb Named Sales Rep 
Donald D. Malcomb has been 
named a district representative for 
Purolator Products, Inc. He will 
handle the North Dakota, South 
Dakota and Minnesota territory. 
* * * 


Ford Credit Names Foy 
Robert E. Foy has been appoint- 
ed manager of Ford Motor Credit 
Co.’s Des Moines branch office. 
* + ok 


Resolute Names Craig 


Rockwell E. Craig, Rutland, Vt., 
has been appointed a special agent 
for Resolute Insurance Cos, in Ver- 
mont. 

* * * 
Hanover Names Kristy 

George Kristy has been appointed 
sales manager of Hanover Plastic 
Signs, Columbus, O. 

* * * 


Kenworth Appoints Bullock 


Kenworth Motor Truck Co., Seat- 
tle, has appointed A, D. Bullock as 
service manager. He will be in 


GUIDE-MATIC 


ADDS A STRONG SELLING LINK 


TO EVERY ’62 OLDSMOBILE 
DEMONSTRATION 





to every Olds demonstration! 


to: 


has spread, is spreading and will spread the big 
news about Guide-Matic. On CBS-TV, Guide-Matic 
co-sponsors the ‘‘National Football League Game of 
the Week.” An advertisement in the Dec. 4 Sports ///us- 
trated will help get more Oldsmobile prospects for 
you! This ad will /ink Guide-Matic with the '62 Olds in 
no uncertain terms! It will tell your prospects how 
“ENJOY THAT ‘SOMETHING EXTRA’ IN A 
‘62 OLDSMOBILE WITH GUIDE-MATIC.” Guide- 
furnished literature sells Guide-Matic in the show- 
room. Your zone office has a sales film available to 
acquaint salesmen with Guide-Matic selling points. 


Look for Olds prospects who'll be pre-sold on a Guide-Matic demonstration. 
Make Guide-Matic your rich-profit, low-cost, high-volume feature in 1962. 


GUIDE-MATIC 


AUTOMATIC HEADLIGHT CONTROL 


GUIDE LAMP DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 








charge of field service and tle new. 
truck test department. 
* * * 
Perfect Circle’s Bryan 
Heads New Division 
Jack D. Bryan has been named 
general manager of the newly 
created Speedostat Division of Per. 
fect Circle Corp. Bryan has been 
general service 
manager for the 
firm’s En zineer- 


ing Division for 
the last six years, 

A vehiclk Speed 
regulating device 
developed and in- 
troduced a few 
years ago by Per. 
fect Circle, the 
Speedostat is 
known variously 
as Auto Pilot 
Speed Control, Cruise Contro] and 
Speed and Cruise Control. It is of- 
fered as optional equipment by sey- 
eral car manufacturers. Also, it is 
oa in kits for dealer installa- 
ion. 


Jack D. Bryan 


* * * 


Electric Autolite Picks Brown 


Donald M. Brown has been 
named product manager for Elec- 
tric Autolite Co.’s electrical prod- 
ucts group. He will coordinate elec- 
trical products market develop- 
ment, initiate new product studies 
and continue certain customer ne- 
gotiations. 

* * * 


Wagner Elected President 


Of Earle C. Anthony, Inc. 


George A. Wagner has been elect- 
ed president and general manager 
of Earle C. Anthony, Inc., succeed- 
ing the late Earle C. Anthony. Wag- 
ner had been ex- 
ecutive vice-pres- 
ident. 

Wagner joined 
the company 28 
years ago ag re- 
tail sales man- 
ager of the Auto- 
motive Division, 
Since then he 
has served in var- 
ious capacities 
throughout 
all branches of 


George A. Wagner 

the firm, which also operates a 

radio station and finance company. 
* * * 


Dana’s Dybvig Appointed 
Marketing Vice-President 


Cc. C. Dybvig has been appointed 
to the newly created position of 
marketing vice-president for Dana 
Corp. He joined Dana in 1954 as 
general sales manager and in 1958 
was elected sales vice-president. 

He will continue his present sales 
responsibilities as well as coordi- 
nate sales for Dana’s Detroit, Con- 
Vel, and Transmission & Gear Di- 
visions. He was with Firestone Tire 
& Rubber Co. in Detroit before 
joining Dana in 1954. 

ok * ok 
Dana Names Schomburg 


General Sales Manager 


W. H. Schomburg jr. has been 
named general sales manager for 
Dana Corp., Toledo. He is succeed- 





f ; , 


RE 


John P, Henson 


ed as assistant general sales man- 
ager by John P, Henson, 
Schomburg joined Dana in 1945 
and was named assistant general 
sales manager in 1959. With Dana 
since 1946, Henson formerly was 
sales manager of Dana’s Universal 


Joint Division. 
ok ed + 


W. Schomburg Jr. 


Malsbary Names Dugener 

Michael K. Dugener has been 
named sales vice-president for 
Malsbary Mfg. Co., Oakland, Calif, 
maker of steam cleaners, steam 
generators and industrial water 
heaters. 

+ * * 

Kaupman Rises in Sales 

W. A. Kaupman has been ap- 
pointed sales manager of Dynamic 
Center Engineering Co., Inc., Nor- 

(Continued on Page 21, Col. 1) 
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cross, Ga., maker of wheel-balanc- 
ing instruments and tire changing 
equipment. 

* * « 


Olds Promotes Barnum 
Paul H. Barnum, graduate of 
General Motors Institute and 12- 
year Oldsmobile employe, has been 
appointed service manager of the 
Los Angeles zone office. 
a * * 


Firestone Names Collins 


Oklahoma City Manager 


John R. Collins has been appoint- 
ed manager of the Oklahoma City 
district for Firestone Tire & Rub- 


' ber Co. Formerly Western division 


manager of truck and farm tire 
sales, he has been with Firestone 
since 1948. 

In 1956 he was named Seattle 
district manager of truck and farm 
tire sales, and took over the West- 
ern division post last year. 

ok * * 


Borg-Warner Promotes Nutt; 


Bere Heads Borg & Beck 


Election of Harold Nutt as chair- 
man and chief executive officer of 
the Bog & Beck Division, Borg- 
Warner Corp., Chicago, has been 





W 


Harold Nutt 


announced by Robert S. Ingersoll, 
Borg-Warner president. 

Nutt, a veteran automotive execu- 
tive and president and general man- 
ager of Borg & Beck since 1955, 
will be succeeded in that position 
by James F. Bere, former president 
of Axelson Mfg. Co., Los Angeles. 


* * * 


Soss Picks Calderwood 


To Manage Sales 


Wendel Calderwood has been ap- 
pointed sales manager for Soss 
Mfg. Co. He had 
been with the 
firm for two 
years as Sales 
representative. 

Soss is a sup- 
plier of automo- 
tive body hard- 
Ware and stamp- 
ing assemblies. 
The company re- 
cently purchased 
all outstanding 
stock of Du-Al 
Mfg. Co., Sioux Falls, S. D., a lead- 
ing manufacturer of loaders and 
accessories for farm tractors. 

of * Bd 





James F. Bere 


W. Calderwood 


Chrysler-Plymouth’s Rice 


St. Louis Regional Manager 


Lawrence G. Rice has been 
named St. Louis regional manager 
for the Chrysler-Plymouth field 
Sales organization. 

He has been in the industry since 
1947 and with Chrysler eight years 
and was prior to this appointment 
assistant manager of Chrysler- 
Plymouth dealer operations in De- 
troit, 

* * * 


Ford Promotes Hodges 


James T. Hodges has been named 
car-merchandising Manager in 
Ford Division’s Kansas City dis- 
trict sales office. He succeeds S. E. 
Cross, who recently was promoted 
to general field manager of the 
Kansas City district. 

* * * 


Autolite Merchandising Post 
Taken Over by Price 


The appointment of R. Price as 
Autolite product merchandising 
Manager for Autolite Division of 
Ford Motor Co. has been announced 
by J. S. French, Division general 
Manager, 


Price will be responsible for de- 
veloping national merchandising 





programs for a variety of Ford- 
manufactured automotive replace- 
ment parts, including Autolite 
spark plugs and batteries, trans- 
missions, carburetors, ignition 
components and wire and cable 
products. 
* * * 


General Tire Ups Doyle 


William M. Doyle has been named 
director of employe service for 
General Tire & Rubber Co., suc- 
ceeding J. J. Loge, who has retired 
after 37 years with General. 

af * +. 


White Shifts Brereton 


John F. Brereton has been named 
controller of the White Division, 
White Motor Co. He had been con- 
troller of White Motor Co. of Can- 
ada, Ltd. 

* * * 


AMC Appoints Halla 
T Head Kansas City Zone 





manager, succeeding R. F. Rowe, 
who has been transferred to a sim- 
ilar position in Chicago. 

Halla joined AMC in 1949 and 
had been St. Louis zone manager 
since 1957. 

os * * 


Pellon Appoints Shakotko 


Automotive Sales Manager 


Pellon Corp., New York, has ap- 
pointed Daniel L. Shakotko to the 
post of automotive sales manager, 
with headquarters 
in Detroit. 

Shakotko spent 
the past 10 years 
with Chrysler 
Corp. For the last 
three years, he 
was purchasing 
agent on the 
Chrysler corpo- 
rate staff. He also 
worked with 

Dodge as pur- 

D. L. Shakotko chasing agent of 

paint and trim from 1956 to 1958. 
* * * 


Kitchin Succeeds Meranda 


In AC’s Detroit Sales Office 


Kenneth T. Kitchin has been 
named to succeed E, W. Meranda 





American Motors has appointed| as head of AC Spark Plug Divi- 
E. V. Halla its Kansas City zone| sion’s equipment sales office in De- 


troit. Meranda has retired after 
serving AC since 1930 in the Detroit 
equipment sales office, 

Kitchin joined AC at Flint in 
1933 as an inspector. He entered 
equipment sales in 1939 and later 
was put in charge of the AC equip- 
ment sales office in Chicago. In 
1959 he became sales manager for 
commercial products of AC’s Mil- 
waukee plants. In 1961 he came to 
Flint as a special analyst. 

* om *« 


Rowe Shifted to Chicago 

R. F. Rowe, Kansas City zone 
manager of American Motors Sales 
Corp. for six years, has been named 
Chicago zone manager, covering 
Indiana, Northern Illinois and 
Iowa. He succeeds V. J. Fillis, who 
has been promoted to Midwest re- 
gional manager. 


Kolb Gets 


* * 


New Post 


R. A. Kolb has been named mer-|# 
chandising manager for Chrysler-| ~ 


Plymouth in the Minneapolis re- 
gion. This is a newly created posi- 
tion. Kolb formerly was city man- 
ager of Chrysler-Plymouth in St. 
Paul. 


* * * 


Love Joins Checker 
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special projects representative for 
Checker Motors Corp. He formerly 
was president and general manager 
of Broadway Automobile Sales, 
Chicago dealership. 
* * 


* 


Trainer Appointed 


Tucker Trainer has been named 
private-brand tire sales representa- 
tive for Firestone Tire & Rubber 
Co. of Calif. He succeeds C. M. 
Barnes, who has been named presi- 
dent of Dayton Rubber Co., a sub- 
sidiary of Firestone. 

+ ea og 


Ampco Elects Roberts 


Sales Vice-President 


Jack L. Roberts has been elected 
sales vice-president of American 
Motor Products 
Co., Fond du Lac, 
Wis. 

Formerly sales 
manager, Roberts 
will assume full 
responsibility for 
coordinating all 
of Ampco’s sales- 
promotion, mar- 
keting and mer- 
chandising activi- 
ties. He will 
maintain head- 
quarters at Ampco’s plant and main 


Jack L, Roberts 


John J. Love has been named! offices in Fond du Lac. 













details on “‘Hickok” seat belts. 


*Use of registered trademark permitted 


THEY'LL SELL BIG IN '62! — what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 
’62 cars. You can bet your seat belt sales 
and profits will boom, so now’s the time 
to stock up! Pictured here is one of 
Hickok's beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 
to $50.00, and the belts pass Federal, State 
and SAE specifications. Available in 11 differ- 
ent colors to match car interiors. The webbing 
is of super-strong Du Pont nylon—so you get 
the extra sales power of the Du Pont name, a 
recognized symbol of quality. Make sure you're 
ready for the big rush by ordering now! Write to 
American Safety Equipment Cor- 
poration, 261 Madison Avenue, 
New York 16, N. Y. for more 


WPOND 
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ernment plans an 
allout drive to 
break up General 
Motorg as it 
did the original 
Standard Oil Co. 
more than half 
a century ago. 
Formation of a 
General Motors 
unit in the Jus- 
tice Department 
at Washington 
hardly can be in- 





Volkswagen Signs Hensen Motors— 

Hensen Motors, Inc., 1750 Harlem Ave., Elmwood Park, Ill., is the newest addition to 
the Volkwagen dealer organization in the Chicago area. The 12,000-square-foot deal- 
ership is operated by Earl Blacher, president, and Leo Eisenberg, general manager. 
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Vhe ealer Stign of Cheality 


by re- 










David J. Wilkie 


terpreted otherwise despite asser- 
tions from the department that 
the move was routine. 

One of the major speculations 
about a possible suit to dismember 
GM, is that the chief objective 
would be to separate Chevrolet 
from General Motors. Chevrolet 
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Withie Views... 


Must Bigness Be Bad? 


By DAVID J. WILKIE | 


DOES THERE HAVE to be a 
penalty for bigness? 

The question is prompted 
newed indications the Federal Gov- 


normally accounts for more than 
half of GM’s total vehicle sales and 
income. 

The financial affairs of the 
various GM divisions never are 
made public. However, Chevrolet 
contributed a healthy slice of the 
$1,189,477,082 net profit the parent 
concern reported for 1955, the 
auto industry’s biggest year. 

The figures are big. But, it should 
be noted, in that year, GM pro- 
vided employment for an average 
of 624,000 workers and paid them 
more than $3,127,000,000 in salaries 
and wages besides paying the 
United States and foreign govern- 
ments $1,353,350,000 in income taxes. 
And of the net income, it reinvest- 
ed $584,303,000 in the business, 

As the figures indicate, GM is 
big, but its very size hag enabled 
it to contribute much to the wel- 
fare of the individual and of so- 
ciety in general in fields unrelated 
to the automobile. Its Research 
Division has developed a great 





KENDALL 
GUARANTEE BOND 


Ask your Kendall Dis- 
tributor about its Unique 
and Exclusive Features, 


or write — 


KENDALL REFINING 


COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists 


Since 1881 


amount of equipment invaluable tg 
medical science. Its refinement of 
the diesel-electric locomotive qiq 
much to reduce operating costg of 
the nation’s railroads. 

* * * 


THERE ARE NUMEROUS other 
scientific advances that got starteq 
in GM’s Research Laboratories ag 
far removed from automotiveg ag 
a nonpoisonous gas for household 
refrigerators, for which today’s 
housewives have to thank the late 
Charles F. Kettering. 

GM’s bigness also enabled it to 
deliver more than $12,300,000,000 
worth of war material in 1940-45, 
The Research Division’s work on 
metal alloys and on production 
processes also has been of major 
importance in the nation’s indus- 
trial development. 

Quite frequently it has been saiq 
that GM sets the wage and price 
pattern for the automobile indus- 
try. This would be extremely diff- 
cult to prove. Contract negotiations 
between management and the 
United Auto Workers always are 
earried on separately with each 
manufacturer and agreements are 
not always reached first with GM. 

As far as price schedules are 
concerned, it is a reasonably safe 
assumption that if GM’s competi- 
tors could profitably price their 
vehicles lower than GM they would 
not hesitate to do so to get greater 
volume. 

GM decides on list prices for its 
own products, including Cadillac, 
Chevrolet, Buick, Oldsmobile and 
Pontiac cars, but each of those 
car divisions competes with the 
others as vigorously as it does with 
American Motors, Chrysler-Plym- 
outh, Dodge, Ford, Lincoln-Mercury 
and Studebaker-Packard. 


* * * 


THE HEADS OF THE various 
GM car divisions and their gen- 
eral sales managers are not at all 
reluctant about boasting of sales 
victories over their companion di- 
visions. 

It is difficult to determine that 
any gains would result for the 
car buyer were the government 
to win a dismemberment suit 
against GM or even one forcing 
the separation of Chevrolet from 
the parent company. 

More likely than not, either of 
these actions would result in in- 
creased production costs for each 
of the GM car divisions and higher 
prices to the car buyer. Separate 
from the parent company, Chev- 

rolet or any other of the several 
divisions would not have unre- 
stricted use of the unmatched Re- 
search Division facilities. 

However, one certainty about any 
possible move to break up GM is 
that the litigation involved would 
last for years. The action most cer- 
tainly would be as long drawn out 
as the Standard Oil monopoly suit 
that ended in 1908, the famed Sel- 
den patent suit that ended just 
half a century ago and the litiga- 
tion to force the duPont interests 
to divest themselves of some 63 
million shares of GM stock. 

After years of court actions, the 
divestiture has been ordered but 

another decade may elapse before 
it is completed. 


5 Firms Receive 
Defense Contracts 


Worth $64 Million 


WASHINGTON. — Defense con- 
tracts amounting to $64,250,000 
have been awarded by the Federal 
government to five automotive 
companies in Michigan and Indi- 
ana. 

Chrysler Corp. received a $165 
million order for 405 M-60 tanks, 
and Ford Motor Co. was awarded 4 
$10 million contract for 5,000 quar- 
ter-ton trucks. 

At its Reo plant in Lansing, 
White Motor Co. will produce 2,500 
2%-ton trucks for $8,250,000, while 
International Harvester will build 
4,000 M-39 five-ton trucks at its 
Fort Wayne (Ind.) plant under 4 
$22 million contract. 

Continental Motors Corp. receiv- 
ed two contracts. It will provide 527 
M-88 diesel tank engines for $4 
million, and 405 M-60 tank-recovery 
vehicles engines for $3.5 million. 
The latter will be 850-horsepower 
fuel-injection power plants. 


Checker Signs Potter 


COLUMBUS, O.—Ed Potter, Inc, 
976 E. Fifth Ave., has been appoint- 
ed a Checker dealer. 
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Improved Latches 
Are Saving Lives, 


Improved car-door latches, which 
reduce the likelihood of doors 
springing open in accidents, are 
saving hundreds of lives each year, 
according to a study by Cornell 
University’s; Automotive Crash In- 
jury Research program. 

The improved latches were intro- 
duced on 1956 models. The Cornell 
researchers checked 14,135 cars in- 
Volved in injury-producing acci- 
dents and found that door-opening 
crashes were 33 percent less fre- 
quent among cars with the new 
latches than among older models. 

Occupant ejection was cut about 
40 percent and dangerous and fatal 
injuries were reduced about 12 per- 








— completely equipped with SNAp-oNn shop 
equipment. 

Here, where the customer is king and the em- 
phasis is on quality, efficiency and speed, the 
tools must match the job to be done. That’s why 
a SNAP-ON Master Analyzer®, Distrib-U-Scope® 
and Anal-O-Scope® were decided upon after in- 
vestigation of several makes. 

Robert D. Swanson, Director of Service, 
trained 16 men in the use of the equipment with 
the help of SNAP-ON experts. Eventually the tune- 
up tools will be available and manned around 
the clock. 

There’s no trick in getting your share of the 
benefits when using SNAP-ON tune-up equipment. 
Your SNAP-ON man can tell you more about the 
tools you need to make YOUR job easier, faster, 
more profitable. Ask him for a demonstration. 


cent. Cornell said the study con- 
firmed an earlier estimate that 
“perfect” door latches could slash 
the auto death toll by 25 percent. 
The earlier study contended that 


Mechanic uses SNAP-ON Master Analyzer 
on one of 250 cars that go through the 


“Z" Frank Giant Service Center daily. SERVICE-BACKED SHOP EQUIPMENT 





5,500 lives could be saved each year 
if doors did not spring open in auto 
crashes, 


SNAP-ON 


8082-K 28TH AVENUE 


KENOSHA, WISCONSIN 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Minneapolis 

New-car deliveries in Minneapo- 
lis and Hennepin County totalled 
3,669 in October, compared with 
3,900 in the year-ago month, ac- 
cording to Finance and Commerce, 
business newspaper. 

By makes, registrations were: 
Chevrolet, 964; Ford, 374; Rambler, 
248; Oldsmobile, 224; Falcon, 167; 
Plymouth, 167; Pontiac, 165; Buick, 
163; Dodge, 134; Corvair, 114; Val- 
iant, 106; Buick Special, 100; Volks- 
wagen, 90; Cadillac, 82; Chrysler, 
77; Renault, 65; Studebaker, 61; 
Comet, 58; Mercury, 58; Tempest, 
58; F-85, 48; Chevy II, 20; Lancer, 
18; Lincoln, 17; Peugeot, 15; Tri- 
umph, 10; Fiat, 9; Morris, 9; Aus- 
tin, 8; Imperial, 8; MG, 5; Volvo, 5; 
Mercedes-Benz, 3; Austin-Healey, 
2; Willys, 1, and miscellaneous, 16. 

New-truck registrations number- 
ed 223, compared with 187 a year 
earlier. By makes, they were: 
Chevrolet, 92; Ford, 60; Interna- 








What do th 


have in common‘ 





Motorists who care for their cars. . 
icemen who care for their customers. . . 


tional, 33; Dodge, 14; GMC, 6; Wil- 
lys, 5; Volkswagen, 4; Divco, 2; 
Studebaker, 2; Mack, 1; White, 1, 
and miscellaneous, 3. 
—DonaLp M, Lyons 
* * * 


Louisville 

A total of 1,580 new cars were 
registered in Louisville during Oc- 
tober, compared with 1,356 in Sep- 

tember. 

For the first 10 months of the 
year, the count was 13,375 for 1961 
and 17,642 for 1960. 

By makes, October registrations 
were: Chevrolet, 447; Ford, 426; 
Rambler, 106; Plymouth, 89; Olds- 
mobile, 87; Mercury, 86; Pontiac, 
75; Buick, 74; Dodge, 42; Volks- 
wagen, 34; Renault, 30; Cadillac, 
28; Chrysler, 18; Comet, 11; Stu- 
debaker, 6; Lincoln, 4; Metropoli- 
tan, 3; Simca, 2; Sunbeam, 2; 
Willys, 2; Imperial, 1, and mis- 
cellaneous, 7. 

New-truck registrations totalled 
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that WoLF’s HEapD Oil is truly the finest of the 
fine. There’s a reason—-WoLF’s, HEaD is 100% 
Pure Pennsyivania, Tri-Ex refined three im- 
portant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 


common lubrication . . . 
erating and upkeep costs . . 


uncommonly low op- 
. truly uncommon 


quality. That’s why many motorists who care 


for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


192, compared with 204 a month 
earlier. The 10-month totals were 
1,569 this year and 1,826 last year. 
By makes, October registrations 
were: Ford, 72; Chevrolet, 56; In- 
ternational, 36; Volkswagen, 9; 
GMC, 8; White, 3; Diamond T, 1; 
Dodge, 1; Willys, 1, and miscellane- 
ous, 5. . 
—A. W. WiuiamMs 


* * * 


Houston 

Houston registrations of new cars 
numbered 4,906 in October, com- 
pared with 3,620 in September, 

By makes, they were: Chevrolet, 
754; Ford, 653; Falcon, 424; Olds- 
mobile, 288; Pontiac, 264; Buick, 
203; Rambler, 193; Corvair, 156; 
Comet, 136; Volkswagen, 119; Cad- 
illac, 99; Tempest, 85; Mercury, 82; 
Plymouth, 74; Dodge, 69; Valiant, 
69; Studebaker, 60, and Chrysler, 
55. 

Lancer, 54; Buick Special, 46; 
Lincoln, 38; F-85, 35; Renault, 
24; Volvo, 20; Triumph, 15; Mer- 
cedes-Benz, 12; MG, 12; Imperial, 
11; Metropolitan, 11; Austin-Hea- 
ley, 8; Willys, 8; NSU, 6; Hillman, 
5; Fiat, 4; Sunbeam, 3; Alfa 
Romeo, 2; Austin, 2; BMW, 2; 
Jaguar, 2; Morris, 2; Peugeot, 2; 
Porsche, 2, and miscellaneous, 4. 

New-truck registrations totalled 
793 in October, compared with 779 
a month earlier. By makes: Ford, 
266; Chevrolet, 262; International, 
136; GMC, 53; Dodge, 15; Mack, 13; 
Willys, 11; Volkswagen, 8; White, 
7; Datsun, 6; FWD, 6; Morris, 2; 
Renault, 2; Studebaker, 2; Diamond 
T, 1, and miscellaneous, 3. 
—Rusy FENoGLIO 
* * * 


Youngstown, O. 

New-car registrations in Maho- 
ning County (Youngstown), O., to- 
talled 920 in October, compared 
with 576 a month earlier. 

Used-car transactions numbered 
1,494, compared with 1,292 the pre- 
vious month, 

By makes, new-car registra- 
tions were: Chevrolet, 214; Ford, 
143; Pontiac, 87; Dodge, 82; Fal- 
con, 61; Buick, 48; Oldsmobile, 
47; Rambler, 38; Cadillac, 37; Cor- 
vair, 33; Plymouth, 30; Valiant, 
25; Comet, 21; Mercury, 17; 
Chrysler, 15; Studebaker, 9; 
Volkswagen, 9; Lincoln, 1, and 
miscellaneous, 3. 

New-truck registrations amount- 
ed to 77 in October, compared with 
67 in September. By makes: Chev- 
rolet, 31; Ford, 15; GMC, 8; Dodge, 
7; International, 5; Willys, 5; Mack, 
1; Studebaker, 1, and miscellane- 


ous, 4, 
* ~*~ a 


Omaha 

October new-car sales in Omaha 
totalled 1,360, nearly double the 743 
recorded a month earlier. 

Leaders were Chevrolet, 348; 
Ford, 342; Plymouth, 106; Oldsmo- 
bile, 81; Pontiac, 69, and Volkswag- 
en, 57. 

October truck registrations 
amounted to 156, compared with 85 
in September. Leaders were: Ford, 
56; Chevrolet, 33; Dodge and Inter- 
national, 17 each, and GMC, 10. 

—ARTHUR R.. OLESON 
cd * * 


Cleveland 


New-car sales in the Cleveland 
area totalled 7,055 in October to 
soar 80 percent above the previous 
month’s 3,909 and 2 percent above 
the 6,854 recorded in October, 1960. 

By makes, registrations were: 
Chevrolet, 1,550; Ford, 1,152; Pon- 
tiac, 582; Falcon, 479; Buick, 453; 
Oldsmobile, 449; Dodge, 374; 
Rambler, 343; Comet, 332; Cor- 
vair, 330; Plymouth, 211; Cadil- 
lac, 185; Valiant, 118; Chrysler, 
116; Mercury, 116; Studebaker, 
72; Volkswagen, 52; Lincoln, 29; 
Checker, 20; Imperial, 16; Re- 
nault, 16; Mercedes-Benz, 7; Met- 
ropolitan, 7; Triumph, 7; Fiat, 6; 
Morris, 5; Saab, 5; MG, 4; Volvo, 
4; Jaguar, 3; Sunbeam, 3; Alfa 
Romeo, 2; Austin, 2; Peugeot, 2; 
Checker, 1, and miscellaneous, 2. 

Used-car sales for the month 
were 24,365, compared with 20,871 
a month earlier and 22,856 a year 
earlier, 

New-truck registrations in Octo- 
ber totalled 338, compared with 323 
in September and 351 in October, 


























First-Prize Winner— 


These materials, prepared for the dealer introduction of the 1962 Cadillac, won 
a first prize in the Point-of-Purchase Advertising Institute's second annual merchandis- 
ing award contest, The materials were produced by Display Corp. of Milwaukee. 
The company won two other first prizes and a merit award. 


1960. Used-truck sales numbered 
993, compared with 876 a month 
earlier and 909 a year earlier. 

October new-truck registrations 
by makes were: Chevrolet, 67; Ford, 
61; Corvair, 37; White, 32; Inter- 
national, 31; Willys, 31; Dodge, 27; 
GMC, 22; Falcon, 16; Volkswagen, 
4; Divco, 2; Mack, 2; Reo, 2; Auto- 
car, 1, and miscellaneous, 2. 


—SANFORD MARKEY 
oe - e 


Sioux City, Ia. 

New-car registrations in Wood- 
bury County (Sioux City), Ia., total- 
led 295 in October, compared with 
186 in September and 401 in Octo- 
ber, 1960. 

By makes, registrations were: 
Chevrolet, 76; Ford, 75; Buick, 
25; Plymouth, 18; Oldsmobile, 17; 
Pontiac, 17; Cadillac, 12; Dodge, 
10; Volkswagen, 10; Mercury, 8; 
Comet, 6; Rambler, 6; Chrysler, 
5; Studebaker, 4; Lincoln, 3, and 
miscellaneous, 3. 

New-truck registrations number- 
ed 41 in October, compared with 
32 a month earlier and 29 a year 
earlier. By makes: Chevrolet, 17; 
Ford, 16; International, 4; GMC, 2; 
Dodge, 1, and Volkswagen, a 

x * 


Miami 

New-car registrations in the 
Miami area for October totalled 
4,994, compared with only 2,386 in 
September. 

By makes, registrations were: 
Chevrolet, 1,205; Ford, 665; Falcon, 
580; Rambler, 478; Corvair, 328; 
Oldsmobile, 195; Pontiac, 175; 
Volkswagen, 166; Cadillac, 134; 
Buick, 127; Comet, 116; Studebaker, 
116; Dodge, 88; Valiant, 82; Tem- 
pest, 64; Plymouth, 60; Buick Spe- 
cial, 51; Lancer, 50, and Mercury, 
50. 

Simea, 44; Lincoln, 38; Chrys- 
ler, 33; F-85, 29; Metropolitan, 17; 
Triumph, 10; Fiat, 9; Mercedes- 
Benz, 9; Volvo, 9; Austin 7; Sun- 
beam, 7; MG, 6; Renault, 6; Jag- 
uar, 5; Hillman, 4; Imperial, 4; 
Datsun, 3; Morris, 3; Vespa, 3; 
Alfa Romeo, 2; Auto Union, 2; 
DKW, 2; Porsche, 2, and miscel- 
laneous, 10. 

New-truck registrations totalled 
288, compared with 234 the previous 
month. By makes: Ford, 129; Chev- 
rolet, 63; International, 33; GMC, 
28: Volkswagen, 13; Dodge, 6; 
White, 5; Mack, 4; Willys, 4; Stu- 
debaker, 1, and miscellaneous, 2. 

—TrREScOT GOODE 
* * * 


Dayton 
New-car sales in the Dayton area 
totalled 2,079 in October, compared 
with 1,320 in September and 1,983 
in October, 1960. 
Sales by makes were: Chevrolet, 


451; Ford, 234; Oldsmobile, 146; 
Falcon, 143; Corvair, 125; Buick, 
122; Pontiac, 109; Rambler, 102; 


Tempest, 68; Cadillac, 54; Dodge, 
51; Comet, 45; Plymouth, 44; Re- 
nault, 38; Chrysler, 32; Mercury, 
30; Valiant, 28; Lancer, 20; Stude- 
baker, 20; Volkswagen, 17; Lincoln, 


8; Willys, 4, and miscellaneous, 22. 
x * 


Plymouth, 133; Rambler, 128: 
Dodge, 119; Buick, 106; Mercury, 
96; Cadillac, 60; Volkswagen, 48; 
Comet, 30; Chrysler, 22; Stude- 
baker, 21; Corvair, 19; Lincoln, 9; 
Renault, 8; Simca, 8; Austin, 7; 
Mercedes-Benz, 6; Fiat, 4; Morris, 
4; Willys, 3; Imperial, 2; Sunbeam, 
2; Triumph, 2, and miscellaneous, 6. 
o* * 


Birmingham, Ala. 

A total of 1,907 new cars was 
registered in Birmingham, Ala., in 
October for a substantial gain over 
September. 

Some registrations may have car- 
ried over, however, because the li- 
cense year begins Oct, 1. 

By makes, registrations were: 
Chevrolet, 575; Ford, 231; Falcon, 
172; Pontiac, 131; Oldsmobile, 116; 
Corvair, 103; Buick, 102; Rambler, 
83; Volkswagen, 72; Dodge, 64; 
Cadillac, 49; Comet, 48; Plymouth, 
33; Valiant, 27; Chrysler, 19; Mer- 
cury, 18; Lincoln, 12; Imperial, 5; 
Mercedes-Benz, 5; Morris, 5; Aus- 
tin, 4; Renault, 4; Triumph, 3; Fiat, 
2, and miscellaneous, 7. 

—Srvuart RIppie 





South Dakotans Prefer 
Big Cars, Survey Finds 

PIERRE, S. D.—The State High- 
way Department’s Research and 
Planning Division has concluded 
that South Dakotans still prefer 
big cars, but tourists seem to like 
small imports and domestic com- 
pacts. 

Surveys conducted during the 
summer’s peak vacation months 
showed that 5.3 percent of the 60,- 
825 cars counted were small or 
compact models. Cars bearing out- 
state licenses accounted for 38.5 
percent of the total traffic count. 
But 45.8 percent of the American 
compacts belonged to tourists, and 
58.3 percent of the imports were 
driven by visitors. 











Columbus, O. 

A total of 2,338 new cars were 
registered in Franklin County 
(Columbus), O., in October, com- 
pared with 1,612 a month earlier 
and 2,333 a year earlier. 

By makes, registrations were: 
Chevrolet, 624; Ford, 327; Falcon, 
224; Pontiac, 168; Oldsmobile, 152; 
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Financial 





Increases in sales and net earn- 
jngs of White Motor Co. for the 
first nine months of 1961 over the 
like period in 1960 have been re- 
ported by R, F. Black, chairman. 
He said the order backlog in the 
truck divisions has more than dou- 
bled since the beginning of the 
year. 

Net sales for the first nine 
months, including operations of the 
farm-equipment business acquired 
Oct. 31, 1960, were $251,187,162, ap- 
proximately 13 percent greater 
than the $221,850,093 recorded for 
the like period in 1960, Black said. 
Net income for the nine-month pe- 
riod was $6,579,250, compared with 
$6,445,975 a year ago, he added. 

Black said that barring unfore- 
seen developments the fourth quar- 
ter should represent a considerable 
improvement in sales and net earn- 
ings over the third quarter. Pro- 
jections for the industry, he said, 
indicate an increase in demand for 
trucks of from 15 to 20 percent in 
1962. 


Profit Declines 
At U. S. Rubber 


Net income of United States 
Rubber Co. was $20,138,035 in the 
first nine months of 1961, compared 
with $25,490,427 in the same period 
last year. 

Net sales for the first three quar- 
ters were $699,744,607, compared 
with $739,624,625 last year. 

Sales in the third quarter alone 
were $225,702,692, compared with 
$229,435,978 for the like 1960 period. 
Third-quarter net income totalled 
$6,434,708, compared with $6,985,229 
in the like period last year. 


CIT F nancial 
Increases Profit 


Consolidated net earnings of CIT 
Financial Corp. for the first nine 
months amounted to $33,486,000, 
compared with $32,997,000 for the 
like period last year. 

For the third quarter, net earn- 
ings were $12,057,000, compared 
with $11,801,000 for the third quar- 
ter of 1960. 

Outstanding receivables of CIT’s 
financing, factoring and leasing 
subsidiaries amounted to $2,091,116,- 
000 at Sept. 30, compared with 
$2,271,447,000 at the close of the 
1960 third quarter. The volume of 
receivables acquired in the first 
nine months of 1961 aggregated 
$2,865,049,000, compared with $3,- 
572,973,000 in the like 1960 period. 


Eo * * 
Hastings Profit Rises 
Hastings Mfg. Co., Hastings, 
Mich., reported a profit of $618,393 
for the first nine months of this 
year, up from the $451,946 earned 


in the like period of last year, 
* * * 


Third-Quarter Earnings 


Rise at Bohn Aluminum 


Bohn Aluminum & Brass Corp. 
reported net earnings of $149,599 
in the third quarter, compared with 
$60,468 in the corresponding 1960 
period. 

President Terry W. Kuhn said 
higher sales and “substantially 
higher operating profits than in the 
fourth quarter of 1960” are expect- 
ed in this year’s final quarter. 

* * * 


Goodyear Reports 
Sales, Profit Gains 


Goodyear Tire & Rubber Co, in- 
creased its sales and earnings in 
the third quarter of this year and 
reported net income for the first 
nine months ahead of 1960, al- 
though sales for the same period 
Were moderately lower, the com- 
pany announced. 

Net income for the third quarter 
Tose to $18,920,143, compared with 
$15,205,334, an increase of 24.4 per- 
cent. Consolidated net sales for the 
third quarter were $371,144,441, 
compared with $368,717,553 in 1960, 
4n increase of 0.7 percent. 

Net income for the first nine 
months amounted to $57,391,820, 
Compared with $52,899,557 for the 
like 1960 period, an increase of 8.5 
percent, Consolidated net sales in 
1961 for nine months totalled 
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$1,097,296,270, a decrease of 7.4 per- 
cent from the $1,184,526,548 of last 
year. 
* ok OK 
Berman Leasing 


Berman Leasing Co., Philadel- 
phia, report for the three months 
ended Sept. 30, 1961 vs. 1960: In- 
come from all sources, $6,271,054 
and $5,544,543; net income, $252,882 
and $262,351. 


* * * 


Standard-Thomson 
Standard-Thomson Corp., Wal- 
tham, Mass., has announced third- 
quarter earnings of $176,703, and 
sales of $2,071,545. 


*x * * 


Sanders Associates 


Sanders Associates, Inc., fiscal 


year, 1961 vs. 1960: Earnings, a rec- 
ord $879,849 and $458,186; sales, $21,- 
385,839 and $17,479,495. 


* * * 


Hupp 
supp Corp., recorded sales of 


$60,577,000 in the first nine months 
of 1961, a gain of $4.2 million over 


the previous year. Net profit 
dropped to $61,000 from $785,000 in 
the 1960 period. 


* * * 


Gulf & Western 


Gulf & Western Industries, Inc., 
reported net earnings of $1 million 
in fiscal 1961, compared with $706,- 
000 a year earlier. Sales were $33.8 
million, compared with $28 million 
in 1960. 

* od * 


Nine-Month Sales, Earnings 


Up, Federal-Mogul Reports 


Sales of $96,161,000 and net earn- 
ings of $9,311,000 for the first nine 
months of 1961 have been reported 
by G. S. Peppiatt, president, Fed- 
eral-Mogul-Bower Bearings. 

In the corresponding period of 
1960, sales totalled $90,404,000 and 
earnings were $7,277,000, Peppiatt 
said. 

* * * 


McLouth Steel Earnings Off 


$3.8 Million from Year Ago 


McLouth Steel Corp. reported 
net earnings for the nine months 
ended Sept. 30 were $9,310,023. 
This compares with earnings of 
$13,120,965 in the like period of 
last year. 

Earnings in the third quarter 
of 1961 were $2,142,572, compared 
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last year. Third-quarter earnings 
were $1,119,997 this year and $721,- 
929 last year. 

a * 


Motor Wheel Reports Loss 


Of $538,625 for 9 Months 


Motor Wheel Corp., Lansing, for 
the nine months ended Sept. 30, re- 
-| ported a loss of $538,625, compared 
with earnings of $264,695 for the 
comparable period last year. Sales 
were $31,954,101, compared with 
$43,929,518. 

The third-quarter loss was re- 
ported as $132,897, compared with 
$240,162 in the like period of last 
year. Sales were $10,306,937, com- 
pared with $11,226,765. 

* * * 





Sales and Income Rise 


For Minnesota Mining 


Minnesota Mining & Mfg. Co. re- 
ported sales of $157,434,905 for the 
three months ended Sept. 30, com- 
pared with $140,133,725 for the same 
period a year ago. Net income for 
the third quarter was $18,974,822, 
up from $17,768,363 for the same 
period last year. 

° e For the first nine months, sales 
Houdaille P rofit D tps totalled $448,149,263, with earnings 

Houdaille Industries, Inc., Buf-| of $53,289,951. This compares with 
falo, reported a profit of $1,839,057] sales of $403,146,898 and earnings of 
in the first nine months, compared | $50,134,365 for the first nine months 
with $2,023,189 in the like period of | of 1960. 


a oe 


“Quiet, economical, powerful, 
with a bit of the playboy in styl- 
ing—’ 





with $3,445,658 in the same quar- 
ter of 1960. 


x * * 


Single molding has red lens 


section, clear housing 


On the 1961 Lark—Housing and lens 
are a one-piece Plexiglas molding! 


In finished part, clear 


housing is metallized on 


second surface; small side-jewel 


section is sprayed red 


The 1961 Studebaker Lark one-piece tail light 
‘“‘assembly’”’ shown above is produced by double- 
molding red and crystal-clear PLEXIGLAS® acrylic 
plastic. The combined lens-and-housing is a first- 
time part in the automotive industry. 


The advantages? An all-acrylic unit with hand- 
some appearance, great strength and weather re- 
sistance, and a gleaming metallized section that 
stays bright . . . at a cost reduction of approximately 
30% compared with the traditional assembly of 
lens, die-cast housing and gaskets. 


There are many opportunities for obtaining im- 
proved performance at lower cost in today’s cars, 


PLEXIGLAS 





by using parts molded of PLEXIGLAS (and Rohm & 
Haas IMPLEX®, the high impact acrylic). Our de- 
sign staff and technical representatives will be 
pleased to discuss specific parts with you in detail. 


RO Ls IVI 
HAAS 


PHILADELPHIA S,PA. 


rd 





Detroit Representative: FR. C. Oglesby, Nor-Way Building, 20211 Greenfield 
Road, BRoadway 3-067 4. 


In Canada: Rohm & Haas Company of Canada, Ltd., West Hill, Ontario. 
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Texas Independents 
Ask License Revision 


By William Stone 
Staff Correspondent 

FORT WORTH. — Members of 
the Texas Independent Automobile 
Dealers Assn., meeting here in the 
association’s 17th annual conven- 
tion, went on record as seeking a 
revision in the state’s dealer licens- 
ing law. 

Under its provision, it was 
stated, an individual may start 
an auto business by obtaining a 
store license for $5 and dealer 
plates for $15. 

Operating from his home, with 
no overhead, no service and only 
one car in his inventory, the in- 
dividual may operate legally 
against the “legitimate independ- 
ent” on an inequitable basis, it was 
brought out. 

As a result of this law, it was 
noted, on one Texas airbase there 
were 300 dealers, and at another, 
150. While these dealers are legal, 
the association claimed it was ridic- 
ulous and costly competition. 

Principal speaker at the conven- 
tion was H. C. Pittman, executive 
vice-president of the Texas Auto- 
mobile Dealers Assn., who said the 
independent car dealer is selected 
invariably to run with the ball in 
civic work because he is a livewire, 
that he has the know-how, the 
leadership and executive ability, 
but that his potential has yet to 
be exploited to the fullest extent, 
particularly, in politics at the city, 
county, state and national levels. 
Pittman told TIADA members 
that some of the problems facing 
the industry are the possibility of 
an increase in the wage and hour 
law, continuation of attempts to 
unionize auto salesmen and inter- 
est and insurance legislation. He 
said that only by renewed and con- 
stant activity in civic matters and 
association programs can the in- 
dependent dealer be assured that 
his rights will receive considera- 
tion. 

For an association to be a force 
in legislative activity, it must be 
represented numerically, Pittman 
said, and “it is a waste of time, 
effort and money for a presenta- 
tion to be made before a commit- 
tee considering a bill if the as- 
sociation has only a _ corporal’s 
guard as members.” 

In an informal panel discussion, 
problems affecting the independent 
dealer were discussed. Among these 
were advertising, inventories and 
state closing laws. 

Under the latter, lots must close 
either Saturday or Sunday. Con- 
cern was voiced that there might 
be some Sunday openings and Sat- 
urday closings by independents. 

In an idea workshop, the dele- 
gates were invited to present mer- 
chandising practices they had 
found helpful in their operations. 
In making a presentation to a cus- 
tomer, a demonstration ride was 
declared to be a necessity in clos- 
ing a deal. 

The cost of a dealer’s operation 
also was discussed in the work- 
shop. The delegates were urged 
to keep books on their costs and 
refer to them constantly in deter- 


Seiberling Rubber 
Is 40 Years Old 


AKRON.—Seiberling Rubber Co., 
one of the 10 largest tire companies 
in the United States, will celebrate 
its 40th anniversary Nov. 21. 

Founded in 1921 by F. A. and 
C. W. Seiberling, the firm has 
grown into a $50 million a year 
business with 2,500 employes in the 
U.S. and Canada. 

In addition to producing car and 
truck tires, Seiberling manufac- 
tures plastics, shoe products and 
auto floor mats. 


Feld Chevrolet Elects 2 


MAPLEWOOD, Mo.— Robert L. 
Wolfson, president, has announced 
the election of David S. Sher as 
vice-president and Earl J. Wehr- 
heim as secretary-treasurer of Feld 
Chevrolet. Both men have been as- 
sociated with Feld since 1949. 


mining whether they are realiz- 
ing a profit on their investment. 

Among other problems probed at 
the convention were: How can the 
association step up dues collections 
from members? Should the associa- 
tion bulletin be mailed to all deal- 
ers, whether members or non- 
members? Should a grievance com- 
mittee be set up as a monitor on 
the Saturday-Sunday closing law? 
How can the association attract 
new members? 

The delegates were optimistic in 
regard to 1962 business prospects 
and felt that it would be a good 
year and deals on cars profitable. 

J. O. Woodard, Dallas, was elect- 
ed president of TIADA, succeed- 
ing Doyle Renfro, Odessa. 

Other officers are Edward 
Fertsch, Lubbock, vice-president; 
Cliff Magers, Fort Worth, vice- 
president; George Swain, San An- 
tonio, vice-president; Raford Gil- 
lian, Big Spring, secretary, and 
Lewis Byars, Fort Worth, treasurer. 
Thomas Blundell is general man- 
ager. John Geary, Fort Worth, was 
convention chairman. 

Site for the 1962 convention will 
be selected in January. 


Willys Staging 
Dealer Contest 


With No Quotas 


TOLEDO. — A two-month na- 
tional sales contest in which all 
Jeep dealers are automatically en- 
rolled is being offered by Willys 
Motors, Inc., with merchandise and 
expense-paid vacations as _ prizes, 
according to C, M. Ritchey, direc- 
tor of advertising and public re- 
lations. 

Described as the “Jeep Sales 
Stamp-ede,” the contest is based 
on a point system in which deal- 
ers are credited with points for 
each retail sale of a vehicle and 
the purchase of a replacement unit 
from the factory. Additional points 
are offered for wholesale purchases 
of parts and accessories and spe- 
cial equipment. 

“Unlike conventional sales con- 
tests,’ Ritchey explained, “there 
are no quotas to meet and no mini- 
mum qualifying requirements, The 
dealer competes only with him- 
self, and his rewards are in direct 
relation to his individual efforts.” 

Contest-point credits are repre- 
sented by certificates in the form 
of large, four-by-seven-inch 
stamps, with colorful illustrations 
depicting a Jeep Universal in a 
cattle roundup scene. Completion 
of the two-part retail sale and 
wholesale purchase stamp gains 800 
points for the dealer. 

Similar stamps, with a blank 
space for entering of point values, 
are awarded on the basis of two 
points for each dollar the dealer 
spends in the purchase of parts 
and accessories and factory-ap- 
proved special equipment. 

Ritchey said that the stamps 
may be redeemed at any time dur- 
ing the contest period or they may 
be accumulated for larger mer- 
chandise prizes or travel awards. 
Dealers may take advantage of the 


vacation awards until June 1, 1962. 
* * K 







~| best friends that our economic sys- 
-|tem has. 
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‘Sales Stamp-ede'— 


C. M. Ritchey, left, advertising and 
public relations manager for Willys, and 
Robert B. Kent, sales promotion manager, 
discuss material prepared for the ‘Jeep 
Sales Stamp-ede"’ dealer contest in which 
merchandise and expense-paid vacations 
are the prizes. 


Inviting Service Entrance— 


front of the building. The dealership has 


a parking area of 68,000 square feet. The firm is operated by S. P. Hubbard, president. 


Kefauver Predicts Gains 
For Finance Divorce Bill 


NEW YORK.—Senator Estes Ke- 
fauver, Tennessee Democrat, has 
predicted that there will be some 
progress in Congress next year on 
the bill to divorce auto companies 
from their financing subsidiaries. 

He made the prediction in a 

speech at the annual convention 
of the American Finance Con- 
ference, a trade association com- 
posed of most of the nation’s in- 
dependent sales finance com- 
panies. 

The bill, H.R. 71, would bar auto 
companies from having finance sub- 
sidiaries and, thereby, would force 

| Ford and General Motors to give 
up their finance units. The bill has 
the support of the AFC. 

A House subcommittee has al- 
ready held hearings on the bill and 
could vote on it when Congress re- 
convenes in January. Kefauver 
looks for House approval of the 
measure, He said: 

“When this bill is approved by 
the House—and I hope and expect 
it will be during the second ses- 
sion of the 87th Congress, I will 
recommend that our Senate sub- 
committee take it up promptly for 
consideration. 

“My increased optimism about 
this legislation is based on a 
single reason: Official and public 
awareness of business concentra- 
tion, high prices and antitrust 
enforcement is probably greater 
today than it has been in many 
years.” 

Kefauver reviewed the current 
surge of governmental activity on 
antitrust matters, price fixing and 
mergers. He also noted that there 
are a large number of pending bills 
that would strengthen the Federal 
government’s hand in these areas. 

“Some segments of the business 
world look at the recent increase 
in government antitrust activity as 
‘business harrassment,’” Kefauver 

said. 

“It represents nothing of the 
kind; rather, it is our American 
way of saying that we shall pre- 
serve our charters of economic 
freedom, without which we would 
not today be the world’s strongest 
economic nation. 

“The time for businessmen to 
worry is when our antitrust laws 
are not enforced in the presence 
of a clear need for them to be’ 
enforced. The people in the anti- 
trust agencies are protecting our 
free-enterprise system and in 
this they deserve and should have 
our support—not our condemna- 
tion. 

“Strong antitrust laws are the 


They are the business- 
man’s best friend. I hope we all 
remember that.” 

In other convention business, del- 
egates heard a hopeful report on 
the bill to force auto companies to 
give up their finance subsidiaries 
from an AFC official, elected offic- 
ers and heard the conference’s out- 
going president declare that indi- 
cations are that the use of install- 
ment credit will continue to grow. 

Michael B. Deane reviewed the 
government’s disputes with General 
Motors and the testimony that has 
been presented in favor of the bill 
that would ban auto companies 
from the finance field. 

He also recalled the AFC ef- 
fort to have the bill passed and 
said AFC is seeking the support 
of other groups in the fight, in- 









The new facilities of Hubbard Olds-Cadillac Co., Odessa, Tex., were designed with 
an emphasis on service. Note the big and easily accessible service entrance at the 
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24 Dealers Picked 
On Dodge Council; 
Meet Next Week 


DETROIT. — Twenty-four Dodge 
dealers have been named to the 
national committee of the Dodge 
| Dealers Advisory Conference, The 

national group will meet Nov. 27.29 
in Detroit. 

Eighteen of the dealers, as chair- 
men of regional dealer conferences, 
automatically become members of 
the national conference. The other 
six dealers were selected as mem- 
bers-at-large. 

Those elected are: C. E. Ringer 
St. Petersburg, Fla.; Wilbur Haw. 
kins, Randolph, Mass.; John Pp. 
Hughes jr., Lynchburg, Va.; Wal- 
lace W. Rank, Milwaukee; F. M 
Sutter, Columbus, Ind.; John 4, 
McKeon, El Paso, Tex.; David T 
Roney, Detroit, and Jack Clark, 
Oklahoma City. 

J. Robert Wegge, Pasadena, 
Calif.; E. C. Atkinson jr., Baton 
Rouge, La.; Leslie D. Eversole, La- 
Crosse, Wis.; George Tunis, Free- 
port, N. Y.; Paul E. Johnson, West 
Reading, Pa; H. E. Johnson, 
Youngstown, O.; Harold Walsh, 
Everett, Wash.; John Drew, Sacra- 
mento, Calif.; Mike Rendaci, Clin- 
ton, Ind., and Dan J. Curtin, Syra- 
cuse. 

Members-at-large are: Robert 
Brost, Buffalo; Edward DiBenedet- 
to, Bayside, N. Y.; G. C. Dowell, 
Lubbock, Tex.; T. Carey Ilderton, 
High Point, N. C.; William Massey, 
Jacksonville, Fla., and Tom E, Ped- 
erson, Vancouver, Wash. 


over 22,000 square feet under roof, and 





cluding the National Federation 
of Small Business, the United 
Auto Workers and the Farmers 
Union. 

Noting that the Kennedy admin- 
istration may support the bill, 
Deane said: “We feel that public 
support by the White House will 
convince many members of Con- 
gress who are now undecided to 
vote in favor of H.R. 71.” 

He said the bill needed grass- 
roots support to win passage and 
urged AFC members to work for 
the bill at the local level. 

The conference elected Vernon 
Hinkle president and Richard E. 
Meier chairman of the executive 
committee. 

Hinkle is president of Bankers 
Investment Co., Hutchinson, Kans., 
and Meier is board chairman of 
Interstate Finance Corp., Evans- 
ville, Ind. 

Elected vice-presidents were O. 
C. Carmichael jr., board chair- 
man, Associates Investment Co., 
South Bend, and Jack Lamp! jr., 
or Sun Finance and Loan 

0. 

Reelected treasurer was James S. 
Mentzer, American Security Divi- 
sion of ASC Corp., Marion, Ind. 

Current signs of strength in con- 
sumer durable goods sales and 
long-term prospects in these mar- 
kets point to rising use of install- 
ment credit, the conference was 
told by its retiring president. 

In a keynote speech, Robert R. 
Snodgrass said that “in recent 
weeks there have been encouraging 
signs of upturns in sales of the 
products we finance.” 

Snodgrass is president of Atlas 
Finance Co., Atlanta. 

“Underlying an increased de- 
mand for new cars is a big sup- 
ply of cars older than normal, 
and more favorable attitudes by 
consumers as to buying plans,” 
said the AFC officer. 

As a long-range good omen, 
Snodgrass said: 

“In the next 10 years, the fastest 
growing part of our population will 
be young adults aged 20 to 29. 
These people, starting up homes 
and families, will need to buy lots 
of ‘big-ticket’ goods—and buy them 
on time.” 



















Council Is Set Up 
To Give Women 


Auto World News 


NEW YORK.— The Automotive 
Council for Women, a specialized 
information service for women 
motorists, has been_ established 
here by N. Jeanne Wertz, a busi- 
nesswoman long active in the auto- 
motive world. 

She said the council was formed 
to serve not only women motorists, 
“but also women who have a say 
in the family car purchase and 
motor vacations, women with teen- 
agers who drive, and all women 
concerned with the nation’s high- 
way safety programs.” 

Through newsletters, bulletins 
and the council’s own publication, 
Miss Wertz said, members will re- 
ceive news of cars, gas and oil, 
service, tires, insurance, highway 
rules and general driving guidance. 

The council staff will test each 
automotive product and service to 
obtain first-hand knowledge for 
relay to members, she added. 

Women will receive a wallet-size 
membership card featuring a check 
list of important driving and main- 
tenance factors with which a 
woman motorist is most concerned, 
Miss Wertz said. 


































Md. to Prosecute 
Sunday Sellers 


WASHINGTON.—Maryland auto 
dealers who sell cars on Sunday 
will be “reluctantly” prosecuted, 
according to State’s Attorney Leon- 
ard T. Kardy. 

After a number of car salesmen 
told Kardy they were going to 
swear out warrants against dealers 
ij) who are open for business on Nov. 
12, Kardy declared: “I’ll have to 
prosecute because selling cars is 4 
violation of the law. It will be up 
to the courts to make the final 
decision.” He added he thought the 
Maryland law “absolutely ridicu- 
lous” and a “hodgepodge of excep- 
tions.” 

The Maryland Automotive Trade 
Assn, is supporting legislation to 
change the Maryland law which 
was upheld by the Supreme Court 
last May. The dealer organization 
wants to have all business closed 
on Sunday but wants to change the 
archaic provisions of the 1723 law. 

Last September, several car sales- 
men sued their employers on 
charges of blue-law violation and 
then withdrew charges because 
they hoped for a change to 4 
stricter law. 








At AFC Convention— 


Newly elected top officers of the Amer- 
ican Finance Conference greet Senator 
Estes Kefauver, Tennessee Democrat, be- 
fore his address at the AFC's national 
convention. Talking with Kefauver, center, 
are Vernon Hinkle, left, Hutchinson, Kans., 
and Richard E. Meier, Evansville, Ind., new 
president and executive committee chair- 
man, respectively, of the conference. 
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Import-Car News .. . 


No More Mergers, Renault Says 


to have their cars checked by 
factory service personnel, have 
met with “tremendous response.” 

Haardt said that one reason Re- 
nault is continuing to develop its 
dealer organization and build up 
service practices is that “we are not 
unaware of the fact that Ford and 
Chevrolet have plans for economy 
cars which we understand will be 
introduced sometime soon.” 

With 20 percent of Renault’s total 
U. S. volume sold in what he 
termed the Ford-Chevrolet market, 
Haardt said, “We will pay particu- 
lar attention to our marketing- 
selling program. With a factory- 
direct distribution setup, we can 
do this. , 

“We have had to correct many 
mistakes, but our experience in the 
past 12 months convinces us that 
we can maintain the integrity of 
our product and further support 
our service warranty.” 

* * + 
HAART is the 34-year-old son 
of a French motoring pioneer 


By William Carroll 
West Coast Editor 


“4v7E DON’T intend to merge fur- 

' ther than our present balanc- 
ed arrangement,” Claude Haardt, 
newly appointed vice-president and 
general manager of Renault, Inc., 
told Automotive News in Los Ang- 
eles last week. 

“Though we’ve merged Seattle 
and San Francisco offices with 
the Los Angeles branch, and 
moved Kansas City operations to 
our Dallas office, our dealers will 
not suffer. 

“Our field personnel, sales and 
service representatives and parts 
specialists remain where they were. 
But we've solidified our organiza- 
tion with independent Renault dis- 
tributors in New York and Norfolk, 
Va.; plus factory branches in Bos- 
ton, Fort Lauderdale, Chicago, Dal- 
Jas and Los Angeles.” 

According to Haardt, “The time 
has gone when we are pushing only 
for sales. Our main concern is to 
upgrade the dealer’s service facili- 
ties, because the only thing that 
counts is repeat sales.” 

He mentioned Frank Blocker, 
Renault distributor in Norfolk, who 
moved his import into second place 
behind Chevrolet in September, as 
a distributor who has only exclusive 
dealers and makes every effort to 
give them good service. 

Blocker distributes in Kentucky, 
Tennessee, West Virginia, Virginia, 
North Carolina and South Carolina. 
In August, he accounted for 26 per- 
cent of all import sales in his six 
states, 

The past 12 months for Renault 
have been the most difficult time 
in its history in the American mar- 
ket, Haardt said. 

“A year ago We had an extremely 
bad inventory problem in the 
West,” he said. “This has been dealt 
with by our dealer organization 
and, as a matter of fact, cars are 
now in short supply.” 

Haardt said that although Re- 
nault had expanded its 1962 line, it 
realizes that product line alone is 
not enough “to sustain our present 
selling rate or to increase it.” 

* oe * 


OR this reason, he said, Renault 

is working to stabilize its dealer 
organization and to improve service 
to customers. 

He said that Renault service 
clinics, under which Renault 
owners in a given area are invited 
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Dodge to Intensify 
Retail Salesman’s 


Truck Training 


DETROIT.—Dodge has introduc- 
ed an advanced sales-training pro- 
gram in its revitalized truck opera- 
tions to strengthen product knowl- 
edge and vehicle application among 
retail salesmen, according to R. W. 
Van Demark, truck training man- 
ager. 

Having bolstered its regional or- 
ganization of truck product and 
sales representatives, Dodge recent- 
ly initiated an intensive two-week 
Seminar here as a second step in 
providing a highly expert retail 
truck sales force, he added. 


“Well-trained retail salesmen are 
the key to truck sales, and, thus, 
the factory sales-training man be- 
comes a key link in the sales 
chain,” he said. 


The immediate goal of the pro- 
gram will be the training of addi- 
tional truck salesmen in each of 
Dodge’s 18 regions, Van Demark 
continued. 

Some 131 hours of advanced sales 
training were given regional repre- 
Sentatives during a two-week ses- 
Sion here which closed Friday 
(Nov. 17). 

These representatives will con- 
duct intensive training schedules at 
key dealerships in their regions for 
retail truck salesmen. 

Three-quarters of the dealership 
Sessions will be devoted to customer 
Contact work, Van Demark said, 
with the remainder of the schedule 
Composed of classroom work, 
stressing product knowledge. 
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HERES AHEAVY DUTY HANDLER 
FOR BIG TRANSMISSIONS AND 
DIFFERENTIALS. 
ADAPTER FOR CORVAIR ENGINE Too! 


AMUSED 


AUTO SPECIALTIES MFG. CO. 


who died in 1932 after an exhaust- = 


ing auto expedition across China 


for the Citroen factory, He is the x 


top operating official for Renault 
in the U.S. 

Prior to his move here, Haardt 
was zone manager for Regie Re- 
nault, supervising sales in the 
European free-trade area and in 
Canada, 


In an interview, Haardt said, “We | ® 3 


think the total import market for 
1962 is about 400,000 cars, of which 
we shall seek to sell 60,000 Renaults, 
or 15 percent of that market. If we 
sell 40,000 instead, we shall not be 
dismayed. We will sell on a firm 
basis and build carefully.” 

When asked to comment on 
Volkswagen’s announced intention 
of selling half the imports in 1962, 
Haardt replied, “Our ambitions are 
much more modest. We’re happy to 
aim at the 15 percent for the time 
being, while we look forward to 20 
percent of the import-car market 
in 1963.” 


IDEAL WITH 


Model D-8200 
Heavy Duty Hydraulic 
Truck Transmission Han- 

dler. 2000 Ibs. Capacity 





ST. JOSEPH, MICHIGAN 
WINDSOR, ONTARIO, CANADA 






Hydraulic 
Hand Jack 


%S_ Adapter included 
for Powerglide 
and Tempest 
Transaxle 







MECHANICAL UNDER- 
THE-HOIST HANDLER. 


SCREW AND AUTO- 


Hydraulic 
Service Jacks 





Renault Expands Service Training Fleet— 

The dealer service-training fleet has been expanded by Renault, Inc., to 20 units 
with the addition of these five Hi-Boy trucks. The vehicles operate year around in 
each of Renault's eight regions throughout the country. 





Sunbeam for Suburbanite 


MANSFIELD, O. — Suburbanite| has been awarded a Sunbeam 
Motors of Ohio, 1553 W. Cook Rd.,| franchise, 





AUSCO Transmssion Handlers 
ARE BUILT 70 DO MORE SOBS! 


FOR EXAMPLE, THIS ADAPTER IS SUPPLIED WITH THE 
NO.AIO0-9 FOR REMOVAL AND REPLACEMENT OF THE 


TEMPEST 
TRANSAXLE 


No. A10-9 oo 
Hydraulic Transmission __ 
Handler with Universal 
_ Adapter. 1000 Ibs. Capacity _ 


é 

























USE THE 
NEW All-lO9 ADAPTER 
WITH EITHER D-8200 OR 
Alo-2 TO REMOVE AND 
REPLACE THE ECONO-LINE 
ENGINE QUICKLY, EASILY. 

























.. AND HERES 
A LOW-COST 


‘BALL BEARING 







MATIC LOWERING 
WITH PEDAL 
CONTROL MAKE 
IT EASY 
TO USE 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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*Prices of ’61s added and '53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipyed with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Nov. 9. Market 
shows indication of continued slight soften- 
ing. Sold 170 cars from 240 consignments. 
BUICK—’59 Electra conv., $1,325* (ps); 

LeSabre 4-dr., $1,150* (ps); 4-dr. hard- 
top, $1,130* (ps). 

’58 Century 4-dr, Riviera, $990* (ps); 

Special 4-dr, Riviera, $955* (ps). 

’57 Super 4-dr. Riviera, $650* (ps); Spe- 

cial 4-dr. Riviera, $640* (ps). 


’56 Special 4-dr. Riviera, $410* (ps), 
$365* (ps); 2-dr, Riviera, $225*. 

’55 Special conv., $200* (ps); 2-dr., 
$195". 

CADILLAC—’59 (62) 4-dr, hardtop, $2,- 

685* (ps), $2,275* (ps). 

"58S (62) 4-dr. hardtop, $1,870* (ps), 
$1,850* (ps). 

’57 (75) Limousine, $1,675* (ps); (62) 


conv., $1,455* (ps). 

’56 (62) 4-dr., $740* (ps). 

’53 (62) 4-dr., $150* (ps). 

’51 (62) coupe de Ville, $200* (ps). 

CHEVROLET —~’61 Impala (8) sport sedan, 
$1,800. 

60 Impala (8) sport sedan, $1,625* (ps), 
$1,575* (ps); Parkwood (8) 4-dr., $1,- 
600* (ps); Bel Air (8) 4-dr., 2 at 
$1,450* (ps), $1,335*; Bel Air (6) 
4-dr., 3 at $1,425* (ps), $1,400* (ps), 
3 at $1,350*, 2 at $1,300, $1,275* (ps), 
$1,240; Brookwood (6) 4-dr., $1,275; 
Biscayne (6) 4-dr., $1,215* (ps); Cor- 
vair (6) 4-dr., $1,190*, $1,100. 

759 Impala (8) sport coupe, $1,310; 4- 
dr., $1,150* (ps); Parkwood (8) 4-dr., 
$1,200* (ps), $1,200*, $1,150, $1,150*; 
Parkwood (6) 4-dr., $1,175*, $1,150*, 
$1,140*, 2 at $1,050, $1,050*; Bel Air 
(8) 4-dr., $1,120* (ps), $1,050* (ps), 
$1,000*, $980; Bel Air (6) 4-dr., $950; 
2-dr., $820*; Biscayne (6) 2-dr., $855. 


’58 Brookwood (8) 4-dr., $735* (ps); 
Biscayne (6) 4-dr., $550*. 
‘57 Bel Air (8) sport coupe, $825*; 


4-dr., $650*; Bel Air (6) 4-dr., $660*; 
Nomad (8) 4-dr., $435* (ps). 

’56 Bel Air (6) 4-dr., $325*, $310; Two- 
ten (8) 4-dr., $280. 

’55 Bel Air (8) sport coupe, $375*; 4-dr., 
220; Two-ten (8) 2-dr., $200*. 
CHRYSLER—’58 Windsor 2-dr. hardtop, 

$880* (ps). 

’57 Saratoga 2-dr. hardtop, $755* 
(300) conv., $725* (ps). 

°56 Windsor 4-dr., $545* (ps). 

’55 Windsor 4-dr., $124* (ps). 
DeSOTO—’58 Firesweep 4-dr., $470* (ps). 

’57 Fireflite 4-dr., $430* (ps). 
DODGE—’59 Coronet (8) 2-dr. hardtop, 

$1,065* (ps), $1,005* (ps); 4-dr., $850* 
(ps). 

’58 Coronet (8) 4-dr., $580* (ps), $490* 
(ps). 

"57 Custom Royal 
$530* (ps). 

’56 Coronet (8) 4-dr., $460* (ps). | 
EDSEL—’58 Ranger 2-dr. hardtop, $370*. 
FORD—’61 Falcon (6) 2-dr., $1,485, $1,- 

405*. 

"60 Country Sedan (8) 4-dr., $1,580* 
(ps), $1,450* (ps), $1,200; Falcon (6) 
2-dr., $1,200*; Fairlane (8) 4-dr., 2 
at $1,100* (ps); Fairlane 500 (8) 2- 
dr., $1,075*. 

’59 Thunderbird (8) 2-dr, hardtop, $1,- 
140* (ps); Galaxie (8) conv., $1,085* 
(ps); Ranch Wagon 2-dr., $940* (ps); 
Fairlane (8) 4-dr., $875; Fairlane 500 
(8) 2-dr. Victoria, $825* (ps). 

"58 Fairlane 500 (8) conv., $705* 
Ranch Wagon (8) 2-dr., $560* 
Fairlane (8) 4-dr., $550*. 

'56 Fairlane 500 (8) conv., $215*. 

’53 Ranch Wagon (8) 2-dr., $110*, $100. 
LINCOLN—’59 Premiere 4-dr. hardtop, $1,- 

890* (ps), $1,535* (ps). 

58 Capri 2-dr. hardtop, $1,130* (ps). 

MERCURY—’59 Monterey 2-dr., $1,085* 
(ps), $800*. 

’58 Park Lane 4-dr. hardtop, $675* (ps). 

’57 Montclair 4-dr. hardtop, $300 * (ps). 

’56 Montclair 2-dr. hardtop, $300* (ps), 
$295*; Medalist 2-dr., $100. 

’54 Monterey 2-dr. hardtop, $140. 

NASH—'53 Rambler (6) station wagon 4- 
dr., $105. 

OLDSMOBILE—’60 Super (88) 4-dr. Holi- 
day, $2,050* (ps), $1,850* (ps); 4-dr., 
$1,400* (ps). 

'59 (88) 4-dr., $1,410* (ps). 

’58 (88) Super 4-dr. Holiday, $925* (ps), 


(ps) ; 


(8) 4-dr, hardtop, 


(ps); 
(ps); 


$730* (ps); (88) 2-dr. Holiday, $875* 
(ps), $685* (ps). 

’57 (88) Fiesta 4-dr., $610* (ps). 

’56 (88) 4-ar., $145* (ps). 

55 (98) 4-dr., $200* (ps). 


PLYMOUTH—’60 Savoy (6) 4-dr., $860, 2 
at $855. 

’59 Belvedere (8) conv., $975* (ps); Bel- 

vedere (6) 4-dr., $790* (ps); Fury (8) 

4-dr. hardtop, $750*; Savoy (6) 4-dr., 





$650*; Suburban (6) Deluxe 4-dr., 
$580. 

’58 Belvedere (8) 4-dr. hardtop, $450*; 
Savoy (8) 4-dr., $430*; Suburban (6) 
Deluxe 4-dr., $350*. 

’57 Suburban (8) 4-dr. Sport, $410*; 


Belvedere (8) 4-dr., $290*; 4-dr. hard- 


top, $250* (ps). 

’56 Suburban (8) Custom 4-dr., $170* 
(ps). 

'55 Savoy (8) 4-dr., $125*. 

’53 Cambridge 2-dr., $100. 

PONTIAC—’61 Bonneville conv., $2,280* 

(ps); Catalina Safari 4-dr., $2,200* 
(ps). 


’60 Bonneville 4-dr. Vista, $2,040* (ps), 
$1,950* (ps). 

’59 Bonneville 4-dr. Vista, $1,490* 
Catalina conv., $1,215* (ps). 

’57 Star Chief 4-dr. Catalina, $655* (ps), 


(ps) ; 


~ $560* (ps); Super Safari 4-dr., $460* 
(ps). 

'56 Chieftain (860) 4-dr., $130*. 

’55 Star Chief 4-dr., $265* (ps); Chief- 


tain 4-dr., $100* (ps). 
’54 Chieftain 4-dr., 2 at $100*. 
RAMBLER—’59 Rebel (8) 4-dr., $850*. 


‘58 Super (6) station wagon 4-dr., $605*. 
MISCELLANEOUS — ’57 Chevrolet %-ton 
panel, $325. 
’56 Ford F-600, $550. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 8. 


BUICK—’58 Super 2-dr. Riviera, $975* 
(ps), $860* (ps). 

’57 Century conv., $305* (ps). 

‘56 Special 2-dr. Riviera, $460*; 
4-dr. Riviera, $340* (ps). 

’55 Century 4-dr. Riviera, $537* 
Super 2-dr. Riviera, $295* 
cial 2-dr. Riviera, $205*. 

CADILLAC—’60 (62) 2-dr. 
150* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,180* (ps), $2,150* (ps); Biscayne 
(6) 2-dr., $1,690*; Corvair (6) 500 4- 
dr., $1,550*. 

60 Parkwood (8) 4-dr., $1,875* (ps), 
$1,670* (ps), $1,580* (ps); Parkwood 
(6) 4-dr., $1,305*; Impala (8) sport 
coupe, $1,807* (ps), $1,780* (ps), $1,- 


Century 


, (Ps); 
(ps); Spe- 


hardtop, $3,- 


e)—-$5.00, 1-time; 
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750*; sport sedan, $1,750* (ps), $1,- 
710* (ps); conv., $1,710*, $1,700* (ps), 
$1,625* (ps); Brookwood (8) 4-dr., 
$1,620*; Bel Air (8) 4-dr., $1,520*, 
$1,485*, $1,450*, $1,400*, $1,350*; Bel 
Air (6) 4-dr., $1,375*; Biscayne (8) 4- 
dr., $1,285*; Corvair (6) 500 4-dr., 
$1,050*. 

’59 Impala (8) sport sedan, $1,380* (ps), 


$1,335* (ps), $1,285* (ps); 4-dr., $1,- 
325* (ps); Parkwood (8) 4-dr., $1,- 
310*; Bel Air (6) 4-dr., $1,050*; Bel 


Air (8) 4-dr., $1,050*. 

’58 Bel Air (8) sport sedan, $1,000* (ps), 
$600* (ps); sport coupe, $910*; Brook- 
wood (8) 4-dr., $930* (ps); Biscayne 
(8) 4-dr., $800*; Biscayne (6) 4-dr., 
$800; Delray (6) 2-dr., $800. 

’57 Bel Air (6) sport sedan, $900* (ps); 
Bel Air (8) sport sedan, $775*, $590*; 
4-dr., $600*; Two-ten (8) 4-dr., $675*; 
Two-ten (6) 2-dr., $425*; One-fifty (6) 
4-dr., $290. 

’56 Bel Air (8) 4-dr., $625*; Bel Air (6) 


4-dr., $550*, $380; Two-ten (6) 4-dr., 
$445, 2 at $300*. 
’55 Bel Air (8) station wagon 4-dr., 











$390*; 2-dr., $240*; Bel Air 3) sport 
coupe, $280; Two-ten (6) station wag- 
on 4-dr., $330; 2-dr., $255. 

’54 Bel Air 2-dr., $150*, 

’53 Two-ten 2-dr., $120. 

CHRYSLER—’60 (300F) 2-dr, ardtop 
$2,275* (ps); NY 4-dr. hardiop, g2° 
000* (ps). Z 

‘S57 (300C) 2-dr. hardtop, $925°; Sarg. 

toga 4-dr. hardtop, $525* (ps 
DeSOTO—’58 Firedome 4-dr. hardtop, $525¢ 
(ps). 

‘57 Firedome conv., $540* (ps); Fire. 
sweep 2-dr. hardtop, $540*; 4-cr, hard. 
top, $360* (ps). 

’55 Firedome 4-dr., $285* (ps). 

DODGE—’ 57 Sierra (8) 4-dr., $585* (ps); 
Coronet (8) 2-dr. hardtop, $50, ; 
EDSEL—’58 Citation 4-dr. hardtop, $535+ 


(ps); Pacer 4-dr,. hardtop, $325*. 
FORD—’60 Thunderbird (8) 2-dr, hardtop 
$2,420* (ps); Country Squire (8) 4. 
(ps); Fairlane 500 (8) 2-dr., $1,110+ 
(ps); Fairlane 500 (8) 2-dr., $1,100*° 


$1,075, $1,010* (ps). 

’59 Thunderbird (8) 2-dr. hardtop, $1,- 
780* (ps); Galaxie (8) 4-dr. Victoria 
$1,240*; conv., $1,240* (ps), $1,175* 


(ps); 2-dr. Victoria, $925, $900; Ranch 
Wagon (8) 4-dr., $975*, $800* (ps). 
’58 Thunderbird (8) 2-dr. hardtop, $1,- 
480* (ps); Fairlane 500 (8) cony., 
$710; Custom 300 (6) 2-dr., $585*: 
Custom 300 (8) 2-dr., $475*, 450+, ' 


’57 Custom 300 (8) 2-dr., $585", $350, 
$415; Custom 300 (8) 2-dr., $475*, 
$450*; 4-dr., $500*; Country Sedan 
(6) 2-dr., $415; Fairlane (8) 2-dr,, 
$385*. 


’56 Thunderbird (8) 2-dr, hardtop, $1,- 
600; Fairlane (8) 2-dr. Victoria, 
$525*; Fairlane (6) 4-dr., $250*; Cus- 
tom (8) 2-dr., $135. 

‘55 Fairlane (8) conv., $265*. 

’54 Crest (8) 2-dr. Victoria, $510", 


LINCOLN—’57 Premiere 4-dr. hardtop, 
$655* (ps). 
MERCURY—’59 Monterey 4-dr., $1,050* 
(ps). 
’58 Montclair conv., $900* (ps); Mon- 


terey 4-dr., $675* (ps); 2-dr. hardtop, 
$530* (ps). 

’57 Monterey 4-dr., $450*; 2-dr., $425, 

’56 Custom 2-dr, hardtop, $425*. 

’55 Monterey 4-dr., $300*; Montclair 2- 
dr. hardtop, $170*. 


OLDSMOBILE—’60 (88) 4-dr. Holiday, 
$1,765* (ps). 
"59 (88) 4-dr. Holiday, $1,550* (ps). 
’58 (98) conv., $900* (ps); (88) 4-dr. 


Holiday, $820* (ps). 
’57 (88) 2-dr. Holiday, $500*. 
56 (88) Super 4-dr., $325* (ps). 
’55 (88) 2-dr. Holiday, $275* (ps). 


PLYMOUTH—’61 Suburban (8) Custom 4- 


dr., $1,450. 

’60 Suburban (8) Custom 4-dr., $1,200* 
(ps), $1,175*. 

’59 Suburban (8) Custom 4-dr., $890* 
(ps); Savoy (6) 4-dr., $655. 

‘58 Belvedere (8) 2-dr. hardtop, $600*; 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


UNUSUAL CARS 
BRING MORE MONEY 
at the dealer insured, owned and operated 
FLORIDA AUTO AUCTION 
in Daytona Beach, near the Missile Base 
Every Tues., 10:30 A.M. 











MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947 









MICHIGAN 


ptco etroir 


now 


DUAL 
LANE 






ptco 


Ptco TvEspay 





NEW JERSEY 





Minutes from New York City 








EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 














NEW JERSEY 


N-A-D-E 
NaS 
OVER 


600 CARS|... 


EVERY WEEK WY I 3) 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike « AXminster 8-3400 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


LA FAYETTE—Syracuse Auto Auc- 
tion. Insured checks and titles. Noon 
Wednesdays. 


NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 








PENNSYLVANIA 


ALLENTOWN (in Kuhnsville) — 


“Metro,” near Turnpike. Insured 
checks & titles. Every Mon. at noon. 


WE DIDN'T GROW 
LIKE "TOPSY" 


Topsy "just grew.'' We've grown, too. 
In fact, Manheim is the largest auto auc- 
tion in the world. 

But we know why we've grown. Satisfied 
customers have told us. 

They appreciate our policy of fairness 
with both buyers and sellers. 

Plan to attend next Friday's sale and 
learn, firsthand, why we've become the 
largest auto auction in the world. 


Manheim Auto Auction, Inc. 


Route 72 € Manheim, Pa. 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 
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(Continued from Page 38) 


Plaza (8) 4-dr., $350*, $305*. 

57 Belvedere (8) 4-dr., $435* (ps), $265* 
(ps); Savoy (8) 4-dr. hardtop, $400*; 
2-dr. hardtop, $350*. 

’56 Belvedere (8) 2-dr, hardtop, $425*. 


PONTIAC—’'60 Bonneville sport coupe, $2,- 
000* (ps); conv., $1,785*; Star Chief 
2-dr., $1,825* (ps); Catalina 4-dr. 
Vista, $1,800*; sport coupe, $1,570* 


(ps). 

156 Star Chief 4-dr. Catalina, $405* (ps); 
Chieftain 4-dr., $280*; Safari 4-dr., 
$225*. 

’55 Chieftain 2-dr. Catalina, $205*. 

RAMBLER—’59 Super (8) Cross Country 
4-dr., $1,100* (ps); American (6) De- 
luxe 2-dr., $535. 

58 Super (6) 4-dr., $615. 

’57 Super (6) 2-dr., $375. 

STUDEBAKER—’60 Lark (6) Regal sta- 
tion wagon 4-dr., $1,100. 

59 Lark (6) Regal 2-dr. hardtop, $880; 
2-dr., $605. 

MISCELLANEOUS—’59 Willys (6) 
1,250. 

st International panel, $135. 

’55 Ford F-100 pickup, $310. 

’52 Chevrolet (6) wrecker, $450; dump, 
$250; %-ton pickup, $230, $125. 


COLUMBUS, O. 


Capital Auto Auction, Sale every Thurs- 
day. Prices are for sale of Nov, 9, Clean 
ears are heading the pace. Sold 225 cars 
from 383 consignments. 

BUICK—’ 60 Invicta 4-dr. hardtop, $2,175* 
(ps); LeSabre 4-dr. hardtop, $2,100* 


(ps). 
’59 LeSabre 2-dr. hardtop, $1,410* (ps). 
’57 Century conv., $355*. 


CADILLAC—’61 (62) 2-dr. 
775* (ps). 
’59 (62) 4-dr. hardtop, $2,625* (ps). 
58 (62) 4-dr, hardtop, $1,700* (ps). 
’57 (62) 2-dr. hardtop, $1,400* (ps); 4- 
dr, hardtop, $955* (ps). 


CHEVROLET—’62 Impala (8) sport coupe, 
$2,630* (ps), 

’61 Impala (8) sport sedan, $2,260* (ps); 
sport coupe, $2,075*; Bel Air (8) sport 
sedan, $2,035*; sport coupe, $1,835; Bel 
Air (6) 4-dr., $1,745*; Biscayne (6) 4- 
dr., $1,575. 

’60 Kingswood (8) 4-dr, (9 pass,), $1,- 
935* (ps); Impala (8) sport coupe, 
$1,745* (ps), $1,690*; Bel Air (8) sport 
sedan, $1,675*, $1,650*; 4-dr., $1,550*, 
$1,460*; Bel Air (6) sport coupe, $1,- 
410; 4-dr., $1,390*; 2-dr., $1,230; Bis- 
cayne (8) 4-dr., $1,385*, $1,375*; Bis- 
cayne (6) 4-dr., $1,270; Corvair (6) 4- 
dr., $1,160. 

’59 Impala (8) sport sedan, $1,550*; 4- 


Jeep, 


hardtop, $3,- 


dr., $1,430*, $1,120*; sport coupe, $1,- 
325*; Parkwood (6) 4-dr., $1,275; Bel 
Air (6) 4-dr., $1,150*; 2-dr., $1,070*; 
Bel Air (8) 4-dr., $1,110*; sport sedan, 


$990*; Brookwood (6) 2-dr., $1,050; 
Biscayne (6) 2-dr., $985, $955. 
’58 Nomad (6) 4-dr., $945* (ps); Bel 


Air (8) 2-dr., $875* (ps); Bel Air (6) 
2-dr., $815; Biscayne (6) 2-dr., $810. 
’57 Bel Air (8) conv., $900* (ps); sport 
coupe, $850*; Two-ten (8) 4-dr., $705* 
(ps); One-fifty (6) 2-dr., $440. 
’56 Bel Air (8) sport coupe, $550*; Bel 
Air (6) 4-dr., $450; Two-ten (8) 4-dr., 


$530; station wagon 4-dr, (9 pass.), 
$515*; sport coupe, $395. 
'55 Bel Air (6) 2-dr., $340; Two-ten 


(8) 2-dr., $150. 
’54 Two-ten (8) 2-dr., $270*. 
COMET—’61 Comet 2-dr., $1,550. 


DeSOTO — ’60 Adventurer 4-dr., $1,650* 
(ps). 
’57 Firedome 2-dr. hardtop, $430*. 
DODGE—’58 Coronet (8) 4-dr. hardtop, 
$465* (ps); 2-dr., $200*, 
’56 Custom Royal (8) 2-dr, hardtop, 
$400*; Coronet (6) 4-dr., $350. 
FORD—’61 Thunderbird (8) conv., §$3,- 


275* (ps); 2-dr. hardtop, $3,105* (ps); 
Galaxie (8) conv., $2,075* (ps); 4-dr., 


$2,040*; starliner, $1,950*; Fairlane 
(6) 4-dr., $1,550; Falcon (6) 2-dr., 
$1,365. 


60 Thunderbird (8) conv., $2,225* (ps); 
Galaxie (8) starliner, $1,550* (ps), $1,- 
470; Country Sedan (8) 4-dr., $1,530* 
(ps); Fairlane 500 (6) 2-dr., $1,250; 
Fairlane 500 (8) 4-dr., $1,240*; 2-dr., 
$1,065, $950*; Fairlane (6), $1,100, 
$825. 

’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
245* (ps); Galaxie (8) skyliner, $1,- 
520* (ps); 2-dr. Victoria, $1,400*, $1,- 


370*, $1,265*; 4-dr., $1,200*, $1,100; 
Fairlane 500 (8) 2-dr., $1,315* (ps); 
conv., $1,175*, $1,125* (ps); Country 


Sedan (8) 4-dr., $1,250*; Ranch Wag- 
on (8) 2-dr., $1,035*; Custom 300 (6) 
2-dr., $900, $875*; 4-dr., $755*, 

’58 Fairlane 500 (8) skyliner, $795* 
(ps); 2-dr. Victoria, $640* (ps), $415*; 
Custom 300 (8) 2-dr., $760*; Custom 
300 (6) 2-dr., $635*; Fairlane (8) 4- 
dr., 2 at $610*. 

’57 Custom 300 (8) 4-dr., $720*, $375*, 
$275*; 2-dr., $645*; Fairlane 500 (8) 
conv., $600* (ps); 2-dr. Victoria, 
$445*; 2-dr., $260; Country Sedan (8) 
4-dr., $560; (9 pass.), $500*; Custom 
(8) 4-dr., $430*; Fairlane (8) 4-dr., 
$285*. 

’55 Fairlane (8) Crown Victoria, $390*; 
conv., $220*; Custom (8) 2-dr., $270*; 
Country Sedan (8) 4-dr., $230*. 





Y Te 
























’54 Country Sedan (8) 4-dr, 
$145*. 
IMPERIAL—’59 LeBaron 4-dr. 
$2,230* (ps). 
LINCOLN—’58 Capri 4-dr. hardtop, $820* 
(ps). 
’57 Premiere 4-dr, hardtop, $695* (ps); 
Capri 2-dr. hardtop, $500* (ps). 


(9 pass.), 


hardtop, 


’56 Premiere 2-dr, hardtop, $450* (ps); 
4-dr., $190* (ps). 
MERCURY—’60 Monterey conv., $1.570* 


(ps). 

’59 Park Lane 2-dr. hardtop, $1,350* 
(ps); Monterey 4-dr, hardtop, $1,250* 
(ps); 2-dr., $1,235*; 4-dr., $1,175*. 

’58 Montclair 4-dr. hardtop, $800* (ps); 
2-dr, hardtop, $640*. 

’57 Montclair 4-dr., $420*. 

’56 Montclair 4-dr., $435* (ps), 


OLDSMOBILE—’61 (98) Starfire conv., 
$3,250* (ps); conv., $2,830* (ps), $2,- 
660* (ps); 4-dr. Holiday, $2,695* (ps); 
(88) Super 4-dr., $2,775* (ps); (88) 
2-dr. Holiday, $2,460* (ps). 

60 (98) 4-dr. Holiday, $2,225* (ps); (88) 
Super 4-dr. Holiday, 2 at $2,215* (ps); 
2-dr. Holiday, $2,090* (ps); conv., $2,- 
030* (ps); (88) 4-dr., $1,910* (ps). 

’59 (88) 4-dr., $1,800* (ps); (98) 4-dr. 
Holiday, $1,725* (ps); 4-dr., $1,670* 
(ps). 

5S (88) Super 4-dr., $1,010* (ps); 
4-dr., $990* (ps); 2-dr., $820* 
(98) 4-dr. Holiday, $990* (ps). 

’57 (88) Super 2-dr. Holiday, $585* (ps); 
4-dr., $510* (ps). 

’56 (98) 2-dr. Holiday, $455* (ps), 

’55 (88) 2-dr., $200*. 

PLYMOUTH—’ 61 Valiant (6) 2-dr., $1,300. 

60 Suburban (8) Custom 4-dr. (9 pass.), 
$1,590*; Belvedere (8) 4-dr., $1,270*; 
2-dr., $1,100; Savoy (6) 4-dr., $1,150*; 
Fury (8) 2-dr, hardtop, $1,100* (ps). 

59 Fury (8) 2-dr, hardtop, $1,155* (ps); 
Belvedere (8) 4-dr., $940*; Suburban 
(6) Deluxe 2-dr., $870, 

’58 Suburban (8) Sport 4-dr., $860* (ps). 


(88) 
(ps) ; 


’57 Suburban (8) Custom 4-dr., $445* 
(ps); Plaza (8) 4-dr., $225*. 
’56 Suburban (8) Custom 4-dr., $175*; 


Belvedere (8) conv., $110*. 


PONTIAC—’62 Grand Prix sport coupe, 
$3,625* (ps), $3,400* (ps). 

’61 Star Chief 4-dr., $2,300* (ps), 

60 Bonneville conv., $2,150* (ps); 4-dr. 
Vista, $2,080* (ps); Ventura 4-dr. 
Vista, $2,120* (ps); sport coupe, $1,- 
875* (ps); Catalina conv., $2,000* 
(ps); 4-dr., $1,700*. 

’59 Star Chief 4-dr. Vista, $1,600* (ps); 
Catalina 2-dr., $1,300*. : 

’58 Star Chief 2-dr. Catalina, $970* (ps); 
Chieftain 2-dr., $450, 

’57 Star Chief 2-dr. Catalina, $750* (ps); 
4-dr. Catalina, $640* (ps), 

RAMBLER—’59 Custom (6) 4-dr., $1,150*; 
American (8) 2-dr., $600. 

’58 Super (6) 4-dr., $890; Custom (6) 4- 
dr., $860*. 

MISCELLANEOUS — ’60 Chevrolet 
pickup, $1,175. 


% -ton 














Model Breakdown 
Of Auction Averages 





Nov., 1961 Oct., Sept., 

Model To Date 1961 1961 
$2,384 $2,291 

1,704 1,829 

1,374 1,417 

904 956 

609 612 

400 432 

327 310 

203 220 

Average $ 944 $ 988 $1,008 





’59 Dodge %-ton pickup, $765; Ford %- 
ton pickup, $650. 
’56 Chevrolet panel, $200, 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Nov. 9. 
Very good—the buyers were here percent- 
age high. Sold 437 cars from 718 con- 
signments. 


BUICK—’61 Invicta 4-dr. hardtop, $2,475* 
(ps). 
°60 LeSabre 4-dr. hardtop, $1,930* (ps); 


conv., $1,775* (ps); 2-dr. hardtop, 
$1,660* (ps). 

’59 Electra 2-dr, hardtop, $1,575* (ps); 
4-dr, hardtop, $1,355* (ps); LeSabre 


4-dr. hardtop, $1,375* (ps); 4-dr., $1,- 
135* (ps); Invicta 4-dr., $1,270* (ps). 

’58 Special 4-dr. Riviera, $825* (ps); 
2-dr., $520*. 

’57 RM 2-dr. Riviera, $805* (ps), $700* 
(ps); 4-dr. Riviera, $680* (ps); Cen- 
tury Estate Wagon, $740*; 4-dr, Rivi- 
era, $665* (ps); Super 4-dr, Riviera, 
$720* (ps), $675* (ps); Special 4-dr. 
Riviera, $650* (ps); 4-dr., $600* (ps); 
2-dr, Riviera, $575*, $250* (ps). 

OADILLAC—’62 (62) conv., $5,300* 

’61 (62) 2-dr, hardtop, $4,500* (ps), 
$3,880* (ps), $3,800* (ps); de Ville 
2-dr. hardtop, $4,500* (ps); 4-dr, hard- 
top, $4,135* (ps), $3,965* (ps). 

"60 de Ville 4-dr, hardtop, $3,500* (ps), 
$3,150* (ps); 2-dr. hardtop, $3,400* 
(ps); (62) conv., $3,475* (ps); 4-dr. 
hardtop, $3,300* (ps), $3,215* (ps), 
$3,135* (ps); (60) Special 4-dr, hard- 
top, $3,400* (ps). 

59 (60) Special 4-dr. hardtop, $2,900* 
(ps); (62) 2-dr, hardtop, $2,850* (ps), 
$2,700* (ps); 4-dr, hardtop, $2,650* 
(ps); de Ville 4-dr, hardtop, $2,625* 
(ps), $2,425* (ps). 

’58 (62) Coupe de Ville, $1,735* (ps); 
4-dr. hardtop, $1,670* (ps), $1,550* 
(ps); Sedan de Ville, $1,650* (ps); 
2-dr. hardtop, $1,565* (ps). 

"57 (62) Coupe de Ville, $1,250* (ps); 
Sedan de Ville, $1,250* (ps); conv., 
$1,090; 4-dr. hardtop, $950* (ps). 

"56 (62) Sedan de Ville, $800* (ps). 


(ps). 
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’54 (62) 4-dr., $290* (ps). 

a Bel Air (6) 4-dr., $2,- 
* 

’61 Impala (8) conv., $2,235* (ps); sport 
sedan, $2,225* (ps); 4-dr., $2,085* 
(ps), $2,000*; Bel Air (8) 4-dr., $1,- 
800*; Bel Air (6) 2-dr., $1,800*; Bis- 
cayne (6) 2-dr., $1,760*. 


’60 Impala (8) sport coupe, $1,820* 
(ps), $1,700*; sport sedan, $1,700*, 
$1,350*, $1,300*; conv., $1,640* (ps); 
Impala (6) sport sedan, $1,595*; Bel 
Air (6) 4-dr., $1,465* (ps), $1,400*; 
2-dr., $1,240*; Corvair 500 (6) 2-dr., 
$1,050. 

’59 Impala (8) sport coupe, $1,350* (ps); 
conv., $1,250*, $1,175* (ps); Impala 
(6) conv., $1,150* (ps); Bel Air (8) 
4-dr., $1,210*, $1,185*; Bel Air (6) 
4-dr., $1,050, $935*; Brookwood (6) 
4-dr., $1,100*; Biscayne (6) 2-dr., 
$940. 

’58 Impala (8) sport coupe, $1,105, 
$890*; Biscayne (8) 4-dr., $890; Bel 
Air (8) sport sedan, $795* (ps); Bel 


Air (6) sport coupe, $455*. 

’57 Bel Air (8) sport sedan, $840*; Two- 
ten (8) station wagon, $800*; 4-dr., 
$625*; Two-ten (6) station wagon, 
$625*, $480; sport sedan, $585*; One- 
fifty (6) 2-dr., $515; 4-dr., $410. 

°56 Bel Air (8) 4-dr., $600*; sport coupe, 
$485*; Two-ten (8) 4-dr., $300. 

CHRYSLER—’59 Saratoga 4-dr., $1,460* 


(ps). 

’57 NY 4-dr. hardtop, $620* (ps). 
DeSOTO—’57 Fireflite conv., $745* 
Firedome 2-dr, hardtop, $425* (ps). 
DODGE—’61 Lancer (6) 4-dr., $1,450*, 

$1,435. 
’60 Pioneer (8) 2-dr, hardtop, $1,625* 
(ps); Pioneer (6) 2-dr, hardtop, $1,- 
200* (ps); Matador (8) station wagon, 
$1,565* (ps); Seneca (6) station wag- 
on, $1,280. 
$995* 


’°59 Coronet (8) 
(ps). 

’58 Suburban (8) 2-dr., $525*; Coronet 
(6) 2-dr., $390*. 

’57 Royal (8) 2-dr, hardtop, $575* (ps). 

EDSEL—’58 Pacer 4-dr., $480*. 
FORD—’ 62: Galaxie (8) 4-dr., $2,550*. 

’61 Thunderbird (8) 2-dr, hardtop, $3,- 
550* (ps), $3,150* (ps); Galaxie (8) 
4-dr. Victoria, $2,090* (ps); Country 
Sedan (8) 4-dr., $1,960* (ps). 

60 Thunderbird (8) conv., $2,395* (ps); 
2-dr. hardtop, $2,300* (ps), $2,180* 
(ps); Ranch Wagon (8) 4-dr., $1,350* 
(ps); Ranch Wagon (6) 4-dr., $1,100*; 
Galaxie (8) conv., $1,270*; Fairlane 
500 (8) 4-dr., $1,185*; Fairlane (6) 
2-dr., $1,050*; Custom 300 (6) 2-dr., 
$870. 

’59 Thunderbird (8) 2-dr, hardtop, $1,- 
710* (ps); conv., $1,450* (ps); Gal- 
axie (8) Skyliner, $1,350* (ps); 2-dr. 
Victoria, $1,300* (ps), $1,290* (ps); 
4-dr, Victoria, $1,115* (ps); conv., 
$1,050*, $995*; Country Sedan (8) 
4-dr., $1,140* (ps); Fairlane 500 (8) 
4-dr, Victoria, $965*; Ranch Wagon 
(6) 4-dr., $885* (ps); Fairlane (8) 
4-dr., $865*; Custom 300 (6) 2-dr., 
$625*; 4-dr., $595. 

758 Custom (6) 2-dr., $600, $330; Coun- 


(Continued on Page 40, Col. 3) 


(ps); 


2-dr, hardtop, 
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-> Right Side Assembly * Use only with riveted, original ball joints. 


slack in front-end assemblies due 
to lower-ball joint looseness. 
QUALITY ENGINEERED AND BUILT! 
Metal is 244 times thickness of 
Original cap. 

IMPROVES STEERING, SAVES TIRES! 
Soives the problem of wobbly steering, 
wheel shimmy and tire wear 

Caused by loose ball-joints. 


MOOG MEANS MORE 


e SEALS GREASE IN—KEEPS DIRT 
AND MOISTURE OUT 


e MOOG TEMPERED SPRINGS FOR 
LONG LIFE esate. 


Patent Applied For. 





MOOG INDUSTRIES, INC. 
6565 Wells Ave., St. Louis 33, Mo. 
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AUTO SHOW ISSUE 


DECEMBER 11, 1961 


(regular issue date] 


@ Photos and data on every 1962 American Automobile 
@ Prices and specifications of all '62 models 
@ Complete data on new Truck models 


@ Feature stories about industry suppliers, including new develop- 
ments on '62 models 


@ Styling and Engineering developments 
@ Advertising news on each make. 


Circulation for this issue ... over 47,000! 
CLOSING DATES: 


Three and four color ads—November 28. 
Two color and B & W ads—November 30. 


Regular rates apply. 


Automotiue News 


965 E. JEFFERSON DETROIT 7, MICH. 





APPROVED 


for use by dealers in 
the following automotive lines: 











@ American Motors Corporation 
@ Chrysler Corporation 

@ Ford Motor Company 

@ General Motors Corporation 

@ Renault, Inc. 

@ Studebaker-Packard Corporation 
@ The White Motor Company 

@ Volkswagen of America 


NORICK OFFERS A COMPLETE LINE 
OF SPECIALLY-DESIGNED BUSINESS 
FORMS FOR AUTOMOTIVE DEALERS 





ay 
Ss 


Norick es 


3909. N. W. 36th @ OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 
Representatives in Major Cities Across the Nation 
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CUSTOMER LURE is what some dealers call this attractive Childers Pre- 
Engineered Structural Shelter. Makes your car lot a second showroom 
that’s clean no matter how much snow is on the ground. Customers love it 
—just see how sales go up and up. And cleaning and maintenance of cars 
goes down at the same time. The extra sales you make will pay for yeu.'r 
Childers Structural Shelter in no time. See Page 27 for all the details. 
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Used-Car Auction Prices 





(Continued from Page 39) 


try Sedan (6) 4-dr., $455. 
’57 Ranch Wagon (8) 2-dr., 


$350, $345. 


’56 Ranch Wagon (8) 2-dr., $445*; Ranch 
Wagon (6) 2-dr., $375*; Fairlane (8) 
4-dr., $315*;:Custom (8) 2-dr., $295; 


4-dr., $275*. 
26 Model T, $450. 
IMPERIAL — '59 Imperial 4-dr., 


(ps). 
’58 Crown 2-dr. hardtop, $1,620* (ps).* 
’56 Imperial 4-dr., $495* (ps). 
LINCOLN—’61 Continental conv., $4,550* 
(ps). 
60 Continental Mark V 4-dr, hardtop, 


$2,605* (ps). 


$475*; 
Ranch Wagon (6) 2-dr., $465*; Custom 
300 (6) 4-dr., $430*; 2-dr., $400, $385", 


$1,575* 


’58 Premiere 4-dr. hardtop, $995* (ps). 


MERCURY—’62 Comet (6) 2-dr., $2,000*. 


’60 Colony Park 4-dr., $1,880* (ps); 
Comet (6) 2-dr., $1,450*. 

59 Commuter 4-dr., $1,100*. 

58 Montclair 2-dr. hardtop, $1,715*; 


Turnpike Cruiser 2-dr. hardtop, $595* 


(ps); Monterey 4-dr., $550* 
’57 Monterey 4-dr., $405*; 
’56 Montclair 4-dr, hardtop, $305*. 
’55 Monterey station wagon, $275*. 

OLDSMOBILE—’61 (98) 

$3,145* (ps); 4-dr. Holiday, 
(ps); (88) 4-dr., §2,245* (ps). 


*60 (98) 4-dr., $2,100* (ps); 2-dr. Holi- 

day, $2,035* (ps), $2,010* (ps); 4-dr. 
Super 
conv., $1,940* (ps); (88) 4-dr., $1,840* 
(ps), $1,825* (ps); 2-dr, Holiday, $1,- 
825* (ps); 4-dr, Holiday, $1,785* (ps), 


Holiday, $2,010* (ps); (88) 


$1,775* (ps). 
759 (98) 4-dr. Holiday, $1,650* 
4-dr., $1,550* (ps). 

"58 (98) 2-dr. Holiday, $1,020* 
4-dr., $855* (ps); (88) 4-dr., 


2-dr., $385*. 


Starfire conv., 
$2,670* 


(ps) ; 
(88) 4-dr. Holiday, $1,625* (ps); Fiesta 


(ps) ; 
$850°*, 





$760* (ps); Fiesta 4-dr., $350* (ps). 


'57 (88) Super 4-dr. Holiday, $625* (ps); 
(ps), $450* 


(88) 2-dr. Holiday, $600* 
(ps); 4-dr., $375*. 
’56 (88) 2-dr. Holiday, $355* (ps). 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
Custom 


$1,395* (ps); Suburban (6) 
4-dr., $1,265*, $1,255*; Belvedere (8) 
4-dr., $1,140*; Savoy (6) 4-dr., $805. 


’59 Fury (8) 2-dr. hardtop, $925* (ps); 


Savoy (6) 4-dr., $700; 2-dr., $640. 


’57 Belvedere (8) 4-dr., $435*; Suburban 


(6) Deluxe 2-dr., $320*, $300* (ps). 


PONTIAC—’61 Bonneville sport coupe, $2,- 
(ps); 


550* (ps); 4-dr, Vista, $2,395* 
Catalina conv., $2,300* (ps); 4-dr. 
Vista, $2,230* (ps); 4-dr., $1,850*; 
Tempest (4) 2-dr., $1,500. 

’60 Ventura sport coupe, $1,850* (ps). 

’59 Bonneville sport coupe, $1,790* (ps), 
$1,225* (ps), $1,210* (ps). 

’58 Star Chief Safari 4-dr., $1,125* 
Chieftain 2-dr. Catalina, $625* 

’57 Chieftain 4-dr. Catalina, $450* 
Star Chief 4-dr. Catalina, $425* 
$395* (ps). 


(ps) ; 
(ps). 
(ps) ; 
(ps), 


RAMBLER—’60 Custom (6) 4-dr., $1,200*. 


’59 Custom (8) Cross Country, $1,100*; 
4-dr., $1,075, $1,045*; Custom (6) 4- 
dr., $915*. 


STUDEBAKER—’60 Lark (8) station wag- 


on, $1,200*; 2-dr., $925. 
"56 Golden Hawk (8) 
$460". 


2-dr. 


hardtop, 


MISCELLANEOUS—’59 Chevrolet El Cam- 


ino, $1,150. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, 


Sale 


every Thursday. Prices are for sale of Nov. 
9. Consignment was very good with large 
selection of clean cars with prices remain- 


ing fairly steady. 


BUICK—’61 Special 4-dr., $1,650. 
’60 LeSabre 2-dr., $1,650* (ps). 


’59 Electra 225 conv., $1,480; 4-dr. Rivi- 
era, $1,460* (ps); LeSabre 4-dr. hard- 


top, $1,160* (ps). 
’58 Super 2-dr. Riviera, $955* (ps). 
’57 RM 4-dr. Riviera, $750* (ps); 


Spe- 


cial Estate Wagon, $695*; conv., $625* 
(ps); 2-dr., $530* (ps); Century conv., 
$525* (ps); Super 2-dr. Riviera, $510* 
(ps). 


(ps); Cen- 


56 RM 4-dr. Riviera, $390* 
tury 4-dr. Riviera, $305* 

’55 Super 4-dr., $625* (ps); 
$280* (ps); Special 2-dr. 
$275*. 


(ps). 


RM 4-dr., 
Riviera, 


’54 Super 2-dr. Riviera, $180* (ps); RM 
conv., $170* (ps); Special 2-dr., $145*. 


’53 Special 2-dr., $140 (ps). 


CADILLAC—’ 61 
de Ville 4-dr. hardtop, 


(62) conv., $4,625* (ps); 
$4,475* (ps). 


’60 (62) conv., 2 at $3,495 (ps), $3,400* 
(ps); 2-dr, hardtop, $3,475* (ps); (60) 


Special 4-dr, hardtop, $3,485 (ps). 
’59 Eldorado conv., $2,425* (ps). 
’57 (62) 4-dr, hardtop, $1,375* (ps). 
"56 (62) Sedan de Ville, $920* 
$775* (ps); 4-dr., $590* (ps). 
’55 (62) Coupe de Ville, $610* (ps); 
dr. hardtop, $525*, 
’54 (62) 4-dr., $545* (ps); 
2-dr. hardtop, $510* (ps). 
’53 (62) 4-dr., $360*. 


$450* 


(ps), 


2- 


(ps); 


CHEVROLET—’61 Impala (8) sport sedan, 


$2,145* (ps); Corvair 700 (6) 4-dr., 
$1,475. 
’60 Parkwood (8) 4-dr., $1,790* (ps); 


Impala (8) sport coupe, 


$1,730* (ps), 


$1,710, 3 at $1,675; Bel Air (8) 4-dr., 
2 at $1,535* (ps), $1,350*; Brookwood 


(6) 
$1,050. 
’59 Impala (8) conv., 


4-dr., $1,325; Biscayne (6) 2-dr., 
3 at $1,410* (ps), 


$1,375* (ps), $1,330*; sport sedan, $1,- 


350* (ps); sport coupe, $1,325* 


(ps) ; 


4-dr., $1,280* (ps); Impala (6) conv., 


$1,220; Bel Air (8) sport sedan, $1,- 
135* (ps); 4-dr., $1,025; Brookwood 
(6) 4-dr., 2 at $1,125*, $1,030* (ps); 
Biscayne (6) 2-dr., $925. 

‘58 Bel Air (6) sport sedan, $805 (ps); 
Bel Air (8) 4-dr., $750*; Brookwood 


(8) 4-dr., 2 at $780*, $700* (ps); Bis- 
cayne (8) 4-dr., $775, 2 at $635; 2-dr., 


$650. 


’57 Two-ten (8) station wagon, 


$755* ; 


Bel Air (8) 4-dr., $740*; One-fifty (8) 


2-dr., $500. 


’56 Bel Air (8) 4-dr., $625*; Bel Air (6) 


2-dr., $390; Two-ten (6) 4-dr., 


fifty (6) 2-dr., $280. 


55 Bel Air (8) 4-dr., $560*; station 
wagon, $245*; One-fifty (6) 2-dr., 
$330; Two-ten (6) 2-dr., $225 


54 Bel Air 4-dr., 2 at $375*%, $370*, 
’53 Bel Air conv., $195*. 
’50 Deluxe 4-dr., $235*. 


$400; 
Two-ten (8) station wagon, $280*; One- 





CHRYSLER—’59 Saratoga 4-dr., $1,320* 
(ps). 
’56 NY 2-dr. hardtop, $460* (ps). 
’55 NY 2-dr. hardtop, $420* (ps). 
"53 NY 4-dr., $200* (ps). 
DeSOTO—’58 Firesweep 4-dr., $615, 
’57 Firedome 2-dr, hardtop, 2 at $550* 
(ps), $500* (ps). 
’56 Fireflite conv., $480* (ps). 
DODGE — ’61 Lancer (6) 4-dr., 
(ps). 
’59 Sierra (8) 4-dr., $1,185* (ps); Cor- 
onet (8) 4-dr. hardtop, $1,060* (ps). 
"53 2-dr., $120, 
’52 4-dr., $205. 
’41 4-dr., $290. 
°34 4-dr., $210. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,400* (ps); Country Sedan (8) 4-dr., 
$2,300* (ps); Galaxie (8) conv., §$2,- 
050* (ps); 2-dr. Victoria, $1,925* (ps). 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
610* (ps), 2 at $2,425* (ps), $2,350* 
(ps); conv., $2,500* (ps); Galaxie (8) 
conv., $1,480* (ps), 2 at $1,475* (ps); 
Falcon (6) station wagon, $1,170*; 
2-dr., $1,130, $1,025; 4-dr., $1,030; 
Fairlane (8) 2-dr., $1,150; 4-dr., $1,- 
060; Custom 300 (6) 2-dr., $1,000, 
$950. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
250* (ps), $2,060* (ps), 3 at $1,950* 
(ps); Galaxie (8) 4-dr. Victoria, $1,- 
$1,280*; 4-dr., $1,120* (ps); conv., 
$1,000*; Galaxie (6) conv., $1,135* 
(ps); Country Sedan (8) 4-dr., $1,- 
275* (ps); Ranch Wagon (8) 4-dr., 
$870*; Custom 300 (6) 2-dr., $700. 

58 Fairlane 500 (8) conv., $735*, 2 at 
$660* (ps); 4-dr., $660* (ps); 4-dr. 
Victoria, $610* (ps); Country Sedan 
(8) 4-dr., $650*%; Ranch Wagon (8) 
2-dr., 2 at $620* (ps), $600. 

’57 Fairlane 500 (8) 2-dr, Victoria, $645* 
(ps); 4-dr. Victoria, $630; conv., $525* 
(ps), $475; Country Squire (8) 4-dr., 
$600* (ps); Custom (8) 4-dr., $475*, 
2 at $360; Custom 300 (8) 2-dr., $460; 
Custom 300 (6) 2-dr., 2 at $380; Coun- 


$1,600* 


try Sedan (8) 4-dr., $425*; Ranch 
Wagon (8) 2-dr., 2 at $400, $355; 
Fairlane (8) 4-dr. Victoria, $370; 4- 
dr., $250*, 
‘56 Parklane (8) 2-dr., $435*; Fairlane 
(8) conv., $395*, 2 at $375* (ps), 


$250*; 2-dr., $370*; Custom (8) 2-dr., 
$320*; 4-dr., $315; Country Sedan (8) 
4-dr., $310*; Country Sedan (6) 4-dr., 
$235*; Main (8) 4-dr., $260*; 2-dr., 
$185; Ranch Wagon (6) 2-dr., $230. 

’55 Fairlane (8) 2-dr. Victoria, 2 at 
$400* (ps), $315* (ps); Custom (8) 
4-dr., $280*, 2 at $260*. 

LINCOLN—’59 Continental Mark V 4-dr., 

$2,210* (ps); Premiere 4-dr. hardtop, 
$1,910* (ps). 

’57 Premiere 2-dr, hardtop, $815* (ps); 
conv., $670* (ps). 


’54 Capri 4-dr., $310* (ps); Cosmopoli- 
tan 4-dr., $145*. 
’48 Continental 2-dr., $400. 


MERCURY—’59 Montclair 4-dr. 
$1,060* (ps). 
’58 Commuter 4-dr., $650; Monterey 4- 
dr., $625*; 4-dr. hardtop, $555* (ps). 
’57 Montclair 4-dr, hardtop, $660* (ps); 
Monterey 2-dr, hardtop, $535* (ps), 
2 at $520* (ps). 
OLDSMOBILE—’61 F-85 4-dr., $2,010. 
’60 (88) Super 4-dr, Holiday, $2,130; 
(88) 4-dr, Holiday, $2,110* (ps). 
"59 (98) 4-dr. Holiday, $1,650* 


hardtop, 


(ps) ; 








(88) conv., $1,200* (ps). 

"58 (88) 4-dr, Holiday, $950* (5s); (88) 
Super conv., $820* (ps). 

’57 (88) Super 4-dr. Holiday, $7\10* (Ds); 


2-dr. Holiday, $600* (ps); 4-:\r., g5gos 
(ps); (88) Fiesta, $680* (ps); 4-ar, 
$520*. ’ 
'56 (88) Super 4-dr, Holiday, $6°0* (ps); 
(88) 4-dr. Holiday, $560*, $455* (pg): 


(98) conv., $310* (ps). 
PLYMOUTH—’'61 Valiant 200 (6) 4-ar. 
$1,360, ‘ 


°60 Fury (8) 2-dr, hardtop, $1,705* (pg). 
Valiant 200 (6) 4-dr., $1,200*, $;° 
180, $1,175*, 4 at $1,175. ; 

"59 Belvedere (8) conv., $975* (ps); 
Suburban (8) Deluxe 4-dr., $825*. ' 

’58 Suburban (8) Custom 4-dr., §759* 
(ps); Belvedere (8) 2-dr. hardtop, 
$675* (ps). 

’57 Belvedere (6) 4-dr. hardtop, $610* 
(ps); Suburban (8) Custom 4-dr,, 
$500*. 

56 Suburban (8) Custom 4-dr., $350*; 
Plaza (6) 4-dr., $280; Savoy (6) 4-dr,, 
$235. 

’54 Plaza Suburban, $140. 

PONTIAC—’61 Catalina 4-dr. Vista, $2,- 
500* (ps); Tempest (4) 4-dr., $1,760. 

60 Bonneville conv., $2,100* (ps), 

"59 Catalina 4-dr., $1,310" (ps), 2 at 
$1,055*; 4-dr. Vista, 2 at $1,295* (ps), 
$1,200* (ps). 

"58 Chieftain 4-dr., $750, $490*; Star 
Chief 4-dr., $650* (ps). 

’56 Chieftain 4-dr. Catalina, $425* (pg), 

’54 Star Chief 2-dr, Catalina, 2 at $290* 
(ps), $205*; conv., $200* (ps); 4-dr,, 
$195*. 

RAMBLER—’61 Classic (6) Custom station 
wagon, $1,750. 

’60 Super (6) 4-dr., $1,060; American (6) 
2-dr., $780, 2 at $750. 

’59 Super (6) Cross Country, $725; 4-dr., 
$610; American (6) 2-dr., $600. 

—_ Custom Cross Country, $360; 4-dr., 
300. 

STUDEBAKER—’62 Lark (8) 4-dr., $1,- 
795. 
’58 President (8) 4-dr., $630*. 
MISCELLANEOUS — ’60 Ford (6) F-250 
2-ton, $875; (8) F-100, $825; Dodge 
100 %-ton pickup, $760. 

’56 International (6) S-100 %-ton pickup, 
$320; Ford (6) Courier %-ton, $190. 

$230, 


OADILLAC—’60 de Ville 4-dr. 


’54 Chevrolet 3100 panel, 


DETROIT 


Aptco Auto Auction, Sale every Tuesday. 


Prices are for sale of Nov. 7 
BUICK—’61 Special 4-dr., $1,700. 


’°60 Electra 4-dr, hardtop, $2,285*, 

’59 Invicta 2-dr. hardtop, $1,440* §$1,- 
090*; LeSabre conv., $1,325* (ps); 4- 
dr., $1,320*. 

"58 Century 2-dr. Riviera, $800* (ps), 

’56 Special 2-dr., $325* (ps). 

hardtop, 
$3,355* (ps); (62) conv., $3,375* (ps), 
$3,300* (ps), $3,250* (ps). 

’59 de Ville 4-dr. hardtop, $2,580* (ps); 
2-dr, hardtop, $2,670* (ps). 

’58 (62) 4-dr. hardtop, $1,700* (ps). 


’57 (62) Sedan de Ville, $1,325* (ps); 
2-dr. hardtop, $1,100* (ps), $1,070* 
(ps). 

’56 (62) conv., $725* (ps). 

CHEVROLET—’61 Impala (8) conv., §2,- 
160* (ps), $2,150* (ps); sport sedan, 
$2,200* (ps), $2,175* (ps), $2,120* 
(ps); sport coupe, $2,175* (ps), $2,- 
100*; Impala (6) conv., $1,900 (ps); 


sport coupe, $1,750; Corvair (6) Monza 
2-dr., $1,900, $1,860*; 700 4-dr., $1,- 


455*; 2-dr., $1,445*. 

"60 Impala (8) conv., $1,700* (ps); sport 
sedan, $1,625*; sport coupe, $1,640*; 
Parkwood (8) 4-dr., $1,560*; Kings- 
wood (6) 4-dr. (9 pass.), $1,440*; Bel 
Air (8) 4-dr., $1,425*, $1,370*; Bel Air 
(6) 2-dr., $1,300; Brookwood (6) 4- 


(Continued on Page 41, Col. 1) 


Used Import Car Prices 


Albany 
Lloyd—’59 station wagon 2-dr., $260. 
Renault—’57 Dauphine 4-dr., $190. 


Bordentown, N. J. 


Austin-Healey—’60 conv., $825. 
Metropolitan—’5S 2-dr., $440. 
Renault—’60 4-dr., $605, $545*. 
759 4-dr., $325. 
Triumph—’ 59 conv., $475. 
’57T conv., $500. 
Volkswagen—’60 2-dr., $1,075. 


Caldwell, N. J. 
Austin-Healey—’61 Sprite conv., $865. 
MG—’58 roadster, $625. 

Triumph—’57 TR-3 conv., $740. 


Chicago 
Jaguar—’58 2-dr. hardtop, $1,350. 
Metropolitan—’61 2-dr., $1,025. 
Volkswagen—’61 Karmann-Ghia conv., $1,- 
685; 2-dr., $1,525, $1,450. 
’60 Karmann-Ghia conv., $1,180, 


Columbus, O. 
Austin-Healey—’60 2-dr. hardtop, 
Ford (English)—’58 4-dr., $255. 
Opel—’59 2-dr., $710. 
Triumph—’60 roadster, $1,410. 
Volkswagen—’59 Karmann-Ghia 2-dr., $1,- 

200. 


$1,750. 


Daytona Beach, Fla. 
Simca—’61 4-dr., $815. 
’60 station wagon, $350. 


Ebensburg, Pa. 
Hillman—’59 4-dr., $470. 
Renault—’60 2-dr., $1,055. 

’57 4-dr., $270. 


Flint 
Austin-Healey—’61 roadster, $1,785, 
Fiat—’60 1200 conv., $1,310. 


Opel—’ 60 Olympia station wagon, $900. 
Volkswagen—’60 113 2-dr., $1,115. 


Fontana, Wis. 
Volkswagen—’57 Microbus, $550. 


Los Angeles 
Austin-Healey—’60 Sprite, $1,025. 
Jaguar—’56 roadster, $850, $775. 

’52 Mark VII 4-dr., $305. 

’48 roadster, $885, 
Metropolitan—’57 conv., $305. 
Renault—’60 Caravelle hardtop, $1,300. 
Simca—’59 Aronde 4-dr., $400. 
Taunus—’55 2-dr., $205. 








Triumph—’59 TR-3 roadster, $1,130. 
’58 TR-3 roadster, $865. 

Volkswagen—’57 sunroof 2-dr., 
’55 sunroof 2-dr., $480. 

Volvo—’56 2-dr., $470. 


$635. 


Manheim, Pa. 
Austin—’55 2-dr., $550. 
Austin-Healey—'59 roadster, $1,100. 
Borgward—’59 station wagon, $500. 
Fiat—’58 1100 4-dr., $360. 
Ford (English)—’59 Anglia 
$475, 

Hillman—’57 conv., $200. 
Isetta—’58 2-dr., $195. 
Jaguar—’56 4-dr., $625. 
MG—’61 4-dr., $1,250. 
Renault—’61 conv., $1,250. 
Saab—’59 2-dr., $525. 
Vauxhall—’59 4-dr., $385. 
Volkswagen—’61 2-dr., $1,520. 

°60 conv., $1,200. 

’59 Microbus, $730, $410. 

’58 2-dr., $900, $600. 

’57 conv., $775. 


2-dr., $500, 


Sacramento, Calif. 

Borgward—’59 2-dr., $1,060. 

’58 2-dr., $545. 
Goliath—’60 2-dr. Tiger, $650. 
Simeca—’57 4-dr., $270. 
Volkswagen—’58 sunroof 2-dr., $835. 

"56 2-dr., $570; Karmann-Ghia 

$500. 

Volvo—’59 2-dr., $960. 

’58 2-dr., $650. 


2-dr., 


Warehouse Point, Conn. 
Fiat—’58 600 4-dr., $245. 
MG—’58 conv., $790. 

’57 MGA conv., $725. 

Metropolitan—’59 2-dr. hardtop, $500, $425. 
Renault—’60 Dauphine 4-dr., $460. 
Simeca—’60 2-dr. hardtop, $260. 
Triumph—’59 TR-3 conv., $825. 
Volkswagen—’56 Microbus, $465. 


West Palm Beach, Fla. 
Fiat—’59 600 Multipla, $425. 


Ford (English) — '60 Anglia 2-dr., 2 at 
$630, $615, 
’59 Prefect 4-dr., $470; Anglia 2-dr., 
$450. 


Hillman—’58 Minx 4-dr., $375; conv., $345. 

Metropolitan—’54 conv., $200. 

Renault—’60 Dauphine 4-dr., $625. 

Simea—’59 Aronde station wagon 2-dr., 
$450. 

’58 Aronde 4-dr., $280. 
Triumph—’59 4-dr., $400. 
Vauxhall—’60 Super 4-dr., $730. 
Volkswagen—’57 150 conv., $600. 


CH. 
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dr., $1,295; Biscayne (6) 4-dr., $1,265 

(ps); 2-dr., $1,095; Corvair (6) 4-dr., 

$1,100, $1,005*. 

5° Impala (8) sport sedan, $1,380*; 
sport coupe, $1,330*; conv., $1,235* 
(ps), $1,195* (ps), $1,015"; Brook- 
vvood (8) 4-dr., $1,280*; Brookwood 
(6) 4-dr., $1,075; Bel Air (8) sport 
sedan, $1,240* (ps); 2-dr., $965*; Bel 
Air (6) 4-dr., $880*; Biscayne (8) 2- 
ar., $940*, $860. 

58 Bel Air (8) 4-dr., $975* (ps); sport 
coupe, $800*; 2-dr., $800*; Bel Air (6) 
4-dr., $955* (ps); sport coupe, $800*; 
Delray (8) 2-dr., $690*. 

57 Bel Air (8) "station wagon 4-dr., 
$860*, $680* (ps); conv., $810*; Two- 
ten (8) 4-dr., $655*; One-fifty (6) 2- 
r., $530, $440. 

156 «Two-ten (8) station wagon 2-dr., 
$415*; Two-ten (6) sport coupe, $480*. 

55 Bel Air (6) 2-dr., $250*; Two-ten (6) 
4-dr., $250. 

"54 Two- ten (6) 2-dr., $275. 

CHRYSLER—'57 Saratoga 4-dr. hardtop, 
$690* (ps); Windsor 4-dr., $500* (ps). 
COMET—’'61 Comet 2-dr., $1, 600. 
’60 Comet 4-dr., $1,275. 
DeSOTO—’59 Firedome 4-dr, hardtop, $1,- 
115* (ps). 
57 Firedome 2-dr. hardtop, $455* (ps). 
PODGE—’'61 Pioneer (8) 4-dr., $1,735* 
(ps). 

160. Pioneer (8) 4-dr. hardtop, $1,510* 
(ps); 2-dr. hardtop, $1,515* (ps); Pio- 
neer (6) 4-dr., $1,265; Seneca (6) 2- 
dr., $1,175. 

59 Coronet (8) 4-dr. hardtop, $955*; 2- 
dr. hardtop, $910*, $895*; Coronet (6) 
4-dr., $910*. 

"58 Custom Royal (8) 4-dr. hardtop, 
$830* (ps), $455* (ps); Coronet (6) 2- 
dr., $330*. 

EDSEL—’58 Pacer 2-dr. hardtop, $485*, 

FORD—’'61 Thunderbird (8) 2-dr, hardtop, 
$3,155* (ps); Galaxie (8) conv., $1,- 
930* (ps); 4-dr., $1,900*; Fairlane (6) 
2-dr., 2 at $1,475. 

760 Galaxie (8) 2-dr. Victoria, $1,500* 
(ps), $1,250* (ps); conv., $1,305; Fair- 
lane 500 (8) 2-dr., $1,300*; Fairlane 
500 (6) 4-dr., $1,135; Custom 300 (6) 
2-dr., $1,300; Custom 300 (8) 4-dr., 
$1,075, $1,040*. 

59 Galaxie (8) 2-dr. Victoria, $1,305 
(ps), $1,265*, $1,190*; Country Sedan 
(8) 4-dr., $1,260*, $1,105* (ps), $1,- 
050*; 2-dr., $1,215*; Ranch Wagon (6) 
4-dr., $1,070; Fairlane (8) 2-dr., $1,- 
010*; Custom 300 (8) 2-dr., $925; Cus- 
tom 300 (6) 2-dr., $900*, $835, $825. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
555* (ps); Fairlane 500 (8) skyliner, 
$750* (ps); 2-dr. Victoria, $750*; 
Ranch Wagon (8) 2-dr., $670; Fairlane 
(8) 2-dr., $565*, 

57 Fairlane 500 (8) 2-dr. Victoria, 
$735*, $700; 2-dr., $570*; Fairlane (8) 
2-dr, Victoria, $400*, 

’56 Fairlane (8) 2-dr. Victoria, $455* 
(ps); Country Sedan (8) 4-dr. (9 
pass.), $405*. 

’54 Custom (8) 2-dr., $165*. 

’53 Custom (8) 4-dr., $155, 


MERCURY—’60 Montclair 4-dr. hardtop, 
$1,715* (ps); Monterey 2-dr., $1,485*, 
$1,450. 


’59 Monterey 4-dr., $1,385* (ps); 2-dr., 
$1,255*; 4-dr, hardtop, $955; Park 
Lane 4-dr, hardtop, $1,320* (ps). 

’58 Monterey 2-dr. hardtop, $750*, $660*. 
’57 Turnpike Cruiser 4-dr, hardtop, $560* 
(ps); Montclair 2-dr, hardtop, $530*. 
OLDSMOBILE — ’61 (88) 2-dr. Holiday, 

$2,510* (ps), $2,480* (ps). 

59 (98) 2-dr. Holiday, $1,750* (ps); 
(88) 2-dr. Holiday, $1,555* (ps); 4-dr., 
$1,225*. 

PLYMOUTH—’61 Valiant (6) Suburban 4- 
dr., $1,650*. 

’60 Fury (8) 2-dr. hardtop, $1,345* (ps); 
Valiant (6) 4-dr., $1,245*, $1,170*, 
$1,110*. 

’59 Fury (8) 2-dr, hardtop, $1,150* (ps), 
$1,100* (ps). 

PONTIAC—’60 Star Chief 4-dr. Vista, $1,- 
975* (ps); Ventura sport coupe, §$1,- 
890* (ps); Catalina 4-dr. Vista, $1,- 
880* (ps); 2-dr., $1,580*, 

‘59 Catalina Safari 4-dr. (9 pass.), $1,- 
450* (ps); conv., $1,375* (ps); 2-dr., 
$1,290* (ps). 

68 Star Chief 4-dr, Catalina, $930* (ps). 

’55 Star Chief 2-dr. Catalina, $210*, 

RAMBLER—’59 American (6) station wag- 
on 2-dr., $800, 

58 Custom (8) 
$755*. 

‘57 Ambassador (8) 4-dr., $385* (ps). 

STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $830; 4-dr., $675, $605, 

MISCELLANEOUS—'59 El Camino 2-dr., 
$1,150*. 

‘57 Ford F-100 pickup, $780; 2-dr. Cour- 
ier, $375. 

’56 Dodge 


station wagon 4-dr., 


2-dr. pickup, $325. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day, Prices are for sale of Nov. 9, 1960 
and '61 models still unsteady, other models 


selling good. Sold 158 cars from 246 con- 
signments. 
BUICK—’61 Electra 2-dr. hardtop, $2,800* 


(ps). 
’59 Electra 4-dr., $1,620* (ps); 
4-dr. hardtop, $1,425* (ps). 
’58 Super 2-dr., $780* (ps). 
’57 Special 2-dr, Riviera, $555*; 4-dr. 
Riviera, $540* (ps), 
’56 Super 4-dr., $415*; Special 4-dr, Rivi- 
era, $415*; 2-dr, Riviera, $375* 
’55 Super 2-dr, Riviera, $235* (ps). 
OADILLAC—’58 (62) 4-dr. hardtop, $1,- 
605* (ps). 
’57 (62) conv., $1,450* (ps). 
"56 (62) Sedan de Ville, $455* (ps). 
"55 (62) Coupe de Ville, $440* (ps). 
53 (62) 2-dr. hardtop, $315* (ps); 4- 
dr., $250*. 
52 (62) 4-dr., $280* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 


Invicta 


$2,175* (ps), $2,170* (ps); conv., §2,- 
140* (ps); Parkwood (8) 4-dr., $2,- 
030* (ps); Corvair (6) 700 station 
wagon 4-dr., $1,900*. 


’60 Impala (6) 4-dr., $1,480* (ps); Im- 
pala Pa sport sedan, $975*; Biscayne 





(6) 4-dr., $1,220*; 2-dr., $1,100, - 
’59 Parkwood (8) 4- -dr., $1,325*; Park- 
wood (6) 4-dr., $1,170*; Brookwood 
(6) 4-dr., $1,110*. 
58 Bel Air (8) sport coupe, $960* (ps); 
Impala (8) sport coupe, $890*; Delray 
(6) 2-dr., $755*; 4-dr., $610*; Bis- 


cayne (6) 2-dr., $645*, $585*. 

’57 Two-ten (6) 2-dr., $735; Two-ten (8) 
4-dr., $475*; Bel Air (8) 4-dr., $725*; 
Bel Air (6) sport sedan, $685*; One- 
fifty (6) 2-dr., $340. 

*56 Bel Air (8) sport sedan, $540*, $485°*; 
One-fifty (6) station wagon 2-dr., $340. 


‘55 Bel Air (8) 4-dr., $375*; Two-ten 
(6) 2-dr., $300*. 
'54 Two-ten 2-dr., $340. 
’53 Two-ten 4-dr., $300. 
CHRYSLER — '59 Windsor 4-dr., $1,150* 
(ps). 
DODGE — '61 Polara (8) 4-dr., $2,040* 
(ps). 
’57 Coronet (8) 2-dr., $350*. 
’55 Royal (6) 2-dr., $215*. 


EDSEL—’58 Citation conv., $450* (ps); 
Pacer 4-dr., $390*. 
FORD — ’61 Thunderbird (8) conv., $3,- 


430*, $3,200* (ps); 
$1,900* (ps). 

’60 Thunderbird (8) conv., $2,150* (ps); 
Country Sedan (8) 4-dr., $1,460*, $1,- 
290; Falcon (6) station wagon 4-dr., 
$1,215, $1,180*; Ranch Wagon (8) 4- 
dr., $1,210*; Custom 300 (6) 2-dr., 
$1,075* (ps), $1,030*. 

59 Country Sedan (8) 4-dr., $1,090*; 
Fairlane (8) 4-dr., $940* (ps); Coun- 
try Squire (8) 4-dr., $910*; Custom 


Galaxie (8) 4-dr., 


300 (8) 2-dr., $895*; Custom 300 (6) 
4-dr., $845*. 

‘58 Fairlane (8) 2-dr, Victoria, $800* 
(ps); Country Sedan (8) 4-dr., $775*; 


Custom (6) 4-dr., $455. 

’57 Country Sedan (8) 4-dr., $495*; Fair- 
lane (8) 2-dr. Victoria, $425": Custom 
(6) 2-dr., $340; Ranch Wagon (8) 2- 
r., $300*, 

’56 Country Sedan (8) 4-dr., $480*, $430* 
(ps); Fairlane (8) 2-dr. Victoria, $430* 
(ps); Main (8) 2-dr., $215*, 

’55 Custom (8) 2-dr., $240*. 

’54 Custom (6) 4-dr., $175. 


LINCOLN—’59 Continental Mark III conv., 
$2,140* (ps). 
’56 Premiere 2-dr. hardtop, $415* (ps). 
MERCURY—’57 Monterey 2-dr. hardtop, 
$455*, 
’56 Montclair 4-dr., $450* (ps). 
’55 Montclair conv., $210*. 
OLDSMOBILE—’61 (88) Super 4-dr., $2,- 
380* (ps), 
‘60 (88) 4-dr. Holiday, $2,100* 
4-dr., $1,675* (ps). 
57 (88) 2-dr., $680*; 4-dr. 
’656 (98) 2-dr. Holiday, $480*; 
Holiday, $445*; 2-dr. $430*, 
'5S (88) 4-dr., $290*; 2-ar. 
$265*; (98) 4-dr., $260* (ps). 
PLYMOUTH—’61 Savoy (6) 4-dr., $1,350*. 
’60 Belvedere (8) 4-dr., $1,230* (ps). 
’59 Savoy (6) 2-dr., $690*. 
’58 Belvedere (8) 4-dr., 
’57 Suburban (6) Deluxe 2-dr., $320*; 


(ps) ; 


$670* (ps). 
(88) 2-dr. 


Holiday, 


Savoy (8) 4-dr., $275*; Plaza (6) 4- 
r., $275*. 

’56 Suburban (6) 4-dr., $235*, 

’54 Savoy (6) 4-dr., $200. 

PONTIAC. — ’61 Catalina 4-dr., $2,180* 

(ps); 2-dr., $1,910* (ps). 

’60 Bonneville conv., $2,175* (ps); Cata- 
lina 4-dr. Vista, $1,900*; 4-dr., $1,- 
850* (ps). 


’59 Bonneville 4-dr. Vista, $1,490* (ps); 
Catalina 4-dr, Vista, $1,480* (ps). 


’57 Super Chief 4-dr., $580*; Star Chief 
conv., $420* (ps). 

'55 Chieftain 4-dr., $275*. 

’54 Chieftain 2-dr., $260* (ps). 


RAMBLER—’61 Classic (6) 4-dr., $1,420. 

’60 Super (8) Cross Country 4-dr., $1,- 

450*, $1,425*; American (6) Super 4- 
dr., $1,165; Deluxe 4-dr., $980. 


’59 American (6) Super 4-dr., $950; sta- 
tion wagon 4-dr., $730. 
’57 Custom (8) 4-dr., $455* (ps). 


’56 Custom 4-dr., $355*. 
STUDEBAKER—’59 Lark (6) Deluxe 2- 
dr., $675*. 
MISCELLANEOUS—’59 Ford (8) %-ton, 
$900; (6) %-ton, $860*. 
’54 Chevrolet (6) %-ton panel, $275. 
’51 Willys Jeep, $525. 


MINNEAPOLIS 


Minneapolis Auto Auction, Inc. Sale 
every Wednesday. Prices are for sale of 
Nov. 8. Very slow both retail and whole- 
sale, Sold 34 cars from 71 consignments. 
BUICK—’55 Super 2-dr. Riviera, $200* 

(ps). 

CHEVROLET—’60 Bel Air (6) 4-dr., $1,- 
190*; Corvair (6) 500 4-dr., $1,055. 

’59 Brookwood (8) 4-dr., $1,105*, 

’57 Two-ten (8) station wagon 4-dr., 

$625*. 

’54 Two-ten (8) 2-dr., $200. 
CHRYSLER—’57 NY 4-dr. hardtop, $740* 

(ps). 

FORD—’60 Fairlane 500 (8) 4-dr., $1,335* 
(ps), $1,185*, $1,170*; Fairlane (6) 2- 
dr., $920. 

’57 Fairlane 500 (8) 4-dr., $1,110*, $520*. 

’56 Fairlane 500 (8) 2-dr, Victoria, $360* 


(ps); Fairlane (8) 2-dr., $325*. 

"54 Custom (6) 2-dr., $165*, $105*; 

Ranch Wagon (6) 2-dr., $145*, 

(ps). ‘ 
MERCURY—’58 Commuter 4-dr., $550* 
OLDSMOBILE—’57 (88) 4-dr., $550* (ps). 

’54 (88) 4-dr., $155* (ps). 
PLYMOUTH—’59 Savoy (8) 4-dr., $635*. 


’56 Savoy (6) 4-dr., $245. 
’55 Plaza (6) 2-dr., $220; 4-dr., $150. 
STUDEBAKER — ’57 Commander 4-dr., 
$160. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 8. Sold 
267 cars from 365 consignments. 
BUICK—’61 Electra 225 4-dr. hardtop, $2,- 

790* (ps); Electra 4-dr. hardtop, $2,- 
650* (ps); LeSabre 4-dr. hardtop, $2,- 
615* (ps), $2,515* (ps); conv., $2,- 
415*; Invicta 2-dr. hardtop, $2,465* 
(ps); Special 4000 station wagon 4-dr., 
$2,100* (ps); 4-dr., $2,050* (ps). 

’60 Electra 4-dr., $2,050* (ps), $1,900* 
(ps); LeSabre 2-dr. hardtop, $1,985* 
(ps), $1,925* (ps); Invicta 4-dr., $1,- 
875* (ps), $1,950* (ps). 

’59 Electra 4-dr., $1,600* (ps); 2-dr. 
hardtop, $1,510* (ps); Invicta 4-dr. 
hardtop, $1,460* (ps); LeSabre 4-dr., 
$1,440* (ps), $1,315* (ps), $1,160*. 

’58 Century 4-dr. Riviera, $1,060; Special 
2-dr., $980* (ps), $710*; Super 4-dr., 
$960* (ps), $950* (ps). 

‘57 RM 2-dr. Riviera, $765* (ps); Cen- 
tury 4-dr., $600, $555* (ps); 4-dr. Riv- 








iera, $560* (ps); Estate Wagon 4-dr., 
$525*; Special 4-dr., $420*. 

‘56 Special 2-dr., $530*, $530* (ps); 4- 
dr., $515*; 4-dr. Riviera, $330* (ps); 
Special 4-dr., $515*; Super 4-dr., $405* 
(ps). 


CADILLAC—’60 de Ville 4-dr. hardtop, 
,400*. 


"59 (62) 2-dr. eels age 000* (ps); 
(60) Special 4-dr., $2,6 

‘58 (62) Coupe de Ville, a1, 600°. 

55 (62) 2-dr., $480* (ps); conv., $360* 


(ps). 

’52 Hearse, $100. 

CHEVROLET—’61 Nomad (8) 4-dr., $2,- 
405* (ps); Parkwood (8) 4-dr., $2,- 
250* (ps), $2,150* (ps); Impala (8) 
sport coupe, $2,160*, $2,125* (ps); 
conv., $2,160* (ps); Corvair (6) Monza 
2-dr., $1,830, $1,790; Corvair (6) 700 
station wagon 4-dr., $1,800; 4-dr., $1,- 
650, $1,475*; Biscayne (8) 2-dr., $1,- 
690; Bel Air (8) 2-dr., $1,655. 

"60 Corvette (8) conv., $2,420*; Impala 
(8) sport coupe, $1,765* (ps), $1,680; 
conv., $1,695* (ps), $1,675* (ps); 4- 
dr., $1,655* (ps); Parkwood (8) 4-dr., 
$1,715* (ps), $1,705* (ps), $1,650* 
(ps); Bel Air (8) sport sedan, $1,480*; 
4-dr., $1,420, $1,350; Brookwood (8) 
$1,215; 4-dr., $965. 

’59 Impala (8) 4-dr., $1,410; 2-dr., 
4-dr., $1,450; Corvair (6) 700 4-dr., 


to a big new car.” 


"56 Nomad (6) 
St. a 
: $515"; 





“ —— 125°. 
That’s it, watch the shiny keys oat Thunderbird (8) conv., 





(6) station wagon 2-dr., $525. 

station wagon 4-dr., 
Bel Air (8) station wagon 4-| OLDSMOBILE—’61 (88) Super Fiesta 4- 
Two-ten (8) station wagon 
‘. ae, $430, $325*; Two-ten (6) station 
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’58 Citation conv., $500* (ps); Villager 
4-dr., $435*; Ranger 4-dr., $425. 

FORD— 61 Thunderbird (8) conv., $3,- 
200* (ps); Falcon (6) 2-dr., $1,615", 
$1,330; 4-dr., $1,475*. 

60 Thunderbird (8) 2-dr. hardtop, §2,- 
350° (ps), $2,120* (ps); Country Se- 
dan (8) 4-dr., $1,575*; Galaxie (8) 
conv., $1,525*; Fairlane (6) 4-dr., 2 at 
$1,210; 2-dr., ‘$1,055; Falcon (6) 4-dr., 
$1,115; 2-dr., $995; Fairlane 500 (6) 
aa atb. $1,105; Custom 300 (6) 2-dr., 
1 


$ 

’59 Fairlane 500 (8) 2-dr. Victoria, $1,- 
400* (ps); Ranch Wagon (6) 4-dr., 
$1,100, $815, $735; Custom 300 (6) 2- 
dr., ' : J » $650° 

58 Fairlane 500 (8) 4-dr. Victoria, 
$610*; 2-dr. Victoria, $525* (ps); 
Ranch Wagon (6) 2-dr., ‘$515, $510. 

’57 Fairlane (8) conv., $535*, $530; Cus- 
tom 300 (8) 4-dr., $155 

'56 Fairlane (6) 2-dr., $415°; Parklane 
(6) 2-dr., $145*; Custom (8) 4-dr., 


$800* (ps); 
Custom (8) 2-dr., $125 
MERCURY—'61 Monterey 4-dr. hardtop, 
$2,100* (ps). 
’57 Monterey 4-dr., $605* (ps), $370* 
(ps); Commuter 4-dr., $565*. 


dr., $2,915* (ps); 2-dr. Holiday, §$2,- 
405* (ps); (98) conv., $2,735" (ps); 


. ; 4-dr., $1,280*; 
512600 41.950°; Biscayne tee ga wagon 4-dr., $425; One-fifty (6) 2-dr., (88) Fiesta 4-dr., $2,650* (ps); 2-dr., 
2-dr., $1,165*; Bel Air (6) 2-dr., $930*; $340. $2,525* (ps); 4-dr., $1,850*, 

'55 Bel Air (8) 2-dr., $350; Two-ten (6)| °60 (98) conv., $2,300* (ps); 4-dr. Holi- 


Parkwood (8) 4-dr., 
$1,240*, $1,165* (ps) : 


$1,270, $1,250, 
Biscayne (8) 2- 


r., $1,080, $1,025*, $950*; 4-dr., $1,-| CHRYSLER — ’54 Windsor 4-dr., 


$980* (ps). 
'58 Firesweep 2-dr., $550* (ps). 
DODGE—’60 Polara (8) station wagon 4- 
dr. hardtop, $1,760* (ps); 
$690. Pioneer station wagon 4-dr., 
$1,320°*. 
One-fifty | EDSEL—’59 Ranger 4-dr., $715. 


035*; Biscayne (6) 2-dr., $925, $875, 
$850; 4-dr., $840*. 

58 Brookwood (8) 4-dr., $865*, $850; 
Biscayne (6) 2-dr., $710, $700*; 4-dr., 
$700* (ps), $675*; Delray (6) 2-dr., 


(ps). 
DeSOTO—'59 Firesweep 4-dr., 


’57 Bel Air (8) 2-dr., Phoenix 4-dr., 


$675*; 


$795*; sport coupe, (ps); 
sport sedan, $775*; 





Turn the 12-month/12,000-mile guarantees into profits 
with modern service equipment. Most service and war- 
ranty jobs can be handled best with Rotary Lifts to get 
the car off the ground where mechanics can do their 
work faster, with less effort . . . and thus turn out more 
jobs per day. 

Two efficient lifts—Rotary’s Two-Plunger Frame Pick- 
Up is the best lift made for general shop work. The open 
span between the runners offers accessibility to all parts. 
For lubrication, oil changes, brake work, muffler replace- 
ment and many similar jobs, the more economical Single- 
Plunger FP-46 Frame Lift is ideal. 

Both of these lifts have “swinging arms” 
four ways to reach chassis support areas and raise the car 
safely. Dependable Rotary Airdraulic or Full-Hydraulic 
jack units, with the exclusive Hydra-Seal packing, give 
years of trouble-free service. 


adjustable 


Opportune time—Modernize your shop facilities now, 
take advantage of the additional service jobs which the 
new, extended car guarantees will bring you. Mail cou- 
pon today for more information on these profit-making 
lifts and a copy of Rotary’s Auto Lift Selection Guide. 





AUTO LIFTS 


Memphis, Tenn. 


Name 
DOVER CORPORATION, 


ROTARY LIFT DIVISION Company. 


Madison, Ind. * Chatham, Ontario 


First name in oil-hydraulic auto lifts — passenger 
and freight elevators — industrial lifting devices 


2-dr., $350; station wagon 4-dr., $275*. 
$110* 


Dart (8) 
$1,535* 665* (ps 
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Dover CorporaTION, Rotary Lirt Division 
1123 Kansas, Memphis 2, Tenn. 


Please send information on Rotary Frame Lifts and your 
Auto Lift Selection Guide to: 
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day, $2,200* (ps); 2-dr., $2,110* (ps); 
(88) Super 4-dr., $2,030* (ps), $1,860* 
(ps), $1,860* (ps); 2-dr. Holiday, $1,- 
$965* (ps); (88) 4-dr., $1,890* (ps), 
$1,735* (ps). 

’59 (88) Super 4-dr. Holiday, $1,625* 
(ps), $1,450* (ps); Fiesta 4-dr., $1,- 


). 
*568 (98) 2-dr., $1,030* (ps); (88) Super 
(Continued on Page 43, Col. 1) 


Single Plunger 
Model FP-46 


Two Plunger 
Model FP-28 
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At Los Angeles Parley... 


By William Carroll 
West Coast Editor 

LOS ANGELES.—The 15th an- 
nual convention and trade show of 
the Automotive Parts Rebuilders 
Assn. was attended by nearly every 
one of the group’s 558 members, 
who were told that “the next four 
years will see one of the most dy- 
namic growth periods of our indus- 
try.” 

The speaker, Charles R. Hicks, 
of Accurate Parts Corp., Kokomo, 
Ind., was among nine men who 
discussed sales methods and fu- 
ture of automotive parts rebuild- 
ing. 

A trade show, held in conjunction 
with the convention, displayed re- 
builder materials from Ford Motor 
Co.’s Motorcraft (transmissions) 
Division, Electric Autolite Co., Ben- 
dix-Marshall Eclipse Division, 
Borg-Warner, Jonns-Manville, 
Wagner Electric Corp. and 63 other 
concerns specializing in production 
of materials for rebuilding automo- 
tive parts. 

The foundation of the association 
was a group of generator rebuild- 
ers operating in the early ’20s. Dur- 
ing depression years, parts rebuild- 
ing was carried on by salvage com- 
panies. During World War II, the 
business of rebuilding auto parts is 
credited with keeping many of the 
nation’s 40 million cars in use. 

So rapidly did rebuilding expand 
during the war years that until 
recently the business suffered from 
a bad reputation gained when too 
many parts were rebuilt with a 
steam cleaning and fresh paint. 

In recent years (1960), rebuild- 
ers claim that nearly every re- 
placement generator was a re- 
built unit. Clutch rebuilders say 
that in 1961, they are rebuilding 
more clutch plates than in 1949 
and 1950, when aimost all cars 
had manual transmissions. 

The association’s 558 members, 
from an area including Europe and 
South Africa, represent shops re- 
building armatures, bearings, brake 
cylinders, brake shoes, carburetors, 
clutch pressure plates, connecting 
rods, crankshafts, camshafts, cyl- 
inder heads, diesel heads, diesel 
blocks, differentials, distributors, 
driveshafts, engines, fluid drives, 
fuel pumps, generators and hydrau- 
lic jacks. 

Other rebuilders supply diesel in- 
jectors, master cylinders (brake), 
electric motors, power-brake units, 
oil pumps, overdrives, rear axles, 
shock absorbers, starters, solenoids, 
springs, starter drives, automatic 
and regular transmissions, univer- 
sal joints, voltage regulators, water 
pumps, wheel cylinders and wiper 
motors. 

As one rebuilder phrased it, 
“We're the world’s greatest ‘we-do- 
it-ourselves’ organization.” 

General] Motors, Ford and 
Chrysler had executives attend- 
ing the convention as observers. 
Though none of the factory peo- 
ple would speak for publication, 
they indicated that Detroit is 
keeping a close watch on the re- 
building business. 

During one session the members 
were told by Ira Saks, of Cleveland, 
“I can remember years back when 
we were considered a junk busi- 
ness ... truck and car manufac- 
turers wanted no part of us... 


AC Distributors 
Offered Course 


In Sales Training 


FLINT.—Early reaction to a new 
training course for AC Spark Plug 
distributors indicates wide accept- 
ance of the program, according to 
Edgar H. Francois, AC general 
sales manager. 

The course, called the Achiever 
Sales Development Program, pro- 
vides complete training in basic 
sales techniques plus training in 
how to apply this knowledge to 
AC products, Francois said. 

Nucleus of the program, develop- 
ed by Close & Patenaude, special- 
ist in sales-training packages, is 
12 color-sound films planned for 
showing in six different meetings. 
















































Parts Rebuilders See 
Growth Era Dawning 


would give us no information. . 



















































soon as possible. 
“It gives Me great pleasure,’ 


Moter Co. came to you rebuilders 
and made contracts... 


to: agape ..°. 


supply of rebuilt equipment. 
“And right now, one of General 

Motors’ divisions is negotiating 
with rebuilders to supply rebuilt 
units . .. which is the greatest 
tribute we can expect.” (This 
was confirmed by a GM executive 
attending the meeting. He de- 
clined to be quoted.) 

Transmission rebuilder James 
Brown, Dallas, explained his meth- 
od of remanufacturing automatic 
transmissions. 

“First, we steamclean the out- 
side, then tear it down completely,” 
he said. “All major components are 
kept together, while small fittings 
nuts and bolts are put into a com- 
mon hopper. Everything is hot- 
tank cleaned, then inspected. 

“We install brand new bushings, 
bearings, clutch plates and soft 
parts to return the unit to manu- 
factured standards. This makes it 
possible for the auto dealer to re- 
pair the unit at a later date with 
factory supplied parts. It’s then as- 
sembled, tested, metal stamped ‘re- 
built’ and warehoused for ship- 
ment.” 

According to rebuilders present, 
about half their automatic trans- 
mission business is with auto deal- 
ers, either direct or through job- 
bers. No estimates were available 
as to the amount of other rebuilt 
parts going to dealers. 

One man said the trend toward 
lightweight transmission cases, 
carburetor and distributor bodies 
has made it necessary to keep 
individual units se parated, as 
thinner cases often warp and 
shift after use and no longer re- 
tain complete interchangeability. 

The association is broken up into 
eight institutes, each devoted to a 
specific portion of the business. 

They are the armature and gen- 


Tips to Employes .. . 


good employe? A good boss? 

Two newsletters published for 
members of the Dayton Area Auto 
Dealers Assn, try to answer these 

questions. 

In the first newsletter, under 
the heading “The Boss Speaks,” 
employes are admonished: 

1. Don’t lie. It wastes my time 
and yours. I am sure to catch you 
in the end. 

2. Watch your work and not the 
clock. A long day’s work makes a 
long day short, and a short day’s 
work makes my face long. 

3. Give me more than I expect, 
and I will pay you more than you 
expect. I can afford to increase 
your pay only if you increase my 
profits. 

4. Keep out of debt. You owe so 
much to yourself you cannot afford 
to owe others. 


5. Dishonesty 
dent. 

6. Mind your own business and 
in time you will have a business 
of your own to mind. 

7. Don’t do anything here that 
hurts your self-respect. The em- 
ploye who is capable of stealing for 
me is capable of stealing from me. 

8. It’s none of my business what 
you do at night, but if dissipation 
affects what you do the next day 
you will last only half as long as 
you hope. 

9. Don’t tell me what I would 
like to hear, but what I ought to 
hear. I don’t want a valet for my 
vanity, but for my money. 

10. Don’t kick if I kick. If you 


is never an acci- 


and wanted us out of the way as 


Saks continued, “to say that as a 
result of your good work .. . Ford 


a tribute 
to the group gaining recognition. 
Recently Chrysler realized they had 
and have gone to a 
number of you to arrange for a 
















How to Please the Boss 


DAYTON.— What constitutes a| are worth correcting you are 





erator institute, brake shoe bonder, 
carburetor, clutch, junior executive, 
power brake, transmission and 
water pump institutes. 

Each section is supported with 
a portion of the association budg- 
et, from which it schedules yearly 
technical clinics in which members 
exchange rebuilding data and tech- 
niques. 

Fastest growing, and most active, 
is the transmission institute, There 
were 130 members in attendance 
at the 1961 Cleveland Clinic, which 
was cosponsored by Chevrolet and 
Buick transmission engineers. 

The transmission group also pub- 
lishes a monthly technical bulletin 
for its members, for which they 
pay an additional $24 a year dues. 

During general sessions, attend- 
ing members were told by M. A. 
Carlson, Manchester, Mo., “The or- 
iginal equipment manufacturer has 
been forced to accept our prod- 
ucts.” 

The next speaker, Stanley 
Kinkor, Bedford, O., said, “Don’t 
lean on your past. Competition, 
domestic or foreign, can remove 
you from the market. I’m sure 
the public has little conception of 
what we contribute to success of 
the automotive field.” 

Most rebuilder members were a 
little shocked when James Hamil- 
ton, executive secretary of the Cali- 
fornia Automotive Wholesalers, told 
them: “In a recent survey we found 
that most mechanics did not ask 
for your product by name. They 
usually ask the wholesaler for a 
‘rebuilt’ part, leaving it to the 
wholesaler to specify and supply 
the brand; by lunch, for sure.” 

“The life of a rebuilt part is equal 
to, or exceeds, the life of a new 
product,” claimed Robert E. Lee, 
Hutchinson, Kansas. “But we are 
still struggling to overcome a bad 
reputation gained during the war 
years. We can only do this with re- 
built products of quality that will 
give good service. 

“The automotive aftermarket is 
the most confused and fouled up 
in history,” Lee continued. “Job- 
bers want to buy as distributors, 
and dealers want to buy at the 
jobber price.” 

Hicks, of Kokomo, noted that 
techniques have been developed to 
rebuild tubular shock absorbers, a 
business Hicks expects to become 
largest of the rebuilding industry. 

He suggested that members plan 
to catalog 1962 parts as rapidly as 
possible, to keep up with accept- 
ance of rebuilt parts by mechanics 
and the public. 






























































































worth keeping. 

In the next newsletter, the boss 
was on the receiving end. 

“Research has found that the one 
need that ranks next to food and 
shelter is a man’s basic desire for 
recognition, his need to be ‘some- 
body,’” Dayton’s automotive “boss- 
es” were told. 

“You can buy an employe’s time 
—you can buy his physical pres- 
ence in your plant—you can even 
buy a measure of his‘skill. But you 
cannot buy devotion. You cannot 
buy loyalty. These you must earn!” 





Robot's Hands— 


Three mechanical hands reach out to 
grasp three small gear wheels in a sym- 
bolic demonstration of the assembling and 
handling capabilities of TransfeRobot 200. 
The hands, or jaws, which can seize, move, 
turn and position any small part, act at 
the direction of TR 200's own electronic 
brain. The TR 200 is now being produced 
in quantity at the new Automation Center 
of the USI Robodyne Division of U. S, In- 
dustries, Inc., Silver Springs, Md. 
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Automated Feeding— 


A USI Robodyne segmented vibratory feeding bowl, left, supplies small components 
to the waiting jaws of an automated TransfeRobot 200, extreme right, which grasps 
each component, positions it and transfers it to another machine (not shown) where 
it will be fitted into another component. The new bowl was developed by the US| 
Robodyne Division of U. S. Industries, Inc., Silver Springs, Md., to work with TR 200, 
but it can be used as part of other automated systems. 


Robots Reproduce Selves 
At New Automation Center 


SILVER SPRINGS, Md.—A uto- 
mated robots helped to reproduce 
themselves at the opening here of 
the first production facility design- 
ed exclusively for the manufacture 
of automation equipment. 

The self-perpetuating device 
was demonstrated for officials of 
government, industry and the 
press following the formal dedi- 
cation of the new Automation 
Center of the USI Robodyne Divi- 
sion of U. S. Industries, Inc, Call- 
ed TransfeRobot 200, it contains 
its own electronic brain and is 
the first low-priced, flexible auto- 
mated machine to be produced in 
quantity for use on any produc- 
tion line, the division said. 

Other devices shown in action 
included USI’s DigiFlex automated 
training machine, already in use in 
several large postoffices, including 
the central postoffice in Washing- 
ton, for retraining mail sorters 
whose old jobs have been changed 


‘or abolished by the growth of auto- 


mation. 

A third was MemoTutor, a new 
teaching machine to speed the 
process of memorization. Memo- 
Tutors were designed for use in all 
United States postoffices to help 
sorters memorize zone numbers, 
box numbers and addresses. 

John I. Snyder jr., president and 
chairman of U. S. Industries, Inc., 
emphasized that automation de- 
vices and allied training machines 
are playing increasingly important 
roles both in America and abroad. 

“To function effectively in the 
highly competitive arena of world 
trade, industry will find that au- 
tomation is indispensable,” Sny- 
der said. He cited the recent sale 
by USI’s Clearing Division of the 
world’s first fully integrated auto- 
mated line for producing automo- 
bile fenders. 

“Surprisingly, the buyer was not 
from Detroit, but a major automo- 
bile manufacturer in Japan, where 
labor rates are relatively low,” he 
added. “But, in view of a growing 
Japanese labor shortage, this man- 
ufacturer found automation neces- 
sary if he intended to maintain his 
competitive position in world mar- 
kets.” 

Edwin F. Shelley, group vice- 
president of U. S. Industries and in- 
ventor of the TransfeRobot con- 
cept, announced that more than 50 
TransfeRobot 200s have already 
been purchased by major compa- 
nies for use on their assembly lines. 
The small machine, which first 
went into production last June, is 
helping to manufacture clocks and 
watches, automotive subassemblies, 
typewriters, electrical components 
and other products. 

The TransfeRobot 200 is suited 
to handling and assembly of vir- 
tually all small components, the 
division said. It usually works in 
conjunction with USI Robodyne 
segmented vibratory feeder bowls 
that feed parts to it. 

Through its electronic brain, 














TR 200 takes directions from, and 
give directions to, other TR 200s 
working in line and to other coop- 
erating machines. In half an hour, 
it can be taken off one job and re- 
programmed for another simply by 
changing its grasping parts, or 
jaws, and giving it a new set of in- 
structions. 


Chicago Area 
Gains 3 Dealers 
In 3rd Quarter 


CHICAGO.—The number of deal- 
erships in Chicago and its suburban 
area showed a net gain of three 
during the third quarter, accord- 
ing to the Chicago Automobile 
Trade Assn. 

Actually, there were nine cancel- 
lations or resignations during the 
July-September period, and nine 
new appointments, 

The increase of three resulted 
from the fact that six of the ap- 
pointments were with dealers 
who were already handling one 
or more makes of cars and three 
were with new dealer establish- 
ments. 

Of the nine new outlets, five were 
in Chicago and four were in the 

suburbs. Of the cancellations and 
resignations, two were in Chicago 
and seven were in the suburbs. 

Of the 382 dealerships operating 
as of Oct. 1, there were 193 in Chi- 
cago and 189 in the suburbs. The 
438 outlets were made up of 221 in 
Chicago and.217 in the suburbs. 

Chicago outlets included the 
following: Chevrolet, 26; Ford, 24; 
Rambler, 23; Pontiac, 19; Plym- 
outh, 18; Oldsmobile, 17; Buick, 

15; Studebaker, 14; Chrysler, 12; 
Imperial, 11; Mercury, 11; Dodge, 
9; Cadillac, 8; Lincoln, 7, and 
Willys, 7. 

In out-of-city Cook County are 
the following outlets: Ford, 25; 
Rambler, 25; Chevrolet, 24; Plym- 
outh, 20; Studebaker, 15; Chrysler, 
14; Buick, 13; Oldsmobile, 13; Pon- 
tiac, 18; Dodge, 12; Imperial, 12; 
Mercury, 11; Willys, 8; Cadillac, 6, 
and Lincoln, 6. 


Jaguar Order 
Sets Record 


NEW YORK.—Jaguar Cars, Inc., 
has made the largest order for 
Jaguar cars ever placed with the 
factory for delivery to the North 
American market. 

The order, amounting to $63 mil- 
lion worth of cars, covers a 12- 
month delivery period beginning 
Jan. 1. 

It calls for delivery of 4,000 of 
the newly announced Mark X se- 
dans, 4,000 XK-E roadsters and 
Gran Turismo coupes and _ 2,500 
3.8 sedans. 
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Used-Car Auction Prices 


(Continued from Page 41) 





i-dr., $975* (ps), $800* (ps); 2-dr., 
10*; 2-dr, Holiday, $850* (ps). 
‘57 (98) 2-dr., $625*, 
ts (88) 2-dr., $360* (ps). 
pLY i OUTH—’59 Suburban (6) Deluxe 4- 
ar., $540, $230*; Savoy (6) 2-dr., 
$315. 

5s Suburban (8) Custom 4-dr., $460*. 

PONTIAC—’61 Catalina Safari 4-dr., $2,- 
550* (ps), $1,800* (ps); 4-dr. Vista, 
$2,375* (ps), $1,770* (ps); 4-dr., $1,- 
425*; conv., $2,200* (ps); sport coupe, 
$1,740* (ps); 2-dr., $1,575*; Bonne- 
ville 4-dr. Vista, $2,515* (ps); conv., 
$1,965* (ps); Tempest (4) Safari 4-dr., 
$1,800; Ventura 4-dr., $1,970* (ps). 

59 Bonneville 4-dr. Vista, $1,370* (ps); 
Catalina 4-dr., $1,340*, $1,190*, $1,- 
135*, $1,025; 4-dr. Vista, $1,230*. 

‘58 Star Chief 4-dr. Catalina, $790* (ps); 
Super Chief 2-dr., $735*. 

57 Chieftain Safari 4-dr., $675* 
4-dr., $375; Super Chief 4-dr., 
(ps); Star Chief 2-dr., $270. 

56 Star Chief 2-dr., $270; Chieftain 4- 
dr., $160*. 

’55 Star Chief 2-dr., $155*; 4-dr., $150*. 

RAMBLER—’60 American (6) Custom 4- 
dr., $1,375*. oe 

’59 American (6) Super 4-dr., $835*; sta- 
tion wagon 4-dr., $825*. 

‘58 Ambassador (8) Custom 2-dr., $720* 
(ps). 

MISCELLAN EOUS—’53 Ford pickup, $165. 

39 Chevrolet %-ton pickup, $250. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Nov. 7. 


BUICK—’60 LeSabre Estate Wagon, §$2,- 
100* (ps). 

’59 LeSabre 2-dr. hardtop, $1,585* (ps); 
Invicta 4-dr., $1,455*. 

’57 Century Estate Wagon, $800* (ps); 
2-dr. Riviera, $635* (ps); RM 4-dr. 
Riviera, $695* (ps); conv., $620* (ps); 
Super 2-dr. Riviera, $635* (ps); 4-dr. 
Riviera, $635* (ps); Special 2-dr. Rivi- 
era, $550*. 

56 Special 2-dr. Riviera, $535*, $335*, 
$315*; RM 2-dr. Riviera, $415* (ps); 4- 
dr. Riviera, $400* (ps). 

’55 Super 2-dr. Riviera, $390* (ps), 
$235* (ps); 4-dr., $160* (ps); Century 
2-dr. Riviera, $350*; Special 2-dr. Riv- 
iera, $250*. 

’54 RM 4-dr., $335* (ps). 

CADILLAC—’61 (62) conv., 


(ps); 
$500* 


$4,850* (ps); 


4-dr. hardtop, $3,930* (ps); de Ville 
2-dr. hardtop, $4,850* (ps), $4,550* 
(ps). 


"60 de Ville 2-dr. hardtop, $4,050* (ps), 
$3,700* (ps); (62) conv., $3,950* (ps), 
$3,895* (ps), $3,655* (ps); 2-dr. hard- 
top, $3,825* (ps), $3,285* (ps); (60) 
Special 4-dr. hardtop, $3,935* (ps). 

’59 de Ville 2-dr. hardtop, $3,550* (ps), 


$3,000* (ps), $2,900* (ps); (62) 4-dr. 
hardtop, $2,890* (ps); conv., $2,655* 
(ps). 

’58 (60) Special 4-dr. hardtop, $2,185* 


(ps), $2,120* (ps), $1,985* (ps); (62) 
Sedan de Ville, $1,985* (ps); conv., 
$1,785. 

’57 (60) Special 4-dr. hardtop, $1,860* 
(ps); Eldorado Seville, $1,690* (ps); 
Sedan de Ville, $1,600* (ps), $1,450* 
(ps); 4-dr. hardtop, $1,485* (ps); 
Coupe de Ville, $1,170* (ps). 


’56 (62) 2-dr. hardtop, $1,020* (ps); 4- 
dr., $910* (ps); conv., $890* (ps), 
$695* (ps). 


’55 Eldorado 2-dr. hardtop, $810* (ps); 
(62) Coupe de Ville, $755* (ps); 4-dr., 
$640* (ps); 2-dr. hardtop, $515* (ps); 
(60) Special 4-dr., 3695* (ps), $625* 
(ps). 

"53 (62) 2-dr. hardtop, $325, $165; Coupe 
de Ville, $305* (ps). 

’50 (62) 4-dr., $155. 


CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,280* (ps), $2,305* (ps); Corvair 
Monza (6) 2-dr., $1,950*. : 

"60 Impala (8) sport coupe, $2,045, $2,- 
000* (ps), $1,985* (ps), 3 at $1,950* 
(ps), $1,900* (ps); sport sedan, $1,- 
885* (ps), $1,865* (ps); conv., $1,885* 


(ps); Bel Air (8) 2-dr., $1,670*, $1,- 
385; Bel Air (6) 4-dr., $1,375*; Bis- 
cayne (8) 4-dr., $1,330*; Corvair 700 


(6) 4-dr., $1,255. 
’°59 Impala (8) sport coupe, $1,645* (ps), 


$1,570; sport sedan, $1,600* (ps); 
conv., $1,465* (ps); Parkwood (8) 4- 
dr., $1,610* (ps); Bel Air (8) sport 


sedan, $1,285*; 2-dr., $1,235*, $1,230*; 
4-dr., $1,230*; Biscayne (8) 4-dr., $1,- 
150* (ps), $910*; Biscayne (6) 2-dr., 
$975*, $950*, $925*; utility sedan, 
$895. 

’58 Impala (8) sport coupe, $1,270* (ps), 
$1,250* (ps), $1,150* (ps), $1,060*; 
conv., $1,150* (ps), $775*; Brookwood 
(8) 4-dr., $1,075* (ps), $935* (ps); 
Biscayne (8) 4-dr., $945* (ps), $770*; 
Biscayne (6) 4-dr., $595; Yeoman (8) 
4-dr., $940*; Delray (6) 2-dr., $660. 

’57 Bel Air (8) sport coupe, $960*; 4- 
dr., $855* (ps); sport sedan, $810*, 
$760 (ps), $680*; conv., 2 at $795*; 
Two-ten (8) station wagon, $780*, 
$695* (ps); Two-ten (6) 4-dr., $695* 
(ps); One-fifty (6) utility sedan, $455*. 

’56 Bel Air (8) sport coupe, $665, $610*; 
4-dr., $615*; conv., $600* (ps), $575*; 
Two-ten (8) station wagon, $605* (ps), 
$460* (ps); 4-dr., $560*, $465*; Two- 
ten (6) 2-dr., $485; One-fifty (6) 2-dr., 
$390; One-fifty (8S) 4-dr., $335. 

’55 Bel Air (8) conv., $670*, $510*; 2- 
dr., $600*, $450*; sport coupe, 2 at 
$560*; station wagon, $500*; 4-dr., 
$460*; Bel Air (6) 2-dr., $385*; Two- 
ten (8) 2-dr., $470*, $395*; One-fifty 
(6) 2-dr., $365. 

’54 Corvette conv., $485*; Bel Air 4-dr., 


$480*, $150; Two-ten Delray, $225. 
’53 Two-ten station wagon, $335; 4-dr., 
$225*; Bel Air 4-dr., $205. 


CHRYSLER—’60 Windsor Town & Country, 
$2,700* (ps); 2-dr., $2,015* (ps). 
’59 Windsor 4-dr., $1,485* (ps). 
’57 Windsor 4-dr., $600* (ps). 
’55 NY 2-dr. hardtop, $530 (ps). 
’54 NY 4-dr., $335* (ps). 
DODGE—’60 Seneca (6) 2-dr., $1,225. 
’57 Custom Royal (8) 4-dr., $625* (ps); 
Coronet (8) 4-dr., $295*. 
’55 Royal (8) Sierra 4-dr., $360* (ps); 
2-dr. hardtop, $165*. 
’54 Royal (8) 4-dr., $100*, 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,340* (ps); Galaxie (8) conv., $2,- 
325* (ps); Country Squire (8) 4-dr., 
$2,185* (ps); Fairlane 500 (8) 4-dr., 


$1,800* (ps); Falcon (6) 2-dr., $1,485; 
Fairlane (6) 2-dr., $1,285, $1,375, $1,- 
355. 

*60 Thunderbird (8) 2-dr, hardtop, $2,- 
750* (ps); Country Sedan (8) 4-dr., 
$1,705* (ps); Galaxie (8) conv., $1,665 
(ps); Sstarliner, $1,650* (ps); 4-dr. 
Victoria, $1,635* (ps); 4-dr., $1,475* 
(ps); Fairlane 500 (8) 4-dr., $1,435* 
(ps), $1,400*; Falcon (6) 2-dr., §$1,- 
355; 4-dr., $1,290*; etation wagon 2- 
dr., $1,270. 

’59 Thunderbird (8) conv., $2,185* (ps); 
Country Sedan (8) 4-dr., $1,455* (ps); 
Galaxie (8) 4-dr. Victoria, $1,385* 
(ps); conv., $1,335* (ps); 2-dr. Vic- 
toria, $1,315* (ps); Custom 300 (8) 
2-dr., $1,075* (ps); Custom 300 (6) 
2-dr., $835*; 4-dr., $835, $780; Fair- 
lane (8) 2-dr., $1,050*; 4-dr., $995*; 
Ranch Wagon (6) 2-dr., $885. 

‘58 Thunderbird (8) 2-dr, hardtop, $1,- 
980* (ps), $1,940* (ps), $1,785* (ps); 
Fairlane 500 (8) conv., $885* (ps); 4- 


dr., $790*; Country Sedan (8) 4-dr., 
$885* (ps); Custom 300 (8) 4-dr., 
$675, $650. 

’57 Country Squire (8) 4-dr., $810", 
$745* (ps), $675* (ps); Fairlane 500 
(8) 2-dr. Victoria, §800 (ps), $790*, 
$675*, $650*, $540* (ps); conv., $685*, 
$635* (ps); 4-dr., $585*; Country 
Sedan (8) 4-dr., $785* (ps), $760* 
(ps); (9 pass.), $675* (ps); Fairlane 
(8) 2-dr., $650*; 4-dr. Victoria, $590* 
(ps), $490* (ps), $485* (ps); Custom 


300 (8) 2-dr., $525* (ps); Ranch Wag- 
on (8) 2-dr., $510*; Custom (6) 2-dr., 
$425*; DelRio (8) 2-dr., $380*. 

’56 Fairlane (8) conv., $440* (ps), $395* 
(ps); 2-dr., $415*, $310*; 4-dr., $345* 
(ps); Ranch Wagon (8) 2-dr., $400*, 
$360*; Custom (8) 2-dr. Victoria, 
$355*; 2-dr., $290*, $275*. 

55 Country Sedan (8) 4-dr., 
Ranch Wagon (8) 2-dr., $385*; 
lane (8) 2-dr. Victoria, $305*, 
(ps); Custom (8) 4-dr., $235*. 

‘54 Country Sedan (8) 4-dr., $300*; Cus- 
tom (6) 2-dr., $215; Ranch Wagon (8) 
2-dr., $185*; Main (8) 2-dr., $135. 

’53 Crest (8) 2-dr. Victoria, $235*. 

28 Model A, $225. 

HUDSON—’55 Hornet 2-dr. hardtop, $260* 
(ps). 

IMPERIAL—’61 LeBaron 4-dr. 
$5,000* (ps). 

’60 Imperial 4-dr. hardtop, $2,685* (ps). 

*59 LeBaron 4-dr. hardtop, $2,350* (ps), 
$2,335* (ps). 

LINCOLN—’60 Continental Mark V 4-dr. 


$395*; 
Fair- 
$250* 


hardtop, 





Sales-Contest Winners— 


Three Midwestern Renault dealerships were named winners of 10-day, expense-paid 
vacations to Puerto Rico, which were prizes in a three-month sales incentive contest 
sponsored by Renault Great Lakes, Inc., Chicago, regional distributor. The winners 
were L. J. Stanford, Inc., Lincoln Park, Mich.; Tambourine Motors, Glenview, Ill., and 
Ernie Fox Motors, Inc., Saginaw, Mich. From left are Les and Lou Stanford and James 
Nichols, sales manager, L. J. Stanford; Robert Tambourine, Tambourine Motors; Ernest 
Fox, Fox Motors, and Don Dare, Renault Great Lakes. The wives of the winners also 


will make the trip. 





hardtop, $3,150* (ps). 

‘59 Continental Mark IV- 2-dr. hardtop, 
$2,700* (ps). 

’58 Continental Mark III conv., $1,935* 
(ps); 2-dr. hardtop, $1,785*; Premiere 
4-dr. hardtop, $1,600* (ps); 2-dr. 
hardtop, $1,485* (ps). 

’57 Premiere 4-dr. hardtop, $985* (ps). 


’56 Continental Mark II 2-dr. hardtop, 
$2,910* (ps); Premiere 2-dr. hardtop, 
$850* (ps). 

’55 Capri 2-dr. hardtop, $410* (ps). 

MERCURY—’60 Commuter 4-dr., $1,985* 
(ps); Comet 4-dr., $1,315. 
’59 Voyager 4-dr., $1,700* (ps); Mont- 


clair 2-dr. hardtop, $1,360* (ps). 

’5S Voyager 4-dr., $970* (ps). 

’57 Voyager 4-dr. (9 pass.), $850* (ps). 

’56 Montclair 2-dr. hardtop, $475* (ps); 
4-dr. hardtop, $450* (ps). 

’55 Monterey conv., $400* (ps); Mont- 
clair 2-dr. hardtop, $385*, $325*. 

’54 Custom 2-dr., $420*; Monterey 4-dr., 
$290*; 2-dr. hardtop, $265*. 

’53 Monterey 2-dr. hardtop, $295*. 

OLDSMOBILE—’61 F-85 4-dr., $1,800. 

'60 (88) 4-dr., $2,440* (ps); 2-dr. Holi- 
day, $2,050* (ps). 

"59 (88) Super Fiesta 4-dr., 
dr. Holiday, $1,820* (ps); 
Holiday, $1,600* (ps); 4-dr., 
(ps). 

’58 (88) Super 4-dr. Holiday, $995* (ps), 


$2,300*; 4- 
(88) 2-dr. 
$1,480* 


$990* (ps); (88) 4-dr. Holiday, $995* 
(ps); 2-dr. Holiday, $880* (ps). 
"57 (88) Fiesta 4-dr., $1,000*; 2-dr. 


Holiday, $695* (ps); (88) Fiesta 4-dr., 


$990* (ps); (98) 4-dr., $545* (ps). 

’56 (88) 2-dr. Holiday, $635*, $385* 
(ps); (88) Super 2-dr. Holiday, $625* 
(ps), $570* (ps), $495* (ps); 4-dr. 
Holiday, $535* (ps), $495* (ps). 

’55 (98) 2-dr. Holiday, $385* (ps); (88) 
2-dr. Holiday, $295*; (88) Super 4-dr., 
$240* (ps), $235*. 


PLYMOUTH—’61 Suburban (8) Custom 4- 


dr. (9 pass.), $1,985*; Valiant 200 (6) 
4-dr., $1,600*. 

60 Belvedere (8) 4-dr., $1,230*; Valiant 
100 (6) 4-dr., $1,220, $1,190; Valiant 
200 (6) 4-dr., $1,050*, $1,000. 

’59 Suburban (8) Sport 4-dr., $1,320* 
(ps); Belvedere (8) 2-dr. hardtop, $1,- 
260* (ps); 4-dr. hardtop, $1,135* (ps). 

"58 Belvedere (8) 2-dr. hardtop, $925* 


(ps). 

’57 Fury (8) 2-dr. hardtop, $790* (ps); 
Savoy (8) 2-dr. hardtop, $675*; Bel- 
vedere (8) 2-dr. hardtop, $645* (ps), 
$485", $460*; 2-dr., $390*; Suburban 
(8) Sport 4-dr., $645*; Plaza (8) 2-dr., 
$300*. 

’55 Savoy (8) 2-dr., $185*. 


PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 


210* (ps). 

’59 Bonneville sport coupe, $2,020* (ps); 
Catalina Safari 4-dr., $1,625* (ps); 
eee $1,625* (ps); 4-dr., $1,385*, $1,- 

85* 


’58 Star Chief Safari 4-dr., $1,315* (ps); 
Bonneville conv., $1,200* (ps); Chief- 
tain 4-dr., $1,125* (ps); 4-dr. Cata- 
lina, $1,030*. 


(Continued on Page 48, Col, 1) 





NE W// supeR-SOFT-SPRAY NOZZLE 


Engineered specifically for the new acrylic, enamel and, 


To get smooth, high-gloss finishes with today’s paint formulations, the new 
DeVilbiss Super-Soft-Spray Nozzle incorporates features found in no other 


spray head! 


Improved air-jet action provides ideal atomization with a wide, soft pattern 
that gives full wet coverage . . . assures better adhesion . . . makes lapping 
easier . . . and reduces rebound that causes excessive overspray. 

The DeVilbiss Super-Soft-Spray Nozzle is machined by new, super-precision 
methods, and features added ruggedness, for day-in-day-out dependable per- 


formance, even under heavy-duty service. 


So, if you want the best application of the new finishes, ask your jobber for 
a DeVilbiss Super-Soft-Spray Nozzle to use on your present DeVilbiss JGA or 
MBC gun. Or get a DeVilbiss spray gun complete with Super-Soft-Spray Nozzle. 


THE DEVILBISS COMPANY, Toledo 1, Ohio 


Barrie, Ontario ¢ London, England © SGo Paulo, Brazil ¢ Branch Offices in Principal Cities 


RE 


FTES EERE bof da LE. 


2600ER 


rebound. 
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The secret of super-soft spray 


Secondary jets (1) intercept side jets 
(2) to reduce impact and forward 
velocity. This produces a wider angle 
pattern for a soft, wet spray with less 










New 154 Nozzle 
fits all JGA and 
MBC Spray Guns 


$710 


slightly higher in West 
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FOR BETTER SERVICE, BUY 


DeViLBiss 
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The Man Behind the Wheel .. . 


Sales Testing ‘62 Falcon Wagon 


point, the Falcon wagon takes good 
care of itself on any road. It is 189 
inches long, has weight enough for 
good balance and provides excellent 
riding characteristics, with a softer 
and more comfortable ride this 
year. Coil springs have been added 
at the corners of the wagon’s rear 
seats to improve riding comfort 
in the back. 

Outstanding, too, was the absence 
of characteristic station wagon 
rumble. 

















Eprror’s Notre: This is another | deal more than you would expect 
in a series of articles exploring | in a compact vehicle. 
the sales features of ’62 American The tailgate is counterbalanced 
eS and you MUST lower the glass be- 
fore it can be opened, a good safety 
feature. Maximum load floor length 
with the tailgate open is 105.1 
inches and almost 86 inches when 
closed. Rear opening width is 45.5 
inches, rear opening height is 27 
inches. 

From the road and driving stand- 


Car Tested: 


"62 FALCON 
WAGON 


* * 


By L. H. Houck 


Travelling Correspondent 


FTER a thousand miles of 
travel in the ’62 Falcon station 

ee wagon, we have come to the con- 
clusion that the most astonishing 

P lenty of Space— feature of the vehicle is its work 
With the tailgate down, the Falcon Capacity and its load carrying abil- 


wagon provides more than 105 inches of 
usable load space, the long way. The 
opening is more than 45 inches wide and 
27 inches high. 


* 





* * 


Engine Passes Test 


_ test Falcon wagon was 
equipped with automatic trans- 
mission and the 170-cubic-inch en- 
gine. The vehicle’s capacity and 
the improved Falcon six, coupled to 
the automatic transmission, seem- 






With the second seat converted, 
this wagon provides a level cargo 
space of 76.2 cubic feet—a great 


* * 












wa Four-door station ed a little too good to be true. It 
Engine: 170-cubic-inch, 101- made you wonder if you could have 






your cake and eat it, too. 

We loaded it down with some 
cargo and five persons for one 
test. This proved no embarrass- 
ment to either engine or trans- 
mission as it operated efficiently 
up hill and down and delivered 
more than 20 miles per gallon 
on regular. 

Vibration, always the bane of a 
six-cylinder engine, has been vir- 
tually eliminated by the addition 
of a torsional vibration damper to 





horsepower, Overhead-valve six; 
bore and stroke, 3.50 by 2.94 
inches; torque, 156 foot pounds 
at 2,400 revolutions per minute; 
compression ratio, 8.70-to-1. 

Transmission: Fordomatic, 
two forward speeds, drive and 
low. 

Capacities and dimensions: 
Overall length, 184.8 inches; 
wheelbase, 109.5 inches; overall 
height, 55 inches; glass area, 
4,323 inches; curb weight, 2,683 
pounds; fuel tank, 14 gallons; 
crankcase, with filter replace- 
ment, 4% quarts; cooling sys- 
tem, with heater, 934 quarts. 

Tires: 6.50 by 13. 















Falcon Test Wagon— 

This is the Falcon station wagon which was sales tested by Automotive News. This 
year’s model-features new front grilie and new fender ornaments. Ride and perform- 
ance were rated tops. 
























By Ed Brown 

Staff Correspondent 
NEW YORK. — Delivery-fleet 
profits are reduced by vehicle speed 
and increased by controlled per- 
formance and reliability mainte- 
nance, a Ford Division engineer 
said at the Fleet Maintenance Ex- 
position and Conference here. 

Harley F. Copp, assistant chief 
truck engineer, said vehicle 
modifications to increase road 
speed from 53 to 64 miles an hour 
will result in 39 percent more 
operation expense. 

Controlled performance, he con- 
tinued, will result in greater com- 
ponent durability, improved fuel 
economy, reduced route times and 
traffic flexibility in the scheduling 
of payloads and routes to be serv- 
iced. 

About 70 exhibitors took part in 
the exposition, five more than were 
registered for the first event here 
a year ago. More than 1,600 persons 
attended the four-day show and 
conference. 

The exposition was open to all 
auto, bus and truck fleet operators, 
their maintenance personnel, and 
other service people. 

Technical sessions, while gear- 
ed to the maintenance and serv- 
ice problems and needs of private 
and for-hire motor fleets, also 
considered many problems of in- 
terest to the general motoring 
public. 

For example, there was a session 
on the effects of sustained high 
speeds .on every part of a motor 
vehicle, new tire materials, new 
electrical components and new body 
and frame materials. 

Among the newest contributions 
to the fleet industry on exhibit 
were transistorized regulators, new 
steel-cord tires, a generator that 
maintains electrical output at both 
low and high speeds and sealed 
electrical units with built-in lubri- 
cation reservoirs that eliminate the 
need for periodic servicing. 

Several comments were elicited 
from exhibitors, which ranged from 
the very good to constructive criti- 
cism of the sort that recommended 
that in the future, meetings should 
not be held while the exhibits were 
open. 

Said the exhibitor: “When you 
get people down to this building, 
and then hold a meeting which 
drags them away from the exhib- 
its we have set up for them, you 
are doing a great disservice to 


It's the first and 
only one of its kind! 
We've done the incredible! 


It's colossal, Mr. H! 
it’s astonishing! 
And it’s all ours! 


Air Conditioning Service Unit 
Complete servicing Station: 
purging, evacuating, charg- 
ing, testing. Exclusive fea- 
ture: controlled heat of 
refrigerant. 


Hang-Over Tune-up Hoist 


Slides you over the 
engine for close work. 
Adjustable, lightweight. 
Easy to store. No more 
damaged fenders. 


Ford Engineer Gives Advice... 


Boosting Fleet Profits 








— 


vibrations and results in a ouieter 
and smoother ride. 

The parking brake tube is nylon 
lined to reduce friction and the 
cable is lubricated for life, features 
which indicate that the designers 
have not overlooked the little 
things. 

And here’s something I’ll bet you 
didn’t know: Internal parts of Fa]- 
con door locks are plated to pre. 
vent corrosion and a special lubri- 
cant is installed to prevent freez- 
ing. 

The instrument cluster has been 
revamped, and there is a new grille 
and larger taillights. 

The Falcon wagon has all the 
features of other Falcons. These 
include two-year coolant good for 
35 degrees below zero, a 30,000-mile 
fuel filter, a 6,000-mile interval oil] 
change and improved carburetor. 

* * * 





Up Front— 


Wide front doors provide plenty of 


engine crankshaft which smooths| room to get in and out of the '62 Falcon 
out the power. A new leaf-type| wagon. Note new design of instrument 
engine mount further dampens the| cluster. 






your exhibitor. And making our 
job twice as difficult.” 

On the other hand Ralph Thomas, 
National Committee for Motor 
Fleet Supervisor Training, an ex- 
hibitor at the show and one of the 
speakers, said that in his opinion 
the exposition was a great success. 

“We have found,” he said, “that 
this year we are getting the kind 
of people in attendance who make 
the purchasing decisions in these 
companies. And we find that al- 
though the numbers of people who 
are stopping to make inquiries are 
slightly below last year, the qual- 
ity of these people is far superior. 
We know we are talking to people 
where an impression is made and 
sticks.” 

This same sentiment was re- 
echoed many times by other ex- 
hibitors. One man said “people 
who’ve been stopping at our booth 
have invariably been the right peo- 
ple, interested in our products and 
people we think we can count on 
as good prospects for future busi- 
ness.” 

The show ran for four days, 
while the seminars took only 
three. Several exhibitors said a 
four-day show is one day too 
long. A group of men discussing 
the situation together on the last 
day of the show agreed. 

“We might just as well not be 
here today, for all the people we 
have been able to talk to,” one said. 
“As a matter of fact, we’ve done 
more talking among ourselves than 
otherwise. But up to today we were 
very busy.” 


Dealers’ Gifts 
To Ohio Fund Soar 


CLEVELAND.—A record $83,225 
was contributed by new-car dealers 
in the Cleveland area to the United 
Appeal fund campaign, according 
to preliminary tabulations by ap- 
peal officials, who said the final fig- 
ures will be higher. 

The dealers exceeded their goal 
by 6 percent and contributed 10 per- 
cent more than they did a year 2g0, 
which was the second-best sales 
year in the auto industry’s history, 
the officials added. 

Last year the dealers’ contribu- 
tions totalled $75,759, with the aver- 
age donation per dealer being $206 
and the average gift per employe 
being nearly $12, the officials added. 
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Plymouth-Valiant Pitch .. . 


Auto Advertising 


able to them about car buying 
plans and present automobile own- 
ership of 8,000 adult residents in 
Metropolitan Los Angeles. 


Results of a survey conducted by 
Research, Inc., Los Angeles inde- 
pendent research organization, are 
scheduled for release in early De- 
cember. 


The persons surveyed were asked 
to rate their present automobiles 
on a “scalemeter” on such points 
as appearance, size, ease of start- 
ing, riding comfort, tradein value 
and the way dealers sell and serv- 
ice cars. 





The Plymouth Dealers Assn. of 
the Los Angeles region has launch- 
ed its first major effort of the 1962 
model year with newspaper and 
radio campaigns for both Plym- 
outh and Valiant cars. 

To preserve the individual iden- 
tities of the compact Valiant and 
the full-sized Plymouth, separate 
campaigns are being run for each 
car during November to cover 
California south of Paso Robles 
and including the San Diego area. 

The Plymouth campaign is based 
on the theme that the 1962 model 
is “The Car You Asked For” and 
relates product benefits in terms 
of Western motoring. Three ver- 
gions of the ads highlight style, 
performance and economy. 

A print campaign also is being 
used to underscore the price advan- 
tage of the new Valiant Signet, 
bucket seat addition to the Valiant 
line for 1962. The headline, “Bucket 
Seat Luxury at a Bleacher Seat 
Price,” is illustrated by a photo- 
graph of a single Signet bucket 
seat on an ordinary bleacher bench 
—no models or props of any kind. 

Fifty-second radio transcriptions, 
with 10-second live tags, will sup- 
plement the print campaign. 

Forty-seven newspapers, includ- 
ing the four metropolitan papers in 
Los Angeles, are being used in the 
campaign. Nine radio stations in 
the region are carrying a total of 
662 spots. 
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Campaign for Body Maker 


Standard Auto Body, Inc., Los 
Angeles, is readying a direct mail 
campaign to the Southern Califor- 
nia truck body market. 

Standard’s new ad program is 
aimed at stimulating sales through 
new-truck dealers and from fleet 
truck operators directly. Their first 
mailer features the company’s full 
line of dump bodies and hoists. 

Subsequent mailers will similarly 
cover Standard’s other lines of 


truck bodies. 
* * * 


Lesly Goes International 


The London Public Relations 
firm of Galitzine & Partners, Ltd., 
is joining with the Philip Lesly Co., 
headquartered in Chicago, to form 
an international public relations or- 
ganization. 

Lesly is forming an affiliate, Gal- 
itzine, Lesly International, Inc., to 
function through its five offices in 
the United States and Tisdall, Clark 


* * 


Times Names Executives 


The New York Times has ap- 
pointed operating executives for its 
new Western edition to be printed 
in Los Angeles late in 1962 for dis- 


tribution throughout the Western 
states. 

Lawrence G. Hauck was named 
to the newly created post of editor 
of regional editions. He will be in 
editorial charge in New York of 
both the Western edition and the 
International edition, which is 
printed in Paris. 

Andrew Fisher, Times assistant 
general manager and the executive 
in charge of the Western edition, 
announced that John B. Olson will 
be Western edition general man- 
ager; Roger W. Atwood will be ad- 
vertising manager; William Holm- 
berg will be circulation manager, 
and Walter E. Mattson jr. will be 
production manager. 

* * * 


MJA Appoints 4 


The Cadillac account-executive 
group has been realigned by Mac- 
Manus, John & Adams, Inc., Bloom- 
field Hills, Mich. Robert E. Field, 
who has been Cadillac account ex- 
ecutive, now is account supervisor. 

Wendell D. (Pete) Moore, for- 
merly director of advertising and 
sales promotion for Dodge Division, 
has joined MJA as Cadillac account 
executive. William G. Bishop has 
been named assistant account exec- 
utive, and Donald F. Malton has 
been transferred from the traffic 
department to the Cadillac account 
group. 

* * * 


Data on Los Angeles 


Automobile manufacturers and 
dealers soon will have data avail- 


Dealer Wins Suit Appealed 
Due to ‘Low-Ball’ Sentiment 


NEW YORK.—An appellate court 
has ruled in favor of a Bronx deal- 
er in a breach-of-damage action 
which the dealer’s counsel feared 
would have been lost, had it gone 
to trial, because of sentiment 
against “low-balling,” although low- 
balling was not an issue in the case. 

Richard B. Schwartz, attorney 
for Crest Oldsmobile Corp., said 
the plaintiffs sued for $300 after 
@ previously agreed-upon deal 
was cancelled by both parties. 

The plaintiffs, Floyd M. Lampert 
and his mother, Sylvia, signed a 
purchase order for a new car at 
the agreed-upon price, together 
with a tradein, and left a $125 de- 
posit. 

About three weeks later, prior to 
delivery of the new car, the Lam- 
pert car was reexamined and found 
to have a defective transmission. 
The company refused to deal at the 
price originally quoted, and the 
parties were unable to agree upon 
a new price. 

Crest returned the deposit with 
the following legend on the back 
of the company check: “Full refund 
of deposit in full settlement of all 
claims against .Crest Oldsmobile 
Corp.” 

Upon receipt of the check, the 
company said the Lamperts re- 





Zehe Displays Inside and Outside— 


The front of the new sales and service headquarters of Zehe Motors, Inc. (Ford), 
Huntington, Ind., features a canopy 124 feet long, extending six feet over the glass- 
enclosed showroom and outdoor display area. Four cars can be shown in the indoor 
showroom and three in the outdoor section that is recessed to a depth of 16 feet. 
The dealership has a 70-by-100-foot shop at the rear of the building. Officers are 
E. C. Zehe, president; R. E. Zay, vice-president, and Elizabeth R. Zehe, vice-president 





and secretary. 





















& Lesly, Ltd., in Canada. Galitzine 
is forming a Lesly, Galitzine sub- 
sidiary. Each will own stock in the 


other. 
* * * 


Carlson Appoints Agency 


Carlson Oldsmobile, Clayton, Mo., 
has appointed Stella Chaney Brown 
Advertising, Inc., to handle its ad- 
vertising. 

oe 6. 4 


Personnel Changes 


Richard F. McLoughlin from 
sales staff to manager of the De- 
troit sales office of Reader’s Digest, 
succeeding Charles D. Hepler, re- 
cently appointed 
director of adver- 
tising sales for 
the magazine... 
Kenneth Youel, 
assistant director 
of the communi- 
cations section in 
the General Mo- 
tors Public Rela- 
tions Department, 
to retirement 
after 30 years 
with the corpora- 
tion ... Gregg T. Ward from as- 
sistant director to director of ad- 
vertising for United States Rubber 
Co., succeeding Carlton H. Gilbert, 
who is retiring after 27 years with 
the company. 

Four changes on AC Spark Plug 
account at D. P. Brother advertis- 
ing agency: Ian W. Beaton to gen- 
eral account executive; Robert E. 
Guerrier to account executive in 
charge of AC-Flint advertising; 
John C. Barbuscak to account ex- 
ecutive in charge of AC-Flint mer- 
chandising, and John C. Martin to 
account executive in charge of AC- 
Milwaukee advertising and mer- 
chandising . . . Gail Smith, director 
of advertising and market research 
for GM, elected a director of the 
Assn. of National Advertisers. 





R. F. McLoughlin 


turned their copy of the purchase 
contract. 

Subsequently, the Lamperts 
brought suit and claimed that the 
damages were due to the fact that 
on the purchase of another auto, 
they had to pay $300 more than the 
original Crest contract called for. 

The dealer moved for a summary 
judgment on the basis of “mutual 
cancellation of the contract and ac- 
cord and satisfaction.” 

The lower court denied the mo- 
tion, saying there were issues to be 
resolved at a jury trial. ; 

Crest appealed and the appellate 
court granted the summary judg- 
ment against the plaintiffs, saying: 

“In this action for the alleged 

breach of a contract for the pur- 
chase of an automobile, the de- 
fenses predicated upon a mutual 
cancellation of the contract and 
plaintiff's acceptance of a check 
for the return of his deposit in 
full settlement of all claims 
against defendant are substanti- 
ated by documentary proof. 

“Plaintiff has failed to adduce 
any facts indicating the existence 
of any trialable issue with respect 
to such defenses.” 

Schwartz said that ordinarily it 
would not be worth while to appeal 
a case involving such a small 
amount. 

“But in view of the public senti- 
ment and stories in the newspapers 
criticizing ‘low-balling’ by dealers, 
the risk in going to trial with this 
case was much too great,” he con- 
tinued. 

“We felt that a jury would have 
decided in favor of the plaintiffs 
because of this sentiment, despite 
the fact that there had been a mu- 
tual cancellation of this contract.” 

Schwartz said the appellate 
court’s decision points up the need 
for guides to dealers confronted by 
similar circumstances on a tradein. 

“It is our opinion,” he added, 
“that an appeal would not have 
been necessary had the custom- 
er’s portion of the contract and 
the original been stamped with 
the legend, ‘contract mutually 
cancelled and deposit,’ the same 
being signed by the purchaser. 

“This type of case is particularly 
treacherous because of the claims 
by the public of ‘low-balling’ by 
dealers and the criticism by news- 
papers,” he said. 
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That is the New York automotive story—hap- 
pily for the car manufacturer! But New York 
is the only big market where you can reach 2 
million families and not find a single family 
who owns a car... it’s the only market in which 
every other family does without any car... 
the only market in which the top third (in in- 
come) buys three-fourths of the new cars. The 
trick, of course, is to concentrate on that top 
third. That’s what the World-Telegram does. 
It gives you the heaviest concentration of new 
car buyers per dollar in the entire market. 


You’re really in the market when you’re in the 


7 World-Telegram 


i= NEW YORK’S 
ht. QUALITY EVENING NEWSPAPER 


bl 
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Scripps-Howard General Advertising Offices: 
230 Park Avenue, New York City +« Chicago + San Francisco 
Detroit + Cincinnati + Philadelphia +» Dallas + Los Angeles 





NEW DESIGNS for /762 


DESIGNED FOR IMPRESSIVE SELLING! 
BUSINESS CARDS 
IN FULL COLOR 


CARDS SHOWING '62 MODELS 
AVAILABLE FOR FOLLOWING DEALERS: 





@ FORD © CHEVROLET 
@ PONTIAC @ OLDSMOBILE 
® DODGE @ BUICK 


Send for Free 
Sample Folder Today 


Equally Impressive Line of cards available for 
Chrysler, Mercury, Plymouth and Rambler 
dealers. 


UTLEY BROTHERS, INC. © 17631 FILER © DETROIT 12, MICHIGAN 


UNS a 
SPECIALIZED INSURANCE MARKET 
FOR CONSUMER CREDIT... 


Coousagns shoallebte 


AUTOMOBILE PHYSICAL DAMAGE 


(comprehensive, fire, 

















y 



















theft and collision) 


CREDIT LIFE, DISABILITY 














Ome A ane ao ee 
Write, Wire or Call 
JAckson 2-6277 


RESOLUTE INSURANCE COMPANIES 


Resolute Building Hartford 3, Connecticut 








TIRE VALVES—A line of snap-in type 
tubeless tire valves has been announced 
by Milton Mfg. Co., 1900 W. Hubbard 
St., Chicago 22, Ill. The line includes seven 
valve models, The Milton line is said to 
provide full coverage replacement for both 
.453-inch and 5-inch rim hole diameters 
with a range of lengths from 1% to 2% 
inches. Each size is available with either 
a metal or plastic valve cap. 

Conca. e 


Installation Tool Added 


Jack Pack Mfg. Co., 2115 N. 
Marianna Ave., Los Angeles 32, 
Calif.. has added an _ installation 
tool to its hydraulic jack repair 
kits. 





PEDAL EXTENDER—An extender that 
adds two inches to the height of gas 
pedals has been announced by Eezee-On, 
Inc., 1205 New York Ave., Union City, 
N. J. Designed to fit all pedals one to 
three inches wide, the extender brings 
the pedal even with the brakes. 

oe a 


Harmo Offers Inner Tube 


For Flotation-Tire Assembly 


Inner tubes specifically engineer- 
ed for flotation tire assemblies are 
being introduced by Harmo Tire & 
Rubber Corp., 1800 W. Fort St., 
Detroit 16, Mich., warehouse dis- 
tributor of special on-and-off the 
road tire assemblies. 

The tube eliminates the need for 
stretching conventional inner tubes 
to match configurations of flota- 
tion tires, and also overcome the 
danger of creases and overstresses 
which may cause short tube life, 
the company said. 





DROPLIGHT — ASEA Electric, Inc., 500 
Fifth Ave., New York 36, N. Y., has intro- 
duced a Swedish-built, fluorescent drop- 
light that is said to be shockproof, oil- 
resistant and waterproof, and will with- 
stand the weight of cars being driven over 
it. The eight-watt lamp is enclosed in a 
cellulose acetate cylinder containing an 
aluminum reflector. A rubber cap can be 
turned to focus light where it is desired. 
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Tire Aire Cylinder Seals 
And Inflates Punctures 





Tire Aire, a product that is said 
to seal and inflate a punctured 
tire instantly, is offered by Cord 
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Jamaica Corp., 150-26 Hillside Ave., 
Jamaica 32, N. Y. 

Tire Aire is used by attaching 
the cylinder to the tire valve (tube 
or tubeless). The company said the 
sealant seeks out the leak and 
stops it while the chemical air in- 
flates the tire. One Tire Aire cyl- 
inder fixes an automobile flat tire. 
Two cylinders are needed for a 
large truck tire. 
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THERMOMETER — The Magnetemp, a 
dial-type thermometer which mounts on 
car dashboards has been announced by 
Cary Thermometer Co., 100 W. 42nd St., 
New York 36, N. Y. A_ built-in magnet 
clings to the metal and will not jolt loose, 
it is said. About 1¥% inches in diameter, 
the unit has a range from minus 20 to 
125 degrees Fahrenheit. 

Ss «2 


Self-Locking Bolt 

A new bolt called Sur-lok, featur- 
ing right and left-turn nuts on the 
same thread, has been introduced 
to industry by United States Mfg. 
& Sales, Inc., Pittsburgh, Pa. Be- 
cause the nuts work in opposite di- 
rections they are said to be auto- 
matically self-locking. 





* * * 





FUEL GAUGE—The Model 4-Y-9434 elec- 
tric counter, manufactured by Durant Mfg. 
Co., 1900 Buffum St., Milwaukee 1, Wis., 
is being used to record gasoline consump- 
tion with a gas-per-mile gauge introduced 
by the Kent-Moore Organization, Inc., 
28635 Mound Rd., Warren, Mich, Called 
the Flo-Tac, the counter provides remote 
readings inside the automobile cab, elimi- 
nating the need of bringing gasoline lines 
or other equipment into the driver's com- 
partment, it is said. The Flo-Tac box and 
all fuel line and battery connections are 
under the hood of the automobile. The 
counter is designed to operate with ac- 
curacy at moderately high speeds. It is 
ideal for this type of application, giving 
dependable counts at speeds up to 800 
counts per minute, and enabling the Flo- 
Tac to test gasoline consumption in ac- 
celeration tests to the 1/1000th of a gal- 
lon, and highway tests up to eight gallons 
per hour, it is said. 
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Distress Flares Offered 


Pengun Associates, Inc., Pennsyl- 
vania Ave., Malvern 70, Pa., is mar- 
keting sets of highway distress 
flares which, the company says, 


can be used safely by the car owner. 
+ * * 





TRAILER HITCH — Draw-Tite Mfg. Co., 
Belleville, Mich., has announced its 1962 
Chevrolet hitch for boat and utility trail- 
ers. The hitch provides a frame for the 
license plate finished in either cadmium 
or chrome plating. Bumper stud holes are 
utilized for suspension with the hitch 
draw-bar attaching to the car frame, al- 
lowing a compact, rugged shape, it is 
said, 








ADAPTER FOR HOIST—An adapter for 
converting an axle-type (free-wheel) auto- 
mobile hoist to a drive-on type has been 
introduced by Brandt Equipment Co., 1657 
York St., Quincy, Ill. This adapter will 
enable operators to service all types of 
automobiles and light trucks without dan- 
ger of damaging understructure compo- 
nents, it is claimed. With the use of this 
device, wheels can be raised individually, 
with the use of a jack, for brake adjust- 
ing, wheel balancing and hard-to-reach 
grease fittings, it is said. Adapter kit 
consists of four wheel pads and two anti- 
twist bars to prevent distortion of H 


beams. 
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Vacuum-Cleaner Filter 


A Micro filter for vacuum clean- 
ers, which is said to help maintain 
a sterile, dustfree atmosphere, par- 
ticularly where a controlled atmos- 
pheric condition is essential, has 
been introduced by Hild Floor 
Machine Co., 1217 W. Washington 
Blvd., Chicago 7, Ill. 

_ a 





CHEVROLET PONTIAC 


WEDGE HOUSING—Wedge safety hous- 
ings for Chevrolet and Pontiac engines 
have been introduced by Ansen Automo- 
tive, 6317 S. Normandie Ave., Los Angeles 
44, Calif. A one-piece scatter shell and 
bell housing, the unit is said to provide 
360-degree protection. Made of %-inch 
steel, the unit is available for 1955-63 
Chevrolet and 1959-63 Pontiac engines. 

* * * 


Narrow-Band Whitewall 


A narrow-whitewall Vogue Tyre 
has been announced by Vogue Rub- 
ber Co., Chicago, maker of Vogue 
Tyres. Known as the Vogue Slim- 
wite, it features a narrow band of 
white rubber within a ridged, black 
outer wall. 





FORMING TOOL—Weldotron Corp., 907 
Frelinghuysen Ave., Newark 14, N. J., has 
announced a device for preheating and 
forming thermoplastic material. The unit 
known as the Model LIF Hot Air Forming 
Tool, produces a jet of air at a tempera- 
ture of 750 degrees Fahrenheit measured 
3/16-inch from the nozzle. The LIF features 
stainless steel construction, nylon molded 
handle and plug-in interchangeable elec- 
trode construction. Designed to plug into 
a standard wall outlet, it is provided with 
both a circular nozzle of over 34-inch di- 
ameter, and a flat type nozzle 2% inches 
long by Yg-inch wide. 
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Convertible-Window Cleaner 
Offered by Chevrolet 


A product developed to clean the 
bubbles and turrets of Air Force 
planes has been introduced to the 





automotive field to lick an old 
problem for convertible owners. 


Chevrolet has announced a plas- 
tic cleaner for convertible rear 
windows which it says removes 
dirt, minor scuff marks and surface 
discoloration. Packaged in eight- 
ounce squeeze bottles, the cleaner 
is available at Chevrolet dealer- 
ships. 





ROAD FLARE—Saflare is a 15-minute 
emergency road flare that can be used 
on paved surfaces without leaving any- 
thing that will injure tires. The spikeless 
fuse is mounted in a plastic base that is 
said to disintegrate as flare burns. The 
flare is ignited with an abrasive coating 
on the end of the flare’s removable cap. 
B. R. Klinger, 18438 Pelkey, Detroit 5, 
Mich. 
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Seal Tool, Rack Available 
A pinion sea] tool and shelf rack 
are offered by Chicago Rawhide 
Mfg. Co., Service Sales Division, 
1301 Elston Ave., Chicago 22, Il. 
ES * * 


WARNING 


Tes 





BURGLAR ALARM—On-Guard, an auto- 
matic burglar alarm for cars and trucks, 
has been introduced by Ever-Guard Alarm 
Systems, 512 W. 20th St., New York 11, 
N. Y. The moment anyone opens the doors, 
hood or trunk of the protected vehicle, a 
horn blasts. This horn cannot be silenced 
by closing the point of entry but only by 
resetting the control switch. 

Soe 





OVERLOAD SPRING—The problem of 
damaging the suspension system on the 
Corvair Model 95 light cargo trucks is 
said to have been solved through the 
development of the Cambria Overload 
Springs, manufactured under license by 
Trainor National Spring Co., New Castle, 
Ind. By utilizing overload springs, it is 
possible to carry up to 500 pounds extra 
payload, obtain a level ride and elimi- 
nate bottoming the suspension system due 
to weighing down the truck, it is claimed. 
These overload springs consist of right 
and left side single leaf springs which 
fasten to the frame of the truck at their 
forward ends, and to the swinging arm 
segments of the suspension system at 
their rear. 











BRAKE SHOP—Ammco Tools, Inc., 2100 
Commonwealth Ave., North Chicago, Ill., 
has announced an improved portable 
brake shop. The No. 30 Brake-Shop-Op. 
Wheels fits into an area 3 by 5 feet, and 
equips the service shop to do all its own 
Precision drum turning and shoe grinding, 
it is claimed. The unit features Ammco’'s 
Model 8000 shoe grinder for grinding all 


American and European shoes. 
- eo 


Lampguards Introduced 


The Electrical Division of Mc- 
Gill Mfg. Co., Inc., 1100 N. Lafayette 
Blvd., Valparaiso, Ind. has an- 
nounced a deluxe line of portable 
lampguards. A wide selection of 
models is furnished with yellow- 
colored molded phenolic or neo- 
prene-butyl handles. They are of- 
fered with and without yellow cord. 

* * * 





TWO-POST LIFT—Wayne Pump Co. Di- 


vision, Symington Wayne Corp., 124-34 
W. College Ave., Salisbury, Md., has add- 
ed to its line of automotive lifts a two- 
post frame lift, Model E-F-77, which is 
said to permit access to all underbody 
parts of all automobiles, including rear- 
engined imports. The lift has no center 
bolster, a part which prevents easy re- 
moval of drive shafts, transmissions, and 
mufflers. The lift is equipped with adjust- 
able pads and arms with which it can 
raise automobiles with any frame design 
or wheelbase whose weight does not ex- 
ceed 8,000 pounds. 


Foreign-Car Rocker Panels 


Added to Oatey Line 


L. R. Oatey Co., Cleveland manu- 
facturer of Bond-Tite brand body 
fillers, body panels, filler applica- 
tors and body solders, has announc- 
ed the addition of foreign-car rock- 
er panels to its line of merchandise. 

Introduced are replacement rock- 
er panels for 1956 through 1960 
Vauxhall and Envoy four-door 
models, for 1956 through 1960 Aus- 
tin four-door models. Panels for 
these makes also may be easily cut 
to fit sports models for these cars, 
the company said. 

Literature is available from L, R. 
Oatey Co., 4700 W. 160th St., Cleve- 
land 35, O. 





SEAT COVER—A seat cover design fea- 
turing bucket-seat styling has been intro- 
duced by Arthur Fulmer, 260 Monroe, 
Memphis, Tenn, Woven of high-puff plas- 
tic fabric, the cover, called Thunderbird, 
features a channel pattern, trimmed in 16- 
ounce art leather. Metallic welt is used at 
all seams where the art leather and puff 
plastic join, The Thunderbird covers are 
available in a variety of color combina- 
tions to fit all models from 1953, it is said. 
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FTC Warns 41 Jobbers... 
Group-Buying Hit 
In Southwest Cases 


WASHINGTON.—Forty-one job- 
bers of auto products and supplies 
have been told by a Federal Trade 
Commission examiner to stop in- 
ducing and receiving illegal price 
advantages from suppliers. 

In announcing separate orders 
against two large jobber groups, 
FTC said that the initial decision 
in the case of Ark-La-Tex Ware- 
house Distributors, Inc., Paris, 
Tex., and its 22 jobber members 
comes under FTC’s new rules of 
practice. It therefore cannot be 
appealed, but may be reviewed 
by the commission. 

In the case of Automotive Job- 
bers, Inc., Dallas, and 19 jobber 
members, the rules in effect prior 
to last July apply and that initial 
decision may be appealed, stayed 
or docketed for review. 

These long-pending Robinson- 
Patman cases provide FTC’s first 
use of Chairman Paul Rand Dix- 
on’s reorganization of procedure 
to reduce delay and stop “overly 
deliberate” prosecution and hear- 
ing of cases by the FTC staff. 

The new rule provides that no 
petition for review will be denied 
if two members of the five-man 
commission believe it should be 
granted, but the respondent must 
satisfy the commission that “sub- 
stantial matters are involved.” 

FTC Examiner Edward Creel 
found that the jobber groups and 
their members violated the Robin- 
son-Patman Act by demanding and 
accepting from suppliers what they 
knew were “discriminatory and il- 
legal prices, discounts, allowances 
and rebates.” AJI and Ark-La-Tex, 
he said, are mere bookkeeping de- 
vices through which members are 
billed and make settlement for pur- 
chases. 

The auto products jobbers, ac- 
cording to Creel, use their com- 
bined bargaining power to get 
discounts not available to their 
competitors and usually replace 
suppliers who do not accede to 
their demands. 

Suppliers who grant quantity dis- 
counts, he said, must base them 
on the aggregate purchases of all 
members although competing inde- 
pendent jobbers are given discounts 
only upon individual purchases. 

From other suppliers, Creel said, 


Automated Line 
For Fenders Set 
To Go to Japan 


CHICAGO. — The world’s first 
fully integrated automated produc- 
tion line for turning out automo- 
bile fenders—custom-built in Amer- 
ica specifically to help a large 
Japanese automotive manufacturer 
to maintain its international com- 
petitive position—has been demon- 
strated here. 

Designed and produced by the 
Clearing Division of U. S. Indus- 
tries, Inc., for Nissan Motor Co., 
Ltd., of Tokyo, the huge automated 
Press line—to be disassembled and 
shipped to Japan within the next 
month—represents the largest sin- 
gle foreign order for American- 
built machinery on record, in terms 
of dollar volume. 

Clearing is one of America’s larg- 
est press manufacturers, and ex- 
ports more metal-forming presses 
than any other American company, 
the company said. 

The need for automation in 
Japan wag stressed by Takuro 
Endo, chief of Nissan Motors’ new 
stamping plant in Oppama, outside 
of Tokyo, where the new press line 
will be used to manufacture fenders 
for Datsun and Bluebird automo- 
biles, which are sold all over the 
world and are among Japan's lead- 
ing export products. 

“In spite of comparatively low 
Japanese labor costs, we have 
found automation necessary par- 
ticularly because, in the face of in- 
creasingly competitive world trade 
conditions, our own production 
Problems have been aggravated by 
an increasingly short labor supply 
in the last couple of years,’ Endo 
Said, 


the members demand trade rebates 
not ordinarily paid to jobber cus- 
tomers and ask to be classified as 
warehouse distributors. 

Besides “imputed knowledge,” 
Creel found in each case “substan- 
tial evidence of actual knowledge” 
of inducing discriminatory prices. 
In each case, Creel wrote: 

“They knew that the rebates al- 
lowed them were based not on the 
quantities or other factors involved 
in a particular sale, and not upon 
quantities sold by them to other 
jobbers, but rather upon the dollar 
amount of all sales to the respond- 





Credit-Card Firm 


Sued by Airlines 


LOS ANGELES.—Eastern Air- 
lines, Inc., and a number of other 
United States and foreign airlines 
sued in Federal Court to bar Air 
Travelers Credit Card, Inc., Holly- 
wood, Calif., from allegedly in- 
fringing on the trademark and 
trade name of Universal Air 
Travel Plan, which is sponsored 
by 117 airlines. 

The action requested a court 
order enjoining the defendant 
company “from any acts likely to 
induce the public to believe that 
the concern’s credit card or cred- 
it services are in any way con- 
nected with the Universal Air 
Travel Plan or its member air- 
lines.” Air Travelers Credit Card 
has offered card-holders “a 5 per- 
cent discount on almost every- 
thing you buy” and has mention- 
ed an additional 15 percent 
discount on new cars. 





ent jobber members through the|7™ 


group organization and bear re- 
lationship to factors other than 
the actual costs of sale and deliv- 
ery. 

“They were successful operators 
in a highly competitive market and 
knew that no cost justification 
could be maintained by sellers, 
since in many instances no differ- 
ence in cost of sale or delivery was 
involved.” 

Creel also asserted that AJI 
and Ark-La-Tex were put on 
notice by FTC action against 
Similar groups and their suppliers 
who were also the suppliers in 
these cases. 

The automotive parts industry, 
Creel continued, is a highly com- 
petitive business involving small 
profit margins. The net margin of 
profit of a number of respondent 
and nonmember jobber witnesses 
who testified ranged from one per- 
cent to 4 percent after taxes in the 
AJI case and from 2 percent to 4 
percent in the Ark-La-Tex case. 

“The importance of the discrim- 
inatory prices allowed by the vari- 
ous suppliers is pointed up by the 
importance given by respondent 
jobbers and nonmember jobbers 
to the 2 percent cash discount al- 
lowed by their suppliers as increas- 
ing their margin of profit and re- 
ducing the cost of acquisition of 
their merchandise,” Creel said. 
“Through the lower cost of mer- 
chandise resulting from such dis- 
criminatory prices, the respondent 
jobbers obtained a substantial com- 
petitive advantage over their com- 
petitors who sell the same and com- 
parable merchandise in the same 
trade area and who receive dis- 
counts or rebates based only upon 
their own individual purchases.” 


Zellners Open L-M Outlet 


HAMILTON, O.—Zellner Autos, 
a new Lincoln-Mercury-Comet deal- 
ership, has opened at 1021 High St. 
Robert Zellner is general manager 
and his brother, Earl Zellner, is 
Sales manager. 


Police Note Compact Flaws 


In Pittsburgh, 


PITTSBURGH.—After a three- 
year trial, Pittsburgh is discontinu- 
ing the use of compact cars for 
police work. 

On the other side of the state, 
a Philadelphia study has recom- 
mended that future purchases for 
patrol duty be equipped with 
heavy-duty engines, transmissions 
and rear ends. 

In Pittsburgh, Leo Gill, city au- 
tomotive director, said: “We tried 
compacts and concluded that while 


| they are fine for ordinary driving 


and use, they don’t fill the needs of 
the police. 

“Last year cured us,” he added. 
“With the hills and the weather 
we have in Pittsburgh, police cars 
need a longer wheelbase to get 
around in any kind of situation.” 

Gill and William Clair, city sup- 
plies director, stressed that the city 
will continue to use compacts for 
other duties. 

Pittsburgh police use 85 cars for 
patrol, detective and traffic work, 
with each running up nearly 100,- 
000 miles a year. 

The city began experimenting 
with six-cylinder compacts (Larks) 
for police work late in 1958 and 





Buick Honors Allen— 


H. N. Allen sr., right, Nick Allen Motors, 
Inc., Newport News, Va., receives a silver 
tray from F. L. Getsinger, Buick zone man- 
ager, in observance of his 25th anniver- 
sary as a Buick dealer. 


Philadelphia 


bought V-8 compacts in 1959-60. By 
the end of this year, all will have 
been traded in on standard-sized 
V-8s, Gill said. 

Another factor in the switch is 
the comfort of the officers. “Our 
men practically live in these cars 
for eight hours a day,” Gill said. 
“They complained that after a 
couple of hours they were cramp- 
ed.” 

In Philadelphia, the decision to 
specify heavier components follow- 
ed a study on the performance of 
compacts and standards used by 
police in patrol and non-patrol 
service. 

Of the 182 Fords and 109 Falcons 
compared for the year ended last 
June 30, the compacts used in the 
police car pool under more or less 
normal conditions realized the 
greatest savings. 

On the other hand, the study 
showed, production model com- 
pacts used in patrol duty realized 
less savings than originally antici- 
pated. By the end of two years—the 
normal life span of a patrol] car— 
they were expected to show no sav- 
ing because of increasing mainte- 
nance costs. 

Starting with a saving of $155 on 
the initial purchase of each com- 
pact, the analysis reported that 
compacts in the car pool cost $72 
less per car to maintain than the 
Fords, while maintenance cost of 
compacts in patrol operation was 
$160.27 higher per vehicle. 

The study found that car-pool 
compacts averaged 4.7 miles more 
per gallon than the standard 
models, compared with an aver- 
age of 1.7 miles more per gallon 
for the Falcons on patrol duty. 

The study attributed the differ- 
ence in performance to the heavier, 
round-the-clock use of the patrol 
cars, entailing continuously run- 
ning motors, idling, slow driving, 
operating over rough terrain and 
drivers with different driving hab- 
its. Compacts used in other police 
work and by other city agencies, 
the report said, should result in 
“substantial savings” during the 
three and six years, respectively, 
they are kept. 








Kalo Donates Car for Students— 


Keys to new driver-training car for West Virginia's Taylor County Schools are pre- 
sented by Jay Kalo, second from left, president of Kalo Chevrolet Co., Grafton, W. Va., 
to Ronald Knotts, second from right, assistant superintendent of the school system. At 
far left is George Coole, Kalo Chevrolet; at far right, Ralph Bartlett, superintendent 


of Taylor County Schools. 


GM’s New Executive V-P ... 


Meet Bud 


DETROIT. — James E,. (Bud) 
Goodman, General Motors’ new ex- 
ecutive vice-president, can scarcely 
remember a time when he wasn’t 
building automo- 
bile bodies. 

It was his first 
job when he fin- 
ished high school 
in Union City, 
Ind., nearly 40 
years ago, and 
it’s still one of 
his chief respon- 
sibilities. Today, 
he does it from 
a panelled office 

J. E. Goodman on the 14th floor 
of the General Motors Building. For 
several years, he did it on the as- 
sembly line. 

Goodman’s father had an interest 
in Union City Body Co., which did 
work for Auburn, Marmon, Haynes, 
National and other manufacturers. 
Goodman recalls that he did a lit- 
tle bit of everything on his first 
job. 

After a stop at Maxwell in Day- 
ton, he began his GM career on the 
Fisher Body assembly line at Nor- 
wood, O., on March 3, 1925. He 
moved up to supervisor, plant 
manager in various cities and then 
into the executive ranks. 

He was general manager of 
Buick-Oldsmobile-Pontiac Ass em- 
bly Division from 1947 to 1952, 
headed Fisher Body the next six 
years and directed all GM body and 
assembly operations for three years 
prior to his recent appointment as 
chief of automotive, body and as- 
sembly and parts divisions. 

In an AuToMOTIVE News interview 


Outdoor Posters 
To Spur Sales 
Of Cars, Trucks 


NEW YORK.—A national poster 
campaign to spur truck and auto 
sales in advance of the industry’s 
spring drive has been announced 
by Outdoor Advertising, Inc., the 
medium’s marketing arm. 

Two posters will be displayed 
during January and February to 
stimulate sales—one for cars and 
the other for trucks, Both will fea- 
ture a daisy motif. 

The car poster will feature a car- 
toon couple in a car with daisies 
for wheels, with the headline: 
“Pick ... Your ’62 Car at Its Fresh- 
est Now.” 

The other poster pictures a truck 
filled with daisies and says: “Pick 
... Your ’62 Truck Value Now.” 

Both posters will be displayed 
simultaneously in all markets, an 
OAI spokesman said. 

“To merchandise the campaign,” 
he said, “outdoor plant operators 
are supplying window streamers to 
all dealers. The daisy symbol also 
appears on lapel badges to be dis- 
tributed by the industry to auto- 
motive salesmen in all markets.” 


(Goodman 


Goodman said he couldn’t point to 
any single big break in his career, 
“unless it was walking into the 
Fisher plant at Norwood in 1925.” 

He added, “I was cast into sit- 
uations where there was oppor- 
tunity for improvement.” 

Goodman was born Dec, 11, 1904, 
the ninth child in a family of 10— 
five boys and five girls. He never 
attended college. He completed his 
schooling at night. “You have to get 
an education somewhere,” he said. 
“You can’t get along without it.” 

A strong proponent of higher ed- 
ucation, he is chairman of the 
board of regents and of the execu- 
tive committee of General Motors 
Institute, Flint. He’s also GM’s lia- 
ison representative with Purdue 
University, and his son, Jack V. 
Goodman, is a Purdue engineering 
graduate. 

He recalls that when he entered 
the auto industry, there was more 
chance to learn all the aspects of 
the operation. Seniority wasn’t as 
important, and it was easier to 
move from job to job. 

He maintains that there is still a 
great opportunity for young men in 
all phases of the auto business — 
sales, engineering and manufactur- 
ing. “There are lots of new things 
we can do,” he declared, “and some 
things we can do much better.” 

On the subject of sales, he 
noted, “I intend to learn more 
about sales now that I have some- 
thing to do with it.” 

Maybe his son can help him. Jack 
Goodman is a partner in Clarence 
Dixon Cadillac, Inc., Hollywood, 
Calif. 

Goodman wouldn’t be pinned 
down on the make of car he drives. 
“I drive all our cars,” he said. 
“Whenever there’s a new installa- 
tion on any make, I try it out.” 

Last week, he was driving a Pon- 
tiac because “it has a special seat 
I’m interested in.” 

Away from the job, Goodman 
plays half a dozen rounds of golf a 
year and does a little trout fishing 
and a little bird hunting—but he’s 
especially enthusiastic about horses. 
He likes the Appaloosa breed, which 
he describes as an Indian pony. He 
has two Appaloosa mares and their 
colts at a friend’s ranch in Abilene, 
Tex. 

Up here, he has a quarter horse 
which he keeps “about seven min- 
utes from my home.” He lives in 
Bloomfield Hills, mecca of GM ex- 
ecutives. 

Goodman’s working day begins 
about 7:45 a.m. When does he 
leave? “I find that the express- 
way is much better after 6:30 in 
the evening.” 

But he has no set working hours. 
“In this business,” he said, “you do 
what you have to do when it has to 
be done.” 


Kilburn Opens Deal 
SYRACUSE, N. Y.—Robert Kil- 
burn has opened Bob Kilburn Ram- 

bler, Inc., at 2665 James St. 
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Body Maker’s Showcase . 


Styling Predominates at Turin 


By George L. Glaser 
European Correspondent 

TURIN, Italy.—Styling has al- 
ways been the big feature of the 
Turin International Auto Show and 
this year’s show was no exception. 

The General Motors 1962 cars 
had all the look, the glamour and 
the sales appeal which can be 
created by curved sheet metal, 
color and ornamentation. 

In the backyard of the old castle 
Valentino, GM presented the new 
models in action. Each car drove 
up, was introduced and drove away 
again into the dark night. 

The Italian makes, Fiat, Lancia 
and Alfa Romeo, did not have too 
many new items on hand. However, 
with business good, additional body 
models were offered, Fiat, which 
has just added a four-door station 
wagon to the 1300/1500 lineup, per- 
mitted the special body makers to 
create new sport coupes based on 
the mechanical parts of this car. 

On may wonder how many buy- 
ers for those exquisites there can 
be but, as Dr. Luigi Giovannetti, 
the show manager, said, nearly 
every one of the body makers either 
was able to build a new shop in 
1961 or at least is in the process of 
enlarging present capacity. 

Now, while admitting that taste 


is a strictly individual] emotion, it 

appears to this writer that the 

1962 United States models have 

nearly all avoided anything which 
may create dislike by a large 
group of viewers. 

Lancia has added a coupe to the 
Flavia line. This new coupe will be 
sold directly through Lancia deal- 
ers. The body will be by Pininfa- 
rina. 

In order to enhance the value of 
being a sports coupe, Lancia gave 
this car 12 more horsepower by 
adding one more manifold. Shifting 
is by short stick, Wheelbase has 
been reduced by about eight inches. 

The small V-4, the Appia, will be 
continued in the third series, while 
the V-6 Flaminia by Lancia has 
been slightly increased in power 
output. 

Alfa Romeo reported only 
slight changes on the present line 
of cars. The rare cars, those made 
by Ferrari and by Maserati and 
always equipped with special 
bodies, were on hand, and Maser- 
ati could be noticed with Lucas 
gasoline injection. 

Ford of England, very active in 
Italy, found a great deal of interest 
for the station wagon version of 
the Anglia. 

Allemano of Turin showed a sport 
coupe and spyder (roadster) of the 


Used-Car Auction Prices 





(Continued from Page 43) 


’57 Star Chief 4-dr. Catalina, $760* (ps), 
(ps); Chieftain 4-dr. Catalina, 
$465° 


’56 Star Chief station wagon 2-dr., $470* 
(ps); 2-dr. Catalina, $410* (ps). 

’55 Star Chief 2-dr. Catalina, $435* (ps); 
Chieftain 4-dr., $320* (ps), $205* (ps). 

RAMBLER—’60 Ambassador (8) Super 4- 

dr., $1,465* (ps). 

’59 American (6) Super station wagon, 
$885*. 

'58 Custom (8) 4-dr., $800* (ps). 


"57 Custom (6) Cross Country, $685*; 
Super Cross Country, $630*. 
’56 Custom Cross Country, $525*. 
STUDEBAKER—’59 Lark (6) 4-dr., $385. 


58 Commander (8) 2-dr. hardtop, $350*; 
4-dr., $170* (ps). 

MISC NEOUS—’61 Chevrolet (6) %- 
ton LWB pickup, $1,435. 

*60 Chevrolet (6) El Camino, $1,440. 

"59 Chevrolet (8) El Camino, $1,335; 
Ford (8) %-ton pickup, $790*, $785*; 
(8) Ranchero, $1,200* (ps) . 

’58 Ford (8) 1%-ton stake, $1,150; (8) 
%-ton pickup, $685; Dodge (8) %-ton 

"56 Chevrolet (6) %-ton pickup, $665; 
pickup, $675. 

’57 Ford (8) %-ton LWB pickup, $705*. 
(8) %-ton cab & chassis, $450; Ford 
(8) %-ton pickup, $620, $540*; GMC 
(8) %-ton pickup, $610*, $500; (6) %- 
ton pickup, $395*. 

’55 Chevrolet (6) %-ton pickup, $575*; 
Ford (8) %-ton cab & chassis, $200. 


ALBANY 


Albany Auto Auction. Sale every Monday. 
Prices are for sale of Nov. 6. Today’s auc- 
tion reflected a dull market. However, we 


Calif. Estimates 
Smog Unit to Cost 


Driver $47 Yearly 


LOS ANGELES.—Is $47 a year a 
fair price for every California car 
owner to pay for clean air? 

The State Motor Vehicle Pollution 
Control Board is pondering this 
question after a cost analysis of 
emission-control devices by Donald 
Jensen, executive officer. 

The report, breaking down the 
estimated cost of both crankcase 
and exhaust controls, determined 
that both, installed and maintained 
on all cars in California should cost 
under %-cent a mile. 

“It would mean a maximum of 
$47 a year for controlling the 
sources of vehicle emissions,” Jen- 
sen said. “This is much less than 
the motorist pays for insurance and 
parking. It seems a fair price to 
pay for eliminating the discomfort 
and health hazards, as well as the 
economic loss, which now results 
from air pollution.” 

Meanwhile, an economical sys- 
tem for reducing smog-forming 
emissions from crankcases was ap- 
proved by the Pollution Control 
Board. 

Crankcase emissions, which are 
the source of about 20 percent of 
smog from autos, by this method 
are drawn back into the engine and 
burned, preventing the escape of 
smog-forming hydrocarbons, Jensen 
said. 


sold all but 34 out of the cars offered. 
Many of the unsold cars were rough and 
unwanted at any price. Sold 71 cars from 
105 consignments. 


BUICK—’59 LeSabre 2-dr. hardtop, $1,110. 

’58 Special 4-dr., $1,030* (ps). 

CADILLAC—’56 (62) 2-dr., $660* (ps). 

CHEVROLET—’61 Impala (8) 2-dr., $2,- 
170* (ps); Bel Air (8) 4-dr., $1,890*; 
Bel Air (6) 2-dr., $1,495. 

60 Bel Air (6) 4-dr., $1,400*; 
$1,350*, $1,200. 

’59 Impala (8) conv., $1,270* (ps); Bel 
Air (6) 4-dr., $1,120*; Parkwood (8) 
4-dr., $1,015*. 

’58 Brookwood (8) 4-dr., $810*; Bel Air 
(8) 4-dr., $760* (ps); Biscayne (8) 
2-dr., $725°*. 

’57 Two-ten (8) station wagon 4-dr. (9 
pass.), $730*; Two-ten (6) 4-dr, sta- 
tion wagon, $660*; sport coupe, $590; 
Bel Air (6) sport coupe, $690*; One- 
fifty (6) 2-dr., $540. 

’56 Two-ten (6) station wagon 4-dr., 
$520; sport sedan, $510; 4-dr., $450*; 
Bel Air (8) 2-dr., $400*. 

’55 Bel Air (6) 4-dr., $260, $250; 2-dr., 
$175*. 

’54 One-fifty (6) station wagon 4-dr., 
$260. 


2-dr., 


COMET—’60 Comet 4-dr., $1,190. 


FORD—’61 Galaxie (8) 4-dr. 
$2,000* (ps); 2-dr., $1,900*; 
(6) 2-dr., $1,260. 

60 Galaxie (6) conv., $1,525*; Fairlane 
500 (6) 2-dr., $1,000. 

’59 Galaxie (8) 2-dr., $1,100. 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$570*; conv., $225* (ps); Ranch Wagon 
(8) 2-dr., $500*; Custom 300 (8) 4-dr., 
$460; Country Sedan (8) 4-dr., $440*; 


Victoria, 
Falcon 


Fairlane (8) 2-dr., $420*; Main (8) 
2-dr., $250. 
’56 Country Sedan (8) 4-dr., $510*; 


Fairlane (8) conv., $415* (ps); Ranch 
Wagon (8) 2-dr., $270*. 

’55 Country Sedan (6) 4-dr., $295; Fair- 
lane (6) 4-dr., $140. 

’52 Deluxe (6) 2-dr. Victoria, $110. 


MERCURY—’57 Monterey 2-dr. hardtop, 
$615". 
OLDSMOBILE—’57 Super (88) 2-dr., $615* 
(ps). 
’56 (88) 4-dr., $190*. 
PLYMOUTH — ’59 Belvedere (8) 2-dr., 
$790* (ps). 


’58 Plaza (6) 4-dr., $380. 

’57 Suburban (8) Custom 4-dr., $650*; 
Belvedere (8) 4-dr., $335*; Savoy (8) 
4-dr., $295*, $250*; Savoy (6) 2-dr. 
hardtop, $285. 

PONTIAC—’61 Tempest (4) 2-dr., $1,600. 

"60 Catalina sport coupe, $1,650. 

’59 Bonneville sport coupe, $1,350*. 

’58 Chieftain 2-dr., $800*. 

’57 Star Chief 4-dr., $440*. 

RAMBLER—’59 American (6) 2-dr., $730. 

’58 American (6) 2-dr., $610*. 

STUDEBAKER—’60 Lark (6) 4-dr., $860*. 
MISCELLANEOUS—’55 Ford %-ton pick- 
up, $350*. 
* * 


— Auctions in Brief — 
BORDENTOWN, N. Jd. 


National Auto Dealers Exchange, Sale 
every Wednesday (Nov. 8). Highest per- 
centage of sales in several weeks indicates 
market has firmed up. Earlier models con- 
tinue to bring top dollar and the later 
models are on the rise due to the increased 
activity. Sold 69 percent of 556 consign- 
ments. 

* * * 


CHICAGO 
Arena Auto Auction. Sale every Tuesday 
(Nov. 7). Market very active. Sold 431 cars 
from 656 consignments, 
* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Nov. 10), The usual brisk Manheim 
sale. The weather was brisk too, After 
several weeks of adjustment and weakness, 
the market here at Manheim is on the 
usual even keel. Sold 82 percent of 715 
consignments. 


Fiat 1500. Bertone had a neat new 
coupe. 

Boneschi of Milan, while being 
heavily engaged in the making of 
special bodies for trucks, also had 
cars on display. One was one of the 
rare four-door sedans in custom- 
body making, such as the Alfa 
Romeo 2000. In the coupe field, 
Boneschi offered an OSCA sports 
car with a 120-miles-per-hour top 
speed, and a spyder on the Lancia 
V-6 Flaminia. 

Fissore-Savigliano offered a new 
version of the Auto Union 1000-S 
coupe with more headroom, an 
OSCA sport coupe for two, and a 
large bar truck for Martini and 
Rossi on a Fiat truck chassis. 

Ghia of Turin, connected with 
Chrysler, had the L-6.4, the Ghia 
sport coupe powered by the 
Chrysler engine; a sport coupe on 
a Maserati chassis with fuel in- 
jection; a go-kart in Ghia styling, 
and a small Fiat pickup truck 
called “Ziba,” styled a bit in the 
Ford Ranchero manner. 

Francis Lombardo of Vercelli of- 
fered two-door sedans on the new 
1300/1500 Fiat cars which come 
from the Fiat factory only as four- 
door versions. Lombardo also has 
special versions of the larger Fiat 
models. 

OM, a truck maker, offered a new 
bus chassis with rear engine, 
mounted on its side as an under- 
floor job in the rear behind the rear 
axle. The chassis design offers seat- 
ing on an elevated plane and lug- 
gage spaces underneath the seating 
floor. : 

Farina, of course, offered bodies 
on every Italian make of car and 
had the next version of the experi- 
mental Car X on hand. The new 
one, the Y, comes closer to reality 
than the X which has the wheel in 
the rhomboidal fashion. 

The Y, while closely adhering to 
the egg-type body and styling 
structure, has been made a two- 
door version on a Fiat 600 D rear- 
engined Multipla chassis. It appears 
to be a rather convincing design 
now, since the wheels are located 
where any good auto wants to have 
its wheels, two in front and two in 
rear, 

Savio of Turin, besides having 
special bodies on Fiat cars, tried a 
convertible version of the new 
Simca 1000. Touring of Milan pre- 
sented a spyder on a Alfa Romeo 
2000, a convertible coupe on Lancia 
Flaminia, a coupe on Maserati 3500 
and coupes on an OSCA and a 
British Aston-Martin, 

Ellena, producing the Italian- 
styled Studebaker four-door se- 
dans designed by Frua, should 
also be mentioned. 

Due to the many commercial ve- 
hicles and special types of these, 
the Turin show again used more 
space. 


Ram Air Intake 
Offered by Mack 
For Diesel Units 


PLAINFIELD, N. J. — Mack 
Trucks announces it has developed 
a more powerful version of its 
naturally - aspirated Thermodyne 
diesel engine with virtually no in- 
crease in engine weight. The new 
engine has been named the Power- 
Ram Thermodyne diesel. 


A. G. Crockett, sales vice-presi- 
dent, said the horsepower increase 
was made possible through use of 
a new air intake principle which 
increases volumetric efficiency by a 
full 10 percent. 

Crockett said “highly efficient 
manifolding,” used in combination 
with a matching fuel pump, adds 
10 horsepower to the basic natur- 
ally-aspirated END-673 engine. 

Producing 187 horsepower if rat- 
ed as engines of other manufac- 
turers or 180 horsepower at 2100 
rpm, the PowerRam diesel power- 
plant is the result of many years of 
experimentation and tests, Crockett 
said, 

The new system increases the in- 
take valve air pressure by a pulse 
or ram principle which improves 
the breathing capacity of the en- 
gine. According to Mack engineers, 
this permits the burning of more 
fuel for greater power without ap- 
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Ghia Shows Valiant Convertible— 

Is this a peek at Chrysler's future plans for Valiant? Ghia-bodied Valiant convertible 
with asymmetrical styling was displayed at Turin Auto Show. Note extreme separation 
of dual headlights and the bulging hood ahead of steering wheel. 





Italian Lovelies on Display— 


Stunning accompaniment for new Fiat station wagons at Turin Auto Show was 
provided by models clad in latest Italian fashions. 


Sixteen Cars Cross-Country— 
Krupp of Germany designed this special 





truck-trailer combination for BMW to carry 


16 knocked-down cars from BMW home plant in Munich, Bavaria, to Belgium for final 
assembly. Enclosed box of truck carries all mechanical components to make complete 
automobiles out of the four body shells on top of the truck and the 16 on the trailer. 


Fleetway Advertising Moves 


Its Home Office to Detroit 


DETROIT. — Fleetway Advertis- 
ing Corp., nationwide taxicab ad- 
vertising company, has established 
its home office in Detroit at 2338 
Dime Building, according to Pat- 
rick Stevens, president and owner 
of Fleetway. 

Fleetway is moving here from 
Chicago, where it has maintained 
headquarters for the last nine 
years. Stevens said a vigorous ex- 
pansion program will include mov- 
ing Fleetway’s Midwest regional 
office from Chicago to the new De- 
troit home office. The national or- 
ganization also will be expanded to 
cover seven basic areas from New 
England to California and regional 
sales and service offices will be 


preciably increasing engine weight. |! established, he said. 





New Look for Alfa Romeoc— 


Evolution of classic Alfa Romeo grille, 
flanked by combination bumper-and-air- 
scoops, is evident in this new Farina- 
bodied Alfa sports roadster displayed at 
Turin Auto Show. 
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34 Percent Ready to Buy... 


Dealers in a Mood 
To Purchase Tools 


(Continued from Page 1) 


dealer came up with the same con- 
clusion on investing in the shop. 
They called it “a necessary evil.” 

A number of dealers who feel 
that investments in the service op- 
eration are unwise blame the fac- 
tory. They feel that the factory is 
keeping customers away with ex- 
tended oil change and lubrication 
periods and driving customers into 
the dealership for a lot of free 
work on the 12-12 warranty. 

Illinois Ford dealer: “Addition- 
al investment cannot be justified 
until factories provide territory 
security.” 

Illinois Oldsmobile dealer: “We 
don’t believe it would be profitable 
at this time because of the de- 
crease in the amount of service 
required on late-model automo- 
biles.” 

Pennsylvania dealer: 


of dealers said they had made a 
major equipment purchase in the 
preceding year. 

The last year has been a busy 
one for building projects around 
dealers’ service departments. 
Fully 21.4 percent of dealers said 
they have completed major build- 
ing projects in the last year. 
-There were dealers who put up 
or bought a new building, those 
who added wings or specialized 
departments to their existing shops 
and those who renovated their ex- 
isting shops. Body shop projects 
were particularly popular. 

* * * 

NOTHER question in this year’s 

survey of dealers’ plans for 
their service operations asked if 
dealers were planning to boost 
their mechanic forces in the next 
six months. 

Exactly one-third of the replying 
dealers said they are planning to 
hire additional mechanics. Last 
year, 26 percent of dealers said 
they had plans to increase their 
service forces. 

The dealers contacted in this 
year’s survey were asked for 
their comments on investing 
more money in their service de- 
partments. 

As in most cases where business- 
men consider investing more 
money, dealers framed their an- 
swers in line with their experience 
with the money they have already 
invested in their shops. 

oK * * 

HOSE who have successful 

shops feel that good service is 
essential for the life of the total 
dealership and that money spent 
on the shop is money well spent. 

Those who have had trouble with 
their service operations feel that 
investing additional money in the 
shop would be a waste. 

Dealer statements in favor of 
spending money on the service op- 
eration included: 

North Dakota dealer: “There is 
no better phase of the business 
to invest in. Good service brings 
repeat business, goodwill and 
gives car owners a feeling of 
service security.” 

Virginia dealer: “Best money you 
can spend.” 






















“With the 


* * 


FORD dealer in New Jersey 
and a Pennsylvania Pontiac 


Importers Reach 
Balance Between 
Shipments, Sales 


(Continued from Page 3) 


March, 22,409; February, 21,597; 
January, 21,723. 
1960 

December, 24,451; November, 
16,985; October, 22,538; September, 
20,666; August, 19,361; July, 29,356; 
June, 33,313; May, 46,166; April, 
54,521; March, 65,216; February, 
64,329; January, 47,572. 

* * * 

HIPMENTS of French, British 

and Italian cars increased sub- 
Stantially in August. The French 
total was 3,843, compared to 1,909 
in July; Britain rose from 1,840 to 
2,987, and Italy from 870 to 1,490. 

The West German total declined, 
because of plant vacations, from 
14,164 to 9,469. The Swedish Volvo 
and Saab total advanced from 1,024 
to 1,136. 

New-truck shipments to the 
U. S. in August were the lowest 
in five years. Only 114 new trucks 
arrived, 83 from West Germany. 
July saw 672 new trucks enter 
the country. 

Used-car shipments from Europe 
were the highest since March, re- 
flecting sales to tourists. The Au- 
gust total was 661, against 385 in 
July. 

Resumption of production on do- 
mestic ’62 cars raised U. S. car and 
truck exports in September from 
the August changeover lows. 

A total of 7,727 new cars was ex- 
ported in September, ahead of Au- : 
gust’s 4,312 but below the 8,879 
counted in September, 1960. 








Reiinishing shops all over the 
country have used DIrTzLErR’s 
Acrylic Color Mixing Service with un- 
varying success for three years. Ditz- 
LER research chemists and technicians 
have combined the results of this prac- 
tical experience with tireless laboratory 
tests and studies to refine and perfect 
pigments, chemical content and for- 
mulations so that this system today is 
farther ahead than ever of all others. 


e With this time- and cost-saving 
mixing service you can now match 
more precisely and quickly the rich 
beauty, luster and rugged durability of 
the acrylic finishes on many of today’s 
cars. And you do it with true acrylic 
colors—not just modified lacquers. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan... Torrance, Calif. 


DITZLER 


PAINTS ¢ GLASS ¢ CHEMICALS ¢ BRUSHES ¢ PLASTICS ¢ FIBER GLASS 
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factories promising buyers every 
kind of service free, we are forced 


to put more mechanics to work but ri 

it’s a losing proposition as custom- 7 ' e 

ergs expect everything for nothing.” “. « . A 
* * * 


ai 


UTNUMBERING those who 

question the wisdom of invest- 
ing in the service operation are 
dealers who make comments like} \iccsj 
these: 

Nebraska dealer: “I suggest a 
dealer invest in the service depart- 
ment all he can conveniently afford 
without endangering his working 
capital. He should invest a little 
each year to get the maximum ef- 
ficiency in the shop, buying only 
needed items and buying good 
equipment.” 

Illinois dealer: “All dealers are 
realizing more each day how im- 
portant the parts and service 
departments are to a profitable 
organization. These two depart- 
ments make it possible to take 
the borderline deal in the new- | the Dodge Main plant, Hamtramck, Mich., 
car and truck departments.” on Nov. 13. Watching it roll off the line 

New Jersey dealer: “Spending| are, from left, Byron J. Nichols, general 
money in the service department| manager; Steve Pasica, president of Dodge 


is essential if you hope to stay 
alive in the automobile business| ‘ce! 3, VAW-CIO, and J. B. Neal, plant 
manager. The Dart was introduced 25 


today.” 
months ago on Oct. 9, 1959. 


be LOLOL 0 01a, 


500,000th Dart— 
The 500,000th Dodge Dart was built at 


—KENNETH C. KELLEY JR. 









e No waiting for delivery of needed 
colors. With the complete range of base 
colors and laboratory-tested formulas 
you serve customers more quickly, 
efficiently and economically. And you 
need only to mix the exact amount for 
a spot repair or complete repair job. 
No waste. No costly inventory of half- 
used or slow-moving colors. 


e Now . . . cash in on the 3 years’ 
experience which has given DITZLER’s 
Acrylic Color Mixing Service even a 
more decisive leadership in this field. 


e@ Whether your shop is large or 
small, you’ll find this one of your more 
profitable investments. Call or see your 
nearest D1TZLER jobber for details. 


it “anh. Gee Bete i Sie ae ae 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





8S, PR ERONT. ane. US 


@ DuRAcRYL’ acrylic fin- 
ishes, exclusive products of 
Pittsburgh Plate Glass Com- 
pany and its DirzLeR and 
ForBEs divisions, are used 
on the production lines of all 
car manufacturers applying 
acrylic finishes as original 
equipment. 


Ford Cuts Price 
Of Seat Belts to 
$16.80 a Pair 


DEARBORN.—Ford Motor Co. 
has reduced the suggested retail 
price of its seat belts. 

J. O. Wright, vice-president—car 
and truck group, said the price re- 
duction is the company’s latest ef- 
fort to promote the use of belts. 
Ford began promoting seat belts 
and offering them as accessories 
for all of its automobiles in 1955. 

The new suggested retail price 
of two black front-seat belts, fac- 
tory installed, is $16.80, or $3.80 
under the previous price. 

Reduced also is the suggested re- 
tail price of a belt sold by the deal- 
er as an accessory. The new price 
is $9 plus installation for a black 
belt and $9.50 plus installation for a 
colored belt. Previous suggested re- 
tail price of each belt was $12.04 
plus installation. 

Ford belts are available in nine 
colors—red, black, gray, tan, dark 
brown, green, light blue, dark blue 
and white. 


Now... Cash in on 3 years’ experience that has perfected 


Ditzler’s Acrylic Color Mixing Service! 





6 DITZLER SHELF-SHOP MIX. For the shop with limited shelf space. This 
compact unit comes in two sections. Requires only 16 sq. ft. of floor space, and 
wall space just 8 ft. wide and 7 ft. high. Can be used in straight line or in corner. 
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MASTER CYLINDERS 
INGS: Fine grain, semi-steel. Many are 
shell-moulded . . . all 100% pressure-tested! 

ISTONS: Precision-machined and ground, Fitted 
jee EIS improved, ribbed, non-leak Secondary 

up 

IN CUP: MADE OF HEAT-RESISTANT 
COMPOUND. Designed with a razor-sharp sealing 
edge, moulded with tapered grooves to permit 
proper passage of fluid in the backstroke 
operation. Moulded-in brass ring protects cup 
from extruding into piston by-pass holes! 

ING: Formed of top-quality music wire. 
Engineered to hold — residual pressures to 
insure return of main cup and piston! 

E: Bearingized and finished to close- 7 
precision-tolerances for proper seal and lubrication! 
GCHECK VALVE: Precision steel stampings 
assembled with high grade rubber flapper. . . 
100% pressure-tested. Only the iatest types are used! 

UTLET PORTS: All are lead screw tapped to 
assure full, precision threads, leakproof 
construction and to prevent cross-threading! 

WHEEL CYLINDERS 

: Designed to prevent dirt from entering the 
cylinder and interference with piston action and cup seal! 

E@LASTING: Moulded of fine grain semi-steel; 
machined to accurate tolerances. Many are 
shell-moulded! 

ORE: Accurately finished to produce a correct 
hydraulic seal and to allow enough lubrication 
for longer cup life! 

@pist : Precision-machined and ground. 
HEAT-TREATED for hardness to increase life 
and reduce scuffing! 

Ecurs: “E’’ Series HRC* Cups with Expanders and 
Springs insure trouble-free operation in 

re conditions. The Expander applies the 

slight pressure needed at the point of seal to 

insure correct sealing and longer cylinder life 
does not interfere with brake shoe return. 

““E” Series Cups with Expanders and Springs 

are built into all EiS Wheel Cylinders at no 

extra cost! 










HRC -Heat-Resisting Compound, 
rates efficiently at 40° F., too! 








— Ask your EIS Distributor or write for catalogs 
EIS AUTOMOTIVE CORP. © MIDDLETOWN, CONN. 





The most reliable 


DEALER PLATE HOLDERS 


ever developed! 


NOW! A CHOICE OF 2 POPULAR STYLES 
STYLE NO. 1 Rustproof, Adjustable Aluminum 


END CLIP 
SPRING TYPE 


Cannot spread 

Fits all bumpers 

Zinc plated 

Positive grip 

H.D. tempered steel springs 
No wire ends to snap 

Easy to attach 













kid 
PRICE only $1.00 EA. (12 or more) $1.25 EA. (1 to 11) 


@ Strongest magnetic plate holder on the 








Style No. 2 market @ 20 Ib. test pull @ 100 mph 
Genuine ALNICO wind will not dislodge them @ Over 
Permanent 90,000 sold @ Simple to use @ No more 


cut or bruised fingers @ Use on all cars 


PRICE only $3.50 per pair 
(12 or more) 
$3.95 per pair 
(1 to 11) 
One pair required for each plate. 
Size: 134 x 1x %," 
SANDEE PRODUCTS CO., ORDER TODAY! 
P. O. Box 455, Derby, Conn. AN10-9 
Please ship at once .......... Spring Plate Holders 
Pairs Magnet Plate Holders | 


MAGNET type 







ansconpenansecosecoonnce enc. | 


MD Mi cindsadensidvametcccunasstbansenel Vea chubeasbeaeh thea sdiasscpuvases | 

SHIPPED POSTPAID, IF ities. | 
CHECK ACCOMPANIES ORDER. | FARRER eee REE EEE EERE EEE RHEE EEE ESET OEE E EERE ESSERE EES E EEE ES 

| IY ssosenscoscossascessepecece Zone........ State..........000008 | 


Seer Gini” Get DARTIOS DENCE 0 is te eee ee er ee rn aenaemetemunl 
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For Analyzing Sales... 


New Class in Market: 
The Intermediate 


(Continued from Page 1) 


considers the following dimensions 
as boundaries: 

Compacts include cars under 115- 
inch wheelbase and 195 inches long. 

Intermediates are those cars 
with a wheelbase ranging from 
115 to 118 inches and length ex- 
tending from 195 to 205 inches. 

Standards are comprised of cars 
of more than 118-inch wheelbase 
and 205-inch length. 

Of the 279 models offered by the 
industry for 1962, this breakdown 
classifies 113 as compacts, 41 as 


intermediates and 125 as standards. 
* * 


* 
B* NAMEPLATE, compacts will 
include Chevy II, Comet, Cor- 
vair, Falcon, F-85, Lancer, Ram- 
bler, Special, Studebaker, Tempest 
and Valiant. 

Intermediates include Dod ge, 
Ford Fairlane, Mercury Meteor 
and Plymouth. In terms of both 
length and wheelbase, Dodge and 
Plymouth are larger than Fair- 
lane but smaller than Meteor. 
Standards round up the other 

nameplates not listed as compacts 
or intermediates, including Thun- 
derbird and Corvette. 

There are many in the industry 
who believe that the intermediate 
field may represent the best com- 
promise on size and concept in the 
continuing search for the one car 


that could please most customers. 
* * * 


i THE past two years, the spot- 
light has been on compacts and 
their spectacular growth. Both 
share of the market and number 
of compact nameplates skyrocket- 
ed. Some analysts believe the time 
is ripe for similar burgeoning of 
the intermediate-size car. 

The compact car was pioneered 
(for practical historical purposes) 
in 1950 by Rambler. Studebaker 
joined the compact fold in 1959 
with the Lark and in the 1960 
model year, Comet, Corvair, Fal- 
con and Valiant made their 
debut. Among these cars, there 
was no question as to what size 
car was involved when the term 
compact was used. 

Delineation of the compact car 
became slightly fuzzy in 1961, but 
industry observers pretty much 


How They Size Up 











COMPACTS 
Length Wheelbase 
In Inches In Inches 

Rambler American..173.1 100. 
COO OE  sinsccsascccessotssss 180. 108. 
INN voi cik ei sats caccncneso’ 181.1 109.5 
OG Ton cccecasscceceessee 183. 110. 
Lark two-door ........ 184. 109. 
TIE. isnschesckctsnioorin’ 184.2 106.5 
Lark four-door ........ 188. 113.0 
Fc sicianih asacescacs 112. 
Special ...... 112.1 
Lancer .......... 106.5 
Tempest 112. 
Rambler Classic 

& Ambassador ....190. 108. 
CUNEE Saaicshssreveca tases 194.8 114. 

AVERAGE ............ 185.61 109.28 

INTERMEDIATES 

Ford Fairlane .......... 197.6 115.5 
BI arcjovstanssxsyenstepaee 202. 116. 
Plymouth. ................... 202. 116. 
Mercury Meteor ....203.8 116.5 

AVERAGE ........... 201.35 116. 

STANDARDS 

Ford Galaxie .......... 209.3 119. 
Chevrolet. ................ 209.6 119. 
Pontiac Catalina ....211.6 120. 
RAMONE ivcacicciecsctesseses 213. 123. 
Oldsmobile 88 .......... 213.9 123. 
Buick LeSabre 

& Invicta .............. 214.1 123. 
Chrysler Newport 

MS itstses Shxecsasstse 214.9 122. 
Mercury Monterey..215.5 120. 
Pontiac Star Chief 

& Bonneville ........ 218.6 123. 
Chrysler 

New Yorker ........ 219.3 126. 
Oldsmobile 98 ......... 220. 126. 
Buick Electra ........ 220.1 126. 
Cadillac 60, 62 ....... 222. 129.5 
Imperial. ..................... 227.1 129. 
CF as ssisiscinsscns 242.3 149.8 

AVERAGE ........... 218.09 125.22 
























agreed that F-85, Lancer, Special 
and Tempest fitted into the com- 
pact pattern. 
ok * OK 
- THE 1962 model year ap- 
proached, word began to seep 
out that new “in-between” cars 
were being prepared by General 
Motors and Ford Motor Co. 
Chrysler Corp. quietly stole the 

march, however, with its ’62 
Plymouth and Dodge scaled to a 

new size of 116-inch wheelbase, 

202-inch length and reduced 
weight. 

Lynn A. Townsend, Chrysler 
Corp. president, in talking to news- 
men at his firm’s ’62-model pre- 
view, noted that wheelbase of 
Plymouth and Dodge had been 
shortened to compete in the inter- 
mediate-size-car market. 

Townsend described this as “the 
real growth sector of the auto mar- 
ket in 1962.” He said that Chrysler’s 
decision to bring out one-size 
Plymouths and Dodges, instead of 
“junior editions,” was better geared 
to consumer interest in the inter- 
mediate sector. 

* o* +. 


LYMOUTH is content to be 
sized among the new interme- 
diate cars, Chief Engineer Frank 


At the Factories... 





Walter told a press lunch last wee, 
in Palm Springs, Calif. 

Walter observed that the de- 
cline in bigger-car sales sh: wed 
the way for the ’62 Plymouth. He 
added: 

“We didn’t want Imperial cus. 
tomers to buy Plymouths—e “cept 

as second and third cars in the 
family—and we didn’t want to slide 
down into the compact marke: ., , 
We wanted Plymouth to be in the 
area of peak demand, and we're 
close enough to be satisfied.” 

Ben D. Mills, general manager 
of Lincoln-Mercury Division, in dis- 
cussing the Mercury Meteor, said, 
“It will fill a newly developing seg- 
ment of the car market created by 
the buying public ... The Meteor 
embodies the best characteristics 
of the compacts and the big cars 
in one package with a low price 
tag. 

“It is intended for buyers who 
are buying up from compacts or 
buying down from big cars.” 

* * * 

M’S rumored “in-between” car 

turned out to be the Chevy II, 
a car sized and priced so close to 
Falcon and the other “unquestioned 
compacts” that there could be no 
doubt that Chevy II is, indeed, a 
compact. 

When Ford Motor Co. announc- 
ed its Ford Fairlane and Mercury 
Meteor, it was obvious that the 
cars were tailored to “intermedi- 
ate” concepts. 

Ford Motor, in its early adver- 
tising and promotion for the cars, 
has claimed the virtues of both 
standards and compacts for its new 
entries. 

And this, of course, is the chief 
appeal of the intermediate-group 
offerings for 1962. 


Late Personnel News 





American Motors 


In an expansion of the Govern- 
ment and Fleet Sales Department 
of American Motors, Robert S. Law 
has been appointed a regional sales 
manager cover- 
ing New Jersey, 
part of outstate 
New York, Dela- 
ware and most of 
Pennsylvania. 

Law, formerly 
general sales 
Manager for 
Standard - Tri- 
umph in the 
United States will 
be headquartered 
in AMC’s zone of- 
fice in Union, N. J. 

With this appointment, AMC now 
has three regional fleet sales man- 
agers covering the Northeast. 

Raymond E. Williams, with head- 
quarters at the Boston Zone, will 


R. 8S. Law 





R. E. Williams 


R. J. Goodyear 


cover New England, and Robert J. 

Goodyear will continue to cover 

metropolitan New York and Long 

Island with headquarters in Union. 
* * cg 


Chrysler Corp. 


The appointment of Lee Wardrip 
as manager of sales promotion for 
the automotive sales group of 
Chrysler Corp. was announced by 
F, E. Cogsdill, director of corpo- 
rate marketing 
services. 

Wardrip, a 30- 
year veteran in 
retail merchan- 
dising, sales pro- 
motion and ad- 
vertising, joined e 
the general sales 
staff of Chrysler 
Corp. in June, 

1961. 

Prior to that, > 
he spent nine Lee Wardrip 
years with a national advertising 
agency as manager of sales promo- 















tion-merchandising on a major au- 
tomotive account in Detroit. War- 
drip also has been sales and pub- 
licity director for a chain of de- 
partment stores and earlier worked 
as an automobile salesman. 

In his new position, Wardrip will 
be responsible for planning and 
administering corporate retail sales 
promotion programs involving all 
car lines and coordination of the 
divisional sales promotion plans. 

* * cs 


Chrysler-Plymouth 


E. M. Braden, general sales man- 
ager of the Chrysler-Plymouth Di- 
vision, has announced the promo- 
tion of C. J. Brush to Chrysler- 
Plymouth region- 
al manager in 
Portland, Ore. 
Formerly he was 
assistant regional 
manager. 

Brush has been 
with Chrysler 
Corp. since 1952, 
when he became 
district manager 
. at Seattle. He 

i. held a number of 

C. J. Brush staff responsibil- 
ities until 1958, when he was ap- 
pointed assistant manager in the 
Portland regional office. 


* * * 


Studebaker-Packard 


Cc. B. Bunting has been elected 
treasurer of Studebaker - Packard 
Corp., succeeding Arthur E. Gotsch, 
who retired Nov. 15. 

Bunting, who formerly operated 
his own manage- 
ment consulting 
firm in Detroit, 
also will serve 
as treasurer of 
Studebaker- 
Packard of Can- 
ada, Ltd. and 
Mercedes - Benz 
Sales, Inc., wholly 
owned subsidi- 
aries of Stude- 
baker-Packard. ; 

Gotsch joined C. B. Bunting 
Studebaker in 1928 ag manager of 
export credit and financing. Later 
positions included assistant treas- 
urer, Studebaker Export Corp.; 4s- 
sistant secretary, Studebaker Sales 
Corp. of America, and assistant 
secretary of Studebaker Pacific 
Corp. Gotsch was elected treasurer 
in 1956. 


ed 
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Car, Truck Output Estimates 
By Automotive News 


U. S$. PRODUCTION—CARS 
Week Week dan. 1 dan, 1 
Ended Same Ended Output To To 
Nov. 18, Week, Nov.11, To Date, Nov. 19, Nov. 18, 
1961 1960* 1961 November 1960* 1961 
AMERICAN MOTORS 
BENGE <cciviiagessveessovecnce 10,500 10,532 8,924 26,226 431,190 314,204 


CHRYSLER CORP.**.. 18,500 20, 
Chrysler-Plymouth 


022 19,526 48,280 948,128 552,309 


EEE cindessscittisicieas 11,800 11,808 12,442 30,740 537,814 366,180 
CREYGEOP on. sivicsicsessccree 2,600 1,770 3,057 7,084 16,986 84,225 
TROT, x 5sc0vscssceesere 600 368 199 1,751 15,101 9,562 
Plymouth. ................ 5,750 5,423 5,698 14,649 228,690 165,652 
WE, Radecsadivasiseniniies 2,850 4,247 2,888 7,256 217,037 106,741 
Dodge Division .......... 6,700 7,951 7,084 17,540 391,163 186,129 
Dart-Polara ............ 5,200 6,215 5,606 13,661 345,045 139,527 
sciences tisttsodeses’ 1,500 1,736 1,478 3,879 46,118 46,602 
FORD MOTOR. ............... 42,559 40,411 40,824 112,832 1,692,168 1,426,869 
Ford Division ............ 32,860 31,696 32,753 89,519 1,351,382 1,141,982 
SEL... sosaaysiterysecvesovae 8,269 9,303 8,720 25,151 456,796 440,562 
Ford Fairlane ........ Maen - sieion 4,179 10,788 ...... isis 14,678 
Ford Galaxie .......... 17,990 20,216 17,448 47,236 817,964 610,684 
Thunderbird ............. 2,350 1,677 2,406 6,344 76,622 16,058 
L-M Division. .............. 9,699 8,715 8,071 23,313 340,786 284,887 
EEL |< oscisdcesdssvesvonse 1,123 478 1,125 2,999 15,657 27,562 
Mercury Comet ....... 4,302 4,264 3,780 11,193 179,345 163,161 
Mercury Meteor .... ee. sbesatess V1 Se. eine 1,067 


Mercury Monterey.. 3,378 3, 
GENERAL MOTORS .. 80,400 76, 





973 2,995 8,054 145,784 93,097 
963 79,743 208,379 2,808,179 2,288,805 


Buick Division .......... 9,520 8,842 9,551 25,827 262,928 237,770 
Buick 6,062 6,028 16,164 239,046 157,599 
Special 2,780 3,523 9,663 23,882 80,171 

Cadillac 3,366 4,567 10,633 140,068 127,095 

Chevrolet Division .... 45,800 43,860 45,145 118,520 1,661,505 1,358,483 
Chevy II 5,603 15,098 _.......... 40,058 
Chevrolet 32,726 85,366 1,437,723 1,036,714 
COFVRIE .........ce0cserseese 6,816 18,056 223,782 281,711 





Oldsmobile Division .. 10,500 10,558 9,621 25,788 350,812 264,284 


BI bas acasscsanseneceseesevens 2,200 2,737 2,110 5,632 26,063 56,776 
Oldsmobile ................ 8,300 7,821 7,511 20,156 324,749 207,508 
Pontiac Division. ........ 10,800 10,337 10,859 27,611 392,866 301,173 
POMEGBC ........c0csccssereese 7,800 7,006 7,602 19,706 379,430 202,214 
Tempest. .............00 3,000 3,331 3,257 7,905 13,436 98,959 
S-P CORP. 
RIE onssnvsencssscsrecssecosessenees 3,353 1,825 3,274 8,586 97,879 64,632 








113 85 266 6,353 5,159 








Total Cars, U. S.** ....155,412 149,866 152,376 404,569 5,983,897 4,651,978 


Totals for 1960 include DeSoto production 





U.S. PRODUCTION—TRUCKS 


Week Jan. 1 Jan, 1 
Ended Same Ended Output To To 

Nov. 18, Week, Nov. 11, To Date, Nov. 19, Nov. 18, 

1961 1960* 1961 November 1960* 1961 
ERE POAED. cccccccccssescsepscesese 15 26 26 55 1,171 1,056 
CHEVROLET ................. 8,700 7,516 7,857 21,950 355,647 291,187 
Ot 48 31 47 123 2,318 1,635 
RN os aT cdsidcavdendivabeonieess, « plbeeaiias ee, naiversaas:- 2 Abpea 3,124 1,783 
IE, cos 5chig th ccupsbe oxaveha 1,600 1,637 1,466 4,052 64,749 61,600 
I isha a sapagn cena 1,252 8,243 7,849 20,328 293,534 297,826 
FREIGHTLINER. ........ 20 6 34 71 897 1,123 
IND An sekuia ius descceatkeckinscaés 1,400 1,496 1,946 4,608 94,435 61,610 
INTERNATIONAL ...... 2,825 824 2,649 7,127 110,490 126,501 
RII Toya vas ls secdenkcsscosovbvsteute’ -‘esacatebns WOE 0 datesteign'*” =. oekeeeees 13,379 8,380 
ROE ncsasscistsasesatebsdianvine i” -sevebconel. 91 caetoeiate DR -aaieaessae 303 
RR eae the dtwigs ao sind tanvteries 150 93 130 366 4,099 4,557 
STUDEBAKER ............ 168 189 183 495 11,757 6,522 
SIE iicsncsinascarsvoponetbeders 240 124 172 410 8,161 8,532 
NEE nn csvcccdscsseneseovecises 1,980 1,657 2,013 5,256 114,041 100,361 
MISCELLANEOUS ...... 100 90 100 200 4,161 4,606 

















Total Trucks, U. S. .... 24,503 22,246 24,472 65,051 1,081,963 977,582 


Total Cars, Trucks, 


STE VAI: Tivenaisdsdignssooveustnste¥@ 179,915 172,112 176,848 469,620 7,065,860 5,629,560 
***PDQ production figures not reported in 1960. 


CANADIAN PRODUCTION—CARS 


Week Week Jan, 1 dan. 1 
Ended Same Ended Output To To 
Nov. 18, Week, Nov. 11, To Date, Nov. 19, Nov. 18, 
1961 1960* 1961 November 1960* 1961 
CHRYSLER CORP. .... 1,200 1,192 1,187 3,112 44,632 39,646 
FORD MOTOR .............. 2,500 1,768 2,337 6,479 $1,951 82,268 
GENERAL MOTORS .. 4,875 3,699 4,613 12,210 153,208 142,460 
AMERICAN MOTORS Me” |: -tecssentave 333 See) esien 6,867 
Se” CMINB Ie. eccscsscessovssessones 216 160 178 501 4,969 5,189 











Total Cars, Canada.... 9,127 6,819 8,648 23,225 284,760 276,430 


CANADIAN PRODUCTION—TRUCKS 


Week Week dan. 1 dan. 1 
Ended Same Ended Output To To 
Nov. 18, Week, Nov. 11, To Date, Nov. 19, Nov. 18, 
1961 1960* 1961 November 1960* 1961 
CHRYSLER CORP. .... 120 134 150 270 5,228 5,800 
FORD MOTOR. .............. 300 186 243 708 17,025 15,001 
GENERAL MOTORS .. 575 589 580 1,499 31,097 25,435 


INTERNATIONAL. ...... 170 109 165 389 9,851 9,621 














Total Trucks, Canada 1,165 1,018 1,138 2,866 63,201 55,857 


Total Cars, Trucks, 


Canada. .............0000 10,292 74,837 9,786 26,091 347,961 332,287 








Grand Total, 
Cars and Trucks, 


U. S. and Canada....190,207 179,949 186,634 495,711 7,413,821 5,961,847 


*Revised. 





Canadian Firm 


Eyed by White 


CLEVELAND.—White Motor Co. 
is negotiating with Cockshutt Farm 
Equipment, Ltd., to acquire the Ca- 
Nadian firm’s farm equipment busi- 
hess, it was revealed here. 

This would be combined with 
Oliver Corp., a White subsidiary 
which White purchased last year 
for $32 million. Earlier this month, 
White acquired the crawler tractor 


equipment and inventories of Cle- 
trac Corp. for about $5.5 million. 

Acquisition of Cockshutt would 
give White an: annual volume of 
more than $100 million in farm- 
equipment sales. Oliver sales are 
expected to reach $80 million next 
year, while Cockshutt sales have 
been running at about $25 million 
a year. Cockshutt tractors, self-pro- 
pelled combines and other imple- 
ments are distributed throughout 
Canada, the United States and 
more than 50 other countries. 





155,000 Cars Built 
For Slight Gain 


Compacts Hike Share 
To 33 Percent 


(Continued from Page 1) 


then a shutdown of the assembly 
lines. 

About 3,500 second-shift workers 
in the company’s Milwaukee body 
plant staged a brief walkout in a 
dispute over starting time. 

About 6,500 first-shift workers in 
the Kenosha assembly plant were 
sent home Nov. 11 reportedly be- 
cause the flow of production was 
“out of balance.” 

A union official said he was 
told the shutdown was due to an 
excessive number of repairs re- 
quired on Ramblers being manu- 
factured. 

Production of the Falcon contin- 
ued to run behind the pace of two 
weeks ago because of a shuffle in 
model assemblies at the Kansas 
City and San Jose, Calif., plants. 

The Kansas City facility, which 
had been producing the Falcon 
and Comet, has been down for two 
weeks for a changeover to the 
Fairlane and Meteor, and was 
scheduled to resume operations 
today (Nov. 20). 


* * * 


[SAN JOSE, the factory dis- | 


continued Comet production 
Nov. 3 and began to change over 
to the Fairlane. At the same time 
it continued to turn out the Falcon 


at a slower rate. Fairlane output | 


also was begun last week on a re- 
duced schedule. Volume is due to 
pick up this week. 

All of the Ford company’s plants 
worked Saturday except those in 
Kansas City, San Jose, St. Louis, 
Atlanta and Dearborn. The St. 
Louis facility assembles the Mer- 
cury Monterey, while the Falcon 
and Fairlane are turned out in At- 
lanta, and the Fairlane and Meteor 
in Dearborn. 

The company said that no 
overtime is being scheduled for 
these plants at the present time 
because all are working on differ- 
ent models than they had previ- 
ously assembled, and still need 
time for adjustments, 

The truck lines at the Mahwah 
(N. J.) plant were down Saturday, 
but the car lines were busy. 

* * * 
GPX-DAF car-assembly schedules 
were in force at Chevrolet 
plants in Atlanta, Baltimore, Kan- 
sas City, St. Louis, Willow Run, 
Norwood, O., and Oakland, Calif. 
All others were on five days. 

S-P remained on a six-day 
schedule, working nine hours the 
first five and eight hours on Sat- 
urday. Buicks rolled on six-day 
operations in Flint and the 
B-O-P plant in Wilmington, Del. 


S-P’s car-production schedule for 


the week called for 3,353 units, the 
highest figure since the week ended 
April 11, 1959, when 3,728 cars were 
built. 

All Chrysler Corp. plants worked 
a regular five-day schedule with 
the exception of the Chrysler and 
Imperial lines, which were manned 
by two nine-hour shifts for five 
days. 

With the Chrysler sales rate at 
its highest level since 1955, a cor- 
poration spokesman said Novem- 
ber-December production schedules 
for the car will be 72 percent high- 
er than those in the like months 
last year. He said the company will 
assemble 12,750 Chryslers in No- 
vember and 13,500 in December, 
compared with 7,467. and 7,796 in 
the same two months in 1960. 

of cd * 


RODUCTION of commercial | 


cars totalled an estimated 24,- 
503 units, a small improvement over 
the previous week’s 24,472, and 
brought the November total 
through Nov. 18 to an estimated 
65,051. 

In the first 16 working days of 
the month, makers produced an 
average of 4,066 trucks a day. If 
this rate is maintained in the 
remaining nine days, the Novem- 
ber total would reach about 101,- 
645 units. 

The November truck count then 
would be the third highest of the 
year, exceeded only by June’s 112,- 
726 and the 103,320 assemblies in 


May. 
















PTCneo. Since 1911 
| the Official 


Used Car 


Valuation Guide 


Authoritative 
and Impartial 


When you Buy, Sell, Trade, Finance and Insure 
used automobiles, use RED BOOK, the recog- 
nized authority that more banks, finance and in- 
surance companies depend upon for impartial 
Retail, Wholesale, Finance valuations. 


Covers all passenger cars, leading import cars, 
trucks (up to |!/, ton capacity) for the past 6 
years. : 


Show front view illustrations, motor, serial number 
locations, title, license plate, sales and use tax 
data, etc. 


One year subscription for your area $9.00 


(8 revised editions) ............... 


Market Values Used Trucks 


Fast reference All production 
valuation guide. make trucks (past 
Every 15 days 7 years). Factory 
brings current prices, capacities, 
Wholesale (only) G.V.W., W.B., H.P. 
regional valua- ratings, valuations 
tions (all passen- optional equip- 
ger cars) past 6 ment given. One 
) years. One year year subscription 
\ subscription (24 {2 issues), $10.00 
issues) ...... 


nena LOOT Cre 


900 South Wabash Avenue - Chicago 5 
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WL LOLS As a ea 


An Ad in the Classified Section of 
AUTOMOTIVE NEWS 
Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS 
965 E. Jefferson Detroit 7, Mich. 


ADVERTISEMENT 


A CURB-SIDE SHOWROOM —That’s what you add to your facilities 
when you install an up-to-date Childers Pre-Engineered Structural Shelter. 
Childers Shelters are a standing invitation to your customers ... a prac- 
tical way to lower maintenance costs and reduce car washing. And experi- 
ence from coast to coast proves they pay for themselves in no time. See 
Page 27 for all the facts. : 
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INSU/Prinz 4 


U. S. IMPORTER 
TRANSCONTINENTAL 
MOTORS, INC. 
230 Park Avenue 
New York 17, N. Y. 





Spare Parts Center: 


LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 











RY: 
AUTOMOTIVE 
Ata 
RSE 
IST, 








Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 


1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
Los Angeles 23, California © Philadelphia 45, Pa. 











Get Top Dollar for Your Trade-in 
Wagons! Recondition them with 


tation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 











TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 4 


to compliment interior trim. 










Made from 
(Armstrong 
Vinyl Automat 
ECONOMICAL 
Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 
INDIVIDUALLY BOXED 


Clearly labeled for easy 
identification. 


———— Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 





MATS UNLIMITED, Inc. 


Good Caren: BY) OT LEC 
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Love Defines Role at Chrysler 


(Continued from Page 2) 


explain my position. I am around 
as a representative of the Chrysler 
directors. These men (gesturing to 
Townsend) are operating the busi- 
ness and making the decisions. If I 
get involved in deciding day-to-day 
problems, then I and the board are 
committed to decisions which may 
turn out wrong. 

“I try to spend one day a week 
in Detroit. But I can always be 
reached at my office in the Kop- 
pers Building in Pittsburgh. One 
thing I have learned: You never 
get too far away from automo- 
biles.” 

To say that Love’s approach rep- 
resents a departure for Chrysler 
would be an understatement. The 
company had always been domi- 
nated by presidents who either 
chaired the board or chairmen who 
took a hand in all major decisions 
and operations. 

* * * 

7 Love leaves the impression 

that he can be a firm com- 
mander if needs be. His blue eyes 
twinkle and his manner is cordial, 
but he imparts a determination 
about Chrysler which may reflect 
the troubles he once tackled in the 
coal industry. 

“Chrysler has nowhere to go but 
up,” Love said. “It can’t afford any 
more downspin. Colbert was a dedi- 
cated man who gave 20 hours a day 
to this company. That’s too much 
for anyone. 

“I’m all for a team effort, with 
emphasis on youth and ambition. 
This company now is in a posi- 
tion where young capable men 
can take hold and really go to 
town.” 

Townsend’s selection as company 
president reportedly was recom- 
mended by Love, who led a direc- 
tors committee which sought a new 
operating chief last summer, Town- 
send, 42, is a former accountant 
who served as administrative vice- 
president of the company under 
Colbert. 

“Townsend showed us he’d do 
fine. I delayed taking the chair- 
manship because, frankly, I was 
really reluctant about it. But I did. 
The others prevailed upon me. We 
wanted to stop the speculation 
about who was really running the 
company.” 

* * 

HE “speculation” to which Love 

referred developed after Colbert 

resigned as chairman and presi- 
dent July 27. Townsend was named 
president, while Love assumed the 
chairmanship of a five-director Ex- 
ecutive Committee. 

In September, Love agreed to be- 


C-P Council Hails 


Townsend Moves 


DETROIT.—Chrysler President 
Lynn A. Townsend won a unani- 
mous vote of confidence last week 
at the meeting here of the 
Chrysler-Plymouth National Dealer 
Council. 

A resolution read by Tom O’Brien 
(Chrysler - Plymouth) Indianapolis, 
pledged Townsend “wholehearted 
support” and praised his establish- 
ment of a dealer consultants panel 
on future styling. 

“We have every confidence in 
your ability to get the job done,” 
the resolution said. “We say—con- 
tinue on.” 





Rear-Engine Simca Due 
In U. S. Next Year 


DETROIT.—Simca’s new rear- 
engine 1000 model is being modi- 
fied in France for introduction on 
the United States market in six 
to nine months, Chrysler Presi- 
dent Lynn A, Townsend said last 
week. 

Virgil M. Exner, who resigned 
Nov. 9 as styling vice-president 
of Chrysler, has been retained as 
a styling consultant for Simca. 
The 1000 is expected to compete 
in price and size with Ford’s 
front-drive Cardinal, also due for 
introduction next summer, and 
Chevrolet’s “Corvair II.” 

Simca dealers will continue to 
merchandise the “Simca Five” in 
the lowest-priced import field. 











come chairman and chief policy 
officer, with Townsend as president 
and chief administrative and oper- 
ating officer. 

Since Townsend’s promotion, four 
executives in his age range have 
been named vice-presidents. They 
include Irving J. Minett, 47, head 
of International Operations; Alan 
G. Loofbourrow, 49, director of en- 
gineering, and Robert Anderson, 41, 
director of product planning. 

The fourth is Engel, 44, the 
new styling vice-president. A pro- 
tege of George W. Walker, re- 
tired styling vice-president of 
Ford, he is considered by Chrys- 
ler management as a “prize 
catch.” He has worked for both 
General Motors and Ford on his 
way to the Chrysler styling helm. 

Love is well aware that new 
blood alone will not reopen the 
gates of fortune for Chrysler. 

“But spirit in the organization 
is crucial,’ he said. “I feel that 
confidence has been restored at the 
management level. It was rockbot- 
tom last summer. Now there’s a 
new president who’s building a 
young, aggressive team. 

“Of course, if they fumble the 
ball .. . Well, that’s why I’m here.” 

* * * 


. oe to 1962 generally, Love 
expects “good business” in the 
first half, at least. Then the steel 
labor contracts come up for renew- 
al, and as a Pittsburgh industrial- 
ist, he’s making no predictions 
about the prospects for peace or 
strike. 

“Tll say one thing for the Admin- 
istration,” Love continued. “They’ve 
changed their tune and are mind- 
ful of the need for good business. 
That’s a definite plus in the whole 
economic picture.” 

Townsend chimed in with the 
observation that new-car sales 
would be even greater if consum- 
ers could be persuaded to spend 
more out of their alltime-high 
savings deposits. The way to ac- 
complish this, he declared: “Ad- 
vertising.” 

Quietly, without hoopla, Love has 
brought an air of confidence to the 
fifth floor of Chrysler headquarters 
on Massachusetts Ave., Highland 
Park. His behind-the-scenes partic- 
ipation may have influenced the 
recent Chrysler labor settlement 
with the United Auto Workers, 
where for the first time since the 
war the company and union re- 
solved their differences without 
strike turbulence. 

Dissident shareholders remain, as 
do bitter ousted executives such as 
William C. Newberg and Jack W. 
Minor, A proxy fight is threatened 
and there are bound to be some 
disheartening news developments 
for Chrysler from the various law- 
suits involving the company, ex- 


officers and minority shareholders. 
* * * 

EALERS also face a difficult 

road back. The 


Engel-Exner 





switch dramatizes the acceptance 
problem on ’62 Chrysler products 
But a hardnose program to find 
new dealers is steaming ahe, 
which may fill open points but algo 
leave open wounds with establisheg 
franchisees. 

Financially, Townsen d’s cogt- 
cutting policies have not caught up 
with the reduced level of saleg in. 
come. Chrysler’s $20.5 million logs 
in the first nine months of 196] 
after a $21.9 million tax credit, is 
unlikely to be erased by fourth- 
quarter profits. But Townsend has 
been able to pare selling and agq- 
ministrative expenses for the nine 
months from $183.7 million a year 
ago to $152.6 million thus far this 
year. 

“The profit squeeze is going 
to continue,” Love forecast. “It’s 
especially rough on the smaller 
steel companies without sideling 
activities such as shipping and 
mining.” 

Will Chrysler diversify to offset 
the high costs of car building? 
Love and R. E. McNeill, chairman 
of the corporation’s Finance Com- 
mittee, are understood to be explor- 
ing ways of getting Chrysler back 
into the auto financing and insur- 
ance business, as Ford did in 199, 

* of * 
OREOVER, Love is a “merger- 
type” executive. He welded 
three struggling coal companies to 
form Consolidation Coal Co, a 
mighty enterprise of which he is 
board chairman, 

He is not believed averse to 
acquisition moves for Chrysler of 
the kind being indulged in by Ford 
and Studebaker-Packard. 

Chrysler’s directors meet next 
on Dec. 7 to get a re-appraisal from 
Love of the progress being made by 
Townsend and his new operating 
team. Love is looking ahead to 
April 17, however, when his first 
encounter with Chrysler’s restless 
shareholders is scheduled at the 
annual meeting in Detroit. 

* cd Ea 


5 Percent Demo Rebate 


Also Covers Plymouth 

DETROIT.—Plymouth has joined 
Dodge in extending to dealers a 5 
percent allowance for ’62 models 
placed in demonstrator service be- 
tween Nov. 9 and Dec. 9, 1961. 

Plymouth dealers may qualify 
one demonstrator for each 30 Fury, 
Belvedere or Savoy cars that he 
sold in the first nine calendar 
months of 1961. They must agree 
to keep the car in demo service for 
at least six months. 

Both dealer-owned and salesman- 
owned demos are eligible for the 
allowance. 

The same allowance will be ex- 
tended to Plymouth and Valiant ’62 
demos which are in dealer inven- 
tory on ’63-model announcement 
day. 








Space Allotted for Miami Show— 


Display space has been allotted by the Miami Automobile Dealers Assn. for its 
show Feb. 2-7 at the Dinner Key Auditorium. Checking the floor plan are members 
of the show committee and show planners. Seated, left to right, are O. C. Farnsworth, 
MADA manager; Charles Grentner (Mercedes-Benz-Simca), MADA president; Frankie 
Watts (BMC-Rolls-Royce-Jaguar), committee chairman; Jack Zeder (Chrysler-Plymouth} 
Standing are Leo Manne, Manncraft Exhibitors, which is staging the show; P. J 
Schaefer (Lincoln-Mercury); Ray Fogarty (Chevrolet), and William Northern, Manncraft. 
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Quantity 


PRODUCTION 
of 
IRON 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
ES 
ESTABLISHED 1866 


ee 


DIVISION 


GREY 


CASTINGS 


OF GORDON STREET, INC 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 





Compact Share Drops. . . 





November Sales Head 


For Record 


600, 000 


(Continued from Page 1) 


before that. In the closing months 
of the 1961-model year, compacts 
were accounting for 37 to 38 per- 
cent of domestic-car sales. 

Intermediate cars—a _ classifica- 
tion in which Plymouth and Dodge 
are being joined by Ford Fairlane 
and Mercury Meteor—took 5.18 per- 
cent of Nov. 1-10 sales on 10,154 
units. 

* * * 
ENERAL MOTORS had a smal- 
ler share of the market than in 
the previous 10-day period, al- 
though it still accounted for more 
than half of all new-car sales with 
105,660 deliveries. Its penetration 
was 53.89 percent. It had been 55.51 
percent in the final October period. 

Ford Motor Co. increased its 
penetration from 24.15 to 28.67 
percent on 56,203 deliveries. All 
other corporate shares were re- 
duced, as compared with the pre- 
ceding period. 

Chrysler Corp. fell from 11.35 to 
10.01 percent on 19,621 sales; Amer- 
ican Motors was down from 7.29 to 
5.98 percent on 11,725 sales and 
Studebaker-Packard was off from 
1.70 to 1.53 percent on 2,871 sales. 

By makes, retail deliveries Nov. 
1-10 were: Standard Chevrolet, 45,- 
203; Ford Galaxie, 28,200; Falcon, 
15,700; Rambler, 11,725; Pontiac, 
11,050; Oldsmobile, 11,049; Corvair, 
9,549; Buick, 8,525; Comet, 6,633; 
Plymouth, 5,404; Cadillac, 5,278; 
Dodge, 4,750; Chevy II, 4,370; Mer- 
cury Monterey, 4,284; Tempest, 4,- 








BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 

TERRY—Valve Springs 

PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings 
RANSOME & MARLES—Ball & Roller Bearings 


Largest Stock in the U.S.A. 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 

F & S—Clutches 
REINZ—Gaskets 
SIMRIT—Oil Seals 


FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 
BOSCH—Spark Plugs & Ignition 


WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 


@ other top lines @ other top lines 


ITALIAN CAR PARTS 


MARELLI—Ignition, Spark Plugs 


rumen, 





SWF—Windshield Wipers & Motors 


TEXTAR —Brake and Clutch Linings 


GERMAN CAR PARTS FRENCH CAR PARTS 
MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
ALLINQUANT—Shock Absorbers 

COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


@ other top lines 


SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor. 





226; Buick Special, 3,811; Valiant, 

3,575; Chrysler, 3,442; Studebaker, 

2,871; F-85, 2,599; Lancer, 1,920; 

Lincoln, 1,386, and Imperial, 530. 
* * aS 


peaesOre statements on retail 
sales were suffused in a rosy 
glow, with nearly everybody sur- 
rounded by shattered records. 

Chevrolet sales were the high- 
est of any first 10 days of Novem- 
ber in history, said S. E. Knud- 
Sen, general manager, The first 
40 days following new-model in- 
troduction also set a record, he 
said. 

Knudsen noted that Chevy II has 
set a record for the fifth consecu- 
tive 10-day period as the new com- 
pact has become increasingly avail- 
able. Chevy II sales in the first 10 
days of November rose 25 percent 
over the preceding 10-day period, 
Knudsen said. 

Among compacts, Chevy II was 
outsold Nov. 1-10 only by Falcon, 
Rambler, Corvair and Comet. 

* * * 
a DIVISION sales should get 
enough lift out of the newly in- 
troduced Fairlane to establish a 
new sales record for November, 
said Lee A. Iacocca, general man- 
ager. 

He predicted the industry would 
sell about 570,000 domestic units 
this month to set a record. 

“Industry sales are following 
the pattern we had foreseen back 
in August,” he said, “and sales 
for the balance of this year 
should just be a preview for 
what’s ahead in 1962.” 

Ford Galaxie and Falcon sales 
Nov. 1-10 ran 21 percent over the 
previous period, Iacocca said, ad- 
ding that deliveries would have 
been “substantially higher if deal- 
ers had sufficient stocks.” 

* * * 

AMBLER retail sales for the 

first 10 days of November were 
the best for that period in the 
company’s history, said Roy Aber- 
nethy, executive vice-president of 
AMC. It also represented the best 
first-10-day period in 17 months— 
since June, 1960, he said. 

“The results would have been 
even higher if we had been able 
to build more cars,” Abernethy 
said. 

Pontiac sales were the best of any 
November period in the division’s 
history, said E. M. Estes, general 
manager. Sales ran 30 percent over 
the corresponding period of 1960 
and 40 percent over the first 10 
days of October, Estes added. 

Oldsmobile sales were higher 
than in any corresponding period 
since 1955, said Emmett P. Feely, 
general sales manager. He predict- 
ed a 35 percent increase for 1962 
sales over last year. 

Cadillac sales were the best of 
any first 10 days in any month in 
any year in the firm’s 60-year his- 
tory, said Harold G. Warner, gen- 
eral manager. 

Buick sales ran at the best 
November selling rate since 1953, 
said Edward D. Rollert, general 
manager. 

“Our sales momentum is gaining 
with each 10-day selling period,” 
Rollert said. 

* * * 

INCOLN-MERCURY DIVISION 

sales reached the highest daily 
rate since World War II, said Ben 
D. Mills, general manager. They 

were up 17 percent over a year ago, 
he said. 

Lincoln was at its highest rate 
since November, 1957, while Mer- 
cury Monterey and Comet com- 
bined to give Mercury a record 
for the Nov. 1-10 period, Mills 
said. 

Studebaker sales were up 22 per- 
cent over the year-ago period, ac- 
cording to Lewis E. Minkel, mar- 
keting vice-president. 

Chrysler-Plymouth Division sales 
ran 2 percent ahead of the first 
10 days of October, said C. E. 
Briggs, general manager. October 
was the best month of the year for 
the division. 

Chrysler’s daily rate was 31 per- 
cent ahead of the year-ago period 
and was the highest recorded since 
1955, he said. Imperial’s daily rate 





was up 44 percent over the open- 
ing period of October, Briggs added. 

Retail sales of Dodge cars and 
trucks were exceeded only by the 
first 10 days of April and October, 
said Byron J. Nichols, general 


manager. 
* 


Willys Sales Set Record; 


Top 4th Quarter Seen 


TOLEDO.—Willys sales were at 
an alltime monthly high in October, 
and the company expects fourth- 
quarter business to equal or exceed 
any three-month period in its his- 
tory, said S, A. Girard, president. 

October sales volume was at a 
new peak in both United States 
and international markets during 
the month, he added. 

Girard said that domestic sales of 
Jeep vehicles during October set a 
record, with retail deliveries up 33.3 
percent from a year ago and fac- 
tory sales up 50.6 percent. 


Obituaries 


Bert C, Oliphant 
LAKEVIEW, O.—Bert C. Oliphant, 81, 
a former Chevrolet dealer in Belle Center, 
died Nov. 9 after a heart attack. He had 
been retired since 1940. 
* * * 


Raymond V. Ebersbach 
TOLEDO. — Services for Raymond V. 
Ebersbach, 71, a retired auto dealer, were 
held Nov. 9. 





* * * 


Charles W. Beckman 
MT. OLIVER, Pa.—Charles W. Beck- 
man, 70, an auto dealer, died Oct. 31, He 
had been mayor and burgess of Mt. Oliver 
for more than 25 years. 
* * * 


Frank Sirilo 
AKRON.—Frank Sirilo, 81, who retired 
in 1946 after operating Sirilo Motor Sales 
for 20 years, died Oct. 31. 
* * * 


Carl P. Shelby 
OAK GROVE, Mo.—Carl P. Shelby, 74, 
a retired auto dealer, died Nov, 2, 
* * * 


W. B. Swaney 
FORT DODGE, Ia.—W. B. Swaney, 83, 
who had been a dealer for 56 years here 
and in Carroll and Manning, died Oct. 31. 
* * * 


N. Field Ozburn 

MEMPHIS.—N. Field Ozburn, 77, chair- 
man of Parts, Inc., a warehouse distribu- 
tor of automotive parts, and former presi- 
dent of the Motor & Equipment Wholesalers 
Assn., died Nov. 4. During World War II 
he served as chief of the Automotive Sup- 
ply Section of the War Production Board. 


- - Classified Want Ads - - 


FOR RATES, ETC.. SEE NEXT PAGEm® 





HELP WANTED 


NEW CAR SALES MANAGER—Ford deal- 
er, New Jersey multiple point—new-car 
potential 1,100-1,300 cars—needs fireball 
new-car sales manager. Pay commensur- 
ate with ability and experience, liberal 
salary and percentage. Must be a pro- 
ducer and 100% active with salesmen— 
hiring, training, closing. This can be 
highest paying and most satisfying em- 
ployment for right man. Must be willing 
to relocate, near top-flight schools and 
colleges, many new housing developments. 
No drifters. The right man can build 
himself a life. Send a résumé and late 
photo to Box 2950, c/o Automotive News, 
Detroit 7. 

WANTED — PARTS MANAGER. Harris- 
burg, Pennsylvania area GM dealer, with 
present volume of $22,000-$25,000 month- 
ly, seeking merchandise-minded manager. 
Must be able to select and train person- 
nel. Salary plus percentage of parts de- 
partment profit. Replies are confidential. 
Send résumé to Box 2951, c/o Automotive 
News, Detroit 7. 





ACCOUNTING 
MANAGER 


Large, well-established Southeastern General 
Motors dealer seeking accounting manager 
capable of assuming complete supervision 


of Accounting Department. 


Position requires man with practical knowl- 
edge of General Motors accounting and ex- 
tensive experience in volume General Motors 
dealership. Knowledge of forecasts, daily op- 
erating controls, budgets and tax reports 
necessary. Submit complete resume: Educa- 
tion, past experience, references, salary re- 
quirements and recent photograph. 


Box 2956, c/o Automotive News, Detroit 7. 


RRR ARN ae UE oe NNR NN RENO NTPRES 
WANTED: Skilled mechanic, either special- 
ized or general. Will hire on 50% basis 
with bonus or on guaranteed monthly 


salary. Contact: Harshman Motor Co., 
227 W. Coal, Gallup, New Mexico. 


SALES REPRESENTATIVE. National con- 
cern will train salesmen contact auto- 
mobile dealers sales and service direct 
mail service, Exclusive territory, high 
earnings, repeat yearly business, estab- 
lished accounts, Good salary plus com- 
mission. Box 2952, c/o Automotive News, 
Detroit 7. 

VOLKSWAGEN MECHANICS! Would you 
like to locate in Florida? We have an 
opening for an experienced VW mechanic 
ia a small shop. Our offer to the right 
man: The cleanest possible working con- 
ditions, paid vacations, insurance and 
other benefits. Submit complete résumé 
and desired salary, Box 2953, c/o Auto- 
motive News, Detroit 7. 
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HELP WANTED 


ACCOUNTANT — AUTOMOTIVE. Position 
available with national automotive man- 
ufacturer for experienced accountant, 
preferably one with retail automotive 
training. Public accounting experience 
desirable. Work involves examination 
dealer company records and financial 


penses paid, Salary commensurate with 
ability. Furnish complete employment 
records, experience, in letter of applica- 
tion to Box 2943, c/o Automotive News, 
Detroit 7. 





Are You Calling 
On Dealers? 


We have a terrific new parts & service 
and sales promotion plan. It takes 10 min- 
utes to present. Dealer will make a decision 
on the spot. Selis for $25.00. Excellent 
commission with repeat orders guaranteed. 
Over 200 dealers in one state alone use 
this plan. Tell us about yourself, territory 
covered, present lines. Box 2938, c/o Auto- 
motive News, Detroit 7. 


sought. 


4-5229. 


new-car dealer. 





TOP MAN ONLY—SERVICE MANAGER 
for aggressive Chevrolet dealership—1,600 
car potential. Must be outstanding or- 
ganizer and promoter. Compensation in 
line with ability, Opportunity practically 
unlimited. Furnish references and résumé 
of experience. Do not apply unless you 
are a ‘‘top man.’’ Box 2927, c/o Auto- 
motive News, Detroit 7. 


troit 7. 


business A to Z, 
Held dealerships 





SERVICE MANAGER, Pontiac experience 
preferred, qualified to organize and train. 
Well established location Chicago metro- 
politan area, new-car volume 850. Im- 
mediate opening. Box 2933, c/o Automo- 
tive News, Detroit 7. 





AN ESTABLISHED independent southwest- 
ern Pennsylvania leasing company, spe- 
cializing in ‘‘truck fleets,’’ requires a top 
man capable of assuming full responsibil- 
ities for building the present organization 
into a top money maker. Write Box 2921, 
c/o Automotive News, Detroit 7. 





SALESMEN — Small east Oregon Ford 
dealer needs two good men. Work with 
friendly people, no HP fast dealing, must 
be worker. Percentage of gross plus bene- 


graduate. 
News, Detroit 7. 


fits. Write Romoco, Box 65, Hermiston,| BUSINESS MANAGER — CONTROLLER, 
in volume 
presently employed by 
large Chevrolet dealer, desires to return 
West. Top experience in all phases of 
dealership management. 
Automotive News, Detroit 7. 


HELP WANTED 


WEST COAST Is Next 


As befits a growing, national automobile finance company, the Ford Motor Credit Company 
is moving west. This means that ambitious and able men in this field will have unusual op- 
portunities by joining FMCC as BRANCH MANAGERS, OFFICE MANAGERS or SALES REP- 


experienced 


Oregon. 
Ferd dealerships, 





SALES REPRESENTATIVE WANTED to 
carry new imported line of ‘‘Breathable’’ 
vinyl fabrics. Liberal commissions. Box 
2942, c/o Automotive News, Detroit 7. 














RESENTATIVES. 










for TARIC: 
REGIONAL REPRESENTATIVES 
(For various areas in the United States. A 
background in automobile physical damage 
insurance sales, underwriting and claims is 
required.) 




















20000 ROTUNDA DRIVE 


POSITION WANTED 


SALES MANAGER, with overall manage- 
ment qualifications, successful in acquir- 
ing high-grade personnel, training by ex- 
ample and leading them into an aggres- 
sive, profitable, creative selling program 
covering compacts, 
trucks, subordinating myself to the deal- 

statements. Automobile furnished, all ex- er, but giving the individual salesman 

the feeling that his accomplishments, in- 
creased income and progress are of his 
own doing not mine. Produce greater net 
profit if given responsibility for proper 
staffing and operation of used-car depart- 
ment, immediate appearance conditioning 
at minimum cost and eternal sales vigi- 
lance, also proper public relations with 
sales effort in the service and parts de- 
partments. New unit volume contingent 
on maximum revenue these departments. 

Welcome a trial period, but permanency 

outstanding ability 

verified. College education, steady, reli- 
lean, athletic, good 
bearing family man. Compensation open 

Prefer West Coast, 

but would consider other states, Arthur 

C. Wolf, 150 San Buenaventura Way, 

San Francisco 27, California. LOmbard 


basic models and 


Integrity, 
able, middle-aged, 


based on potential. 


GENERAL MANAGER—I am now em- 

ployed with a successful but complacent 
I am 
challenge with a small dealer who would 
like to increase his volume and profit. 
Will send complete résumé on inquiry. 
Box 2948, c/o Automotive News, De- 





GENERAL OR SALES MANAGER. Double 
sales, profit with less manpower, Know 
including appraisals. 

in top positions for 

years, state and national. Glenn Peck, 

Box 852, Fort Worth, Texas. 


SERVICE MANAGER, 
twelve years’ experience in volume serv- 
ice operations. Excellent references. In- 
terested in responsible position with ag- 
gressive, service-minded dealer. Box 2935, 
c/o Automotive News, 


SERVICE MANAGER now working dual 
GM, 16 years’ experience training pro- 
gram, wants to locate in Florida. Box 
2944, c/o Automotive News, Detroit 7. 


BUSINESS MANAGER interested in affili- 
ation with large dealership. Well quali- 
fied as accountant with diversified busi- 
ness management experience. University 

Box 2945, 


age 35, married, 


Detroit 7. 


The opportunities available to experienced auto sales finance men with FMCC also are avail- 
able to experienced and qualified insurance men with The American Road Insurance Com- 


pany (TARIC). The positions listed below are open in various parts of the country: 


Write Today 
All Inquiries 
Will Be Kept 
Confidential 


Personnel Director, Room 2086 


NEW LINES WANTED 





































Not Help Wanted 
CAN | HELP YOU? 


representative, 
specializing in 


Manufacturer's 
sales experience 


Pointe City, Michigan. TUxedo 6-0027. 


DEALERSHIPS AVAILABLE 


Mercury-Comet-Meteor in central Mon- 
tana city with 200,000 trade area. Area 
of unusual economic development, cosmo- 
politan city enjoying pleasing climate 
near finest fishing and hunting, New-car 
sales volume upwards df 250 units. Excel- 
lent building available, shop equipment 
reasonably priced. Total investment 
should approximate $90,000. Write stat- 
ing qualifications and experience which 
would assure factory approval to Box 
2946, c/o Automotive News, Detroit 7. 


looking for a 





AUTO-IMPLEMENT AGENCY. Dealership 
handling Buick, Pontiac, Rambler auto- 
mobiles and Massey Ferguson farm equip- 
ment, western Nebraska county seat, ir- 
rigated area. New large Stran Steel, 
ultra-modern building for lease or rent. 
Volume extremely heavy in sales and 
service—a profitable business. Purchaser 
must have factory approval. Contact: 
A. P. Goltl, Bridgeport, Nebraska. 


AGENCY HANDLING LARK—Seattle-Ta- 
coma trading area, home of Seattle’s 
1962 Worlds Fair. All or 51% of stock 
available. Health forces sale of this thriv- 
ing business, Box 2930, c/o Automotive 
News, Detroit 7. 





WILL SACRIFICE dealership handling 
Buick-Pontiac, farming community in 
eastern Washington, Minimum parts and 
equipment inventory. Box 2936, c/o Auto- 


C/o Atitomotive motive News, Detroit 7. 


FOR SALE OR RENT: Modern garage 
building with equipment, tools, fine show- 
room, 9,000 sq. ft. fireproof brick with 
two gas pumps in front. Located in heart 
of Princeton, Wisconsin, Opportunity to 
get in business with low investment. 
Write: 2645 N, 84th St., Wauwatosa 13, 
Wisconsin. 


Chevrolet and 


Box 2918, c/o 


AGENCY HANDLING FORD, progressive 








10 years’ 
metal 
working field, wants to expand to more 
diversified lines or an offer of an arrange- 
ment with a future. Graduate of M.S.U. 
James R. Connor, 16927 St. Paul, Grosse 





DEALERSHIP HANDLING LINCOLN- 








DEALERSHIPS WANTED 


YOUNG, EXPERIENCED VW MAN wants 
to purchase authorized Volkswagen agen- 
cy—or opportunity to buy partnership jn 
VW dealership. Cash available immedi. 
ately, Ready to do business at once 
VOA approval assured. Box 2896, C/o 
Automotive News, Detroit 7, 

WANTED—GM OR FORD dealership, 299: 
500 cars annually, Box 2955, c/o ‘Auto. 
motive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


IN COLORADO—For Sale—Agency han- 
dling Chevrolet in good western Colo- 
rado town. Good record. Write or tele- 
phone for full particulars. Western Ex- 
ploration & Management Co., AC 2-8531, 
444—-17th St., Denver, Colorado. 





town—Marion, Alabama. $21,000. John 
Winslett, Marion, Ala. 





—_—_. 


HELP WANTED 


- 


— AIRCRAFT 
Cessna COMPANY 


“The world's largest producers of business aircraft.” 

OFFERS THE FOLLOWING OPPORTUNITIES: 

@ MARKET DEVELOPMENT SPECIALIST 
This position will entail selling America’s largest corporations on the concept 

of using aircraft to help fill their growing transportation and communication 

needs, 

Requirements: é 
1. Proven ability to develop markets and merchandise high value products, 
2. A background of conducting development programs. 

3. Qualified pilot. 
4. Willing to travel. 

@ AREA SALES MANAGER 
This position requires: 

1. Executive management experience in implementing and administering 
sales programs. 

2. Several years experience in retail and/or distributor-dealer selling. 

3. Pilot experience desired or we will teach you to fly. 

4. Extensive traveling. 

@ ROTORY WING SERVICE SPECIALIST 
This position will entail implementing rotory wing service programs with the 

Cessna distributor and dealer organizations. 


Requirements: 
1. A & P License. 
2. Two to four years rotory wing maintenance experience. 
3. Current pilot or previous qualified pilot. 
4. Extensive traveling. 
@ BUSINESS MANAGEMENT & UNIFORM 
ACCOUNTING CONSULTANTS 
These positions will entail consulting with Cessna dealers on accounting and 
dealer management. 
Requirements: 
1. College degree in accounting and marketing or equivalent in experience. 
2. Two to four years experience in all phases of retail or wholesale account- 
ing. Automotive retail and wholesale background would be helpful. 
3. Willing to learn how to fly. 
4. Extensive traveling. 
The above positions will travel out of and headquarter in Wichita, Kansas. 
If you meet the above requirements and are interested in an opportunity with 
the world's largest producers of business aircraft, send your resume to the: 
Employment Section, Cessna Aircraft Company, Commercial Division, 5800 East 
Pawnee Road, Wichita, Kansas. APPLY BY RESUME ONLY. 
An equal opportunity employer. 












































HELP WANTED 




















VOLKSWAGEN DISTRIBUTOR NEEDS 


Assistant General Sales Manager 
Business Management Manager 
2 Zone Sales Managers 

2 Zone Parts Managers 

2 Zone Service Managers 
















We serve five Middle-Atlantic states and are embarked upon an aggressive ex- 
pansion program. Our sales volume and dealer organization are growing at 
such a rate that we need a number of additional highly-qualified personnel to 
serve our dealers. 
















Our compensation plans, employe benefits, etc., are the most attractive in the 
industry. We intend to employ the best-qualified people available. 







If you want to become affiliated with one of the most progressive and most suc- 
cessful automobile distributing organizations in the world, send complete 


resume to: 















Capitol Car Distributors, Ltd. 


6530 New Hampshire Ave., Takoma Park 12, Maryland 





oe 











for FMCC: 


HEAVY TRUCK FINANCE SPECIALIST 
BRANCH MANAGERS 


OFFICE MANAGERS (In charge of internal 
operations of a branch) 


SALES REPRESENTATIVES 
INTERNAL AUDITORS 
CREDIT ANALYSTS 
FINANCIAL ANALYSTS 













DEARBORN, MICHIGAN 





HELP WANTED 
























AUTOMOBILE DEALERSHIP 
GENERAL MANAGER 


















Expanding capital assistance program makes several positions available with 
automobile manufacturer. Applicants should have at least five years’ solid retail 


automobile dealership management experience with proven ability to direct 





new and used-car sales; parts and service sales; to administer proper expense 


control; and to be fully capable of operating a dealership profitably. Excellent 







salary. Qualified managers will have splendid opportunity to ultimately acquire 
own dealership. Must be willing to relocate. Please submit complete employment 
record and commercial references to Box 2947, c/o Automotive News, Detroit 


7, Mich. Applications will be held in strict confidence. 











>erestacves —& = ws 
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an iin 
DEALERSHIPS WANTED DEALER SERVICES ____ BUSINESS OPPORTUNITIES CARS WANTED __ MISCELLANEOUS 
nts WANT TO BUY INTO going dealership CAREER OPPORTUNITIES in claims in- ESATA 
n- to A — a ene ag eae ae a gin ce ‘ a 
i v-olet—northern California only, agency, earnings to ,000. Train a 
ai ies: $30,000. Reply to Box 2954, c/o 1962 Auto Costs! home. Free booklet. Associated Adjusters, roar io WHY SETTLE FOR LESS eee 
ce, Autoriotive News, Detroit 7. Inc., Dept. A., 422 Washington Building, 
/0 ——~ DISTRIBUTORS WANTED Discover how much your Deal's cars really Washington, D. C. Largest wholesale buyer and seller No Other Tow Bar 
——————————— | cost. The book, "AUTO COSTS," gives you | iio of foreign cars in the East. Can Give You These 
00- — the factory invoice prices of all 1962 American CARS FOR SALE WILL PAY TOP $$$$ FOR Outstanding Engineering Features 
to- cars, 25 foreign cars, 4 American trucks, and 1955-1956-1957 
AUTOMOTIVE all their equipment. Used by dealers and Standard Transmission, 4-Door, 6 Cyl. *CADALLOY STEEL CAST 
oe banks nationwide. Order your ‘62 edition IMPORTANT NOTICE PLYMOUTHS & CHEVROLETS COUPLING HEADS LINED 
DISTRIBUTOR today for only $10—three year subscription $18 Risatans:. ite ieee tate 
WANTED (including all supplements). Sardicien aan meeade ‘samoumaaios Call Cliff Pittman, LU 3-9100 TO PROTECT CAR BUMPERS. 
ishi er trucks, they should be sure to 4. D. CAR CO. 
en H ord _~— weet check the seller as to what, if any, 1561 Jerome Ave. Bronx, N. Y. ® 





excise taxes and duties have not 
been paid on the vehicles. 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
rtunity for progressive, aggressive Distrib- 
with successful sales organization. Top| SKIPS FOUND ANYWHERE, all contin- 
yality vehicles are acknowledged leaders in gent. We have a national average of 
their field. Market is permanent and profit- 81%. Repossessions, C.C.A., Box 374, 


*CADALLOY STEEL CAST 
STUDEBAKER 1961 4-dr. wagon “6,”| YOKES WITH HEAVY DUTY 
under 10,000, Walter ‘Shelby, “Midisiand TUBULAR STEEL "V" 


Motors, 144-35 North Bivd., Flushing, SECTIONS TO RESIST 














































able for right sales team. Send complete de- Taylorville, Illinois. VA 4-6880. N.Y 
Tans tn ow? 62 STRAIN & STRESS. 
TWO ESSENTIAL SERVICES UNUSUAL *Cadalloy Steel Castings 
einen aaa RE SS SSS : | . . 8 
moms | «INVENTORY SERVICE VOLKSWAGENS re ce CARS meet satin the be Desue adh 
Parts, accessories and similar goods. p . 
——_ DEALER SERVICES : . Any make or model, Must be clean. a 
Snlt. your SHIP probleme t0'lleme De- ae a dans Prema sa Write Armond. Butvene UNIVERSAL SWIVEL ACTION 
ou - pment—Machiner y— ° . . ; 
fective. Go.,_Ine., Box 862,, Greensboro, | Fer Buy/Sell Agreements, Annual Fiscal Immediate Delivery "Cee ila ee ae oe” ON COUPLERS FUNCTIONS 
h Carolina — Direct phone: I-919- R Bank insurance i ) ok 8- 
pro20s4. Write for ‘listing forms, 40| “sPerny Tew Kenting om to any port in U. S. A. en ee IN UNISON WITH SPRING 
years in business — facilities in every “Hidden Earning Power" booklet. SUSPENSION ON ALL CARS 


state and abroad. America’s Premier Skip 


ADILLAC LIM dh -—— 
Bulletins free upon request, Fast daily | AUTOMOTIVE INVENTORY & APPRAISAL CO. m eee” eee ee 


sharp, late models only. Franz Ridgway, FOR SMOOTH & SAFE 






SPECIAL PRICE 



































yice Fort Bragg, Cherry Point, Camp | 10040 Freeland Ave. Detroit 27, Michigan BE 4-6611 E d 
TT ane, Testimonials from customers WeEbster 3-6445 ON VOLUME 12, mean ee ree TOWING. 
thruout U.S.A. PARTS FOR SALE & 
BUSINESS OPPORTUNITIES LLOYD PARTS for all models, Complete 
e stock, Fast service, Foreign Cars Corpo- BOLTS, NUTS & WASHERS 
ration, 1812 South Andrews Ave., Fort ARE USED TO MAINTAIN 
ALL NATION'S Lauderdale, Florida. JA 2-7491. SNUG FIT OF ALL CONNECTIONS 
NEW GENUINE FORD PARTS: Crank- NO RIVETS TO LOOSEN AND 
shaft 1948-’51 Ford FS8 $110; standard 
Distributors of Automotive Products .. . TRADING CO. transmission’ "S5~'00 “police interceptor | CAUSE PREMATURE WEAR 
99.50; car heaters '57 Magicaire $32.50; 
10 Fenton Drive Millburn, N. J. 1957 recirculating $22.50; 1958 recirculat- * 









ing $25.00; 1960 Magicaire $37.50; 1961 

a $49.75; radiators oe ae It. THE SUPERIOR 
truck V8 standard transmission $33.95; 

1960 passenger 6 standard transmission, BLUE CHIP 


extra cooling $29.95. Complete standard 


transmissions ’'60-’61 Falcon and Comet PIL T 
$99.50. Spaniol Ford Co., Box 2227, 


Here is a growing business you can get 
into ... unique and profitable. 


Phone: ESsex 2-1286 














Hobbs, N M 5 -5035. 
1960 LARK 7 neanaty ee With Lubricated Automatic Brake 
4-DOOR SEDANS and Brake Cable 
. — F o RD : Dealers’ List Price, F.O.B. Factory. . .$69.80 
ee Seen eee and eet oo fenders, doors, quarter panels and hoods| Dealers’ 25% Discount .......... 17.45 
new tires and new batteries. Mechanically pag” pets ; 
sound. Painted green and white. From 1952 to 1958 eee aes ttre $52.35 


SWEDISH DESIGN 


Swedish organization, world’s leading safety belt manu- 


Big Bargains! Adapter Clamps Fed. Tax. Inc. 


JERSEY MOTORS 
$375 ea ch Hopkins Ave. Jersey City, N. J. THE FAMOUS 






Limited Quantity Available at 














facturer with extensive sales in Europe, intends to start AUTOMOTIVE GLASS NSU PRINS and SPORT PRING Pants MOTO-MATIC 
manufacturing superior safety belts in the U. S. Belts with DISTRIBUTORS uae or ‘maken aes aeeer ee TOW GUIDE 
unique features not found on the American market. These 219 Raynolds St., EI Paso, Texas 28, ‘TRafalgar €-7010 (sole U, S Import:| With Usiversel Swivel Actica! 
safety belts are exclusively used and sold by leading car ee. eee intel Meters, lea, a0 ase Ave, Four Clamp Hook-U 









New York 17. MUrray Hill 9-2710.) Dealers’ List F.0.B. Factory 


LLOYD PARTS—complete stock, Prompt | Dealers’ 25% Discount ........ 
shipment. Greene County Motors, Cat-| Dealers’ Net with 4 


manufacturers and distributors in Europe. U. S. production 
will start early in 1962 and Swedish factory representa- 



















° ° ° ‘ , . Ph i ; andar lus 2 Lar, 

tives will be in Detroit January, 1962. Interested DISTRIB- Ample Supply of ee en ee er ida Gaews = Fed. Tax. Inc. 
ee ‘ ‘ TRUCKS FOR SALE 

UTORS are invited to obtain further information. Please HOLMES HEAVY DUTY WRECKER. @ 

specify territory wanted. CLEAN model 890 with Holmes bedy mounted on "ON THE BALL" 






Lots of extras. Appearance and condition 
perfect, actual 7,000 miles, List price TOW Pl LOT 
USED new in 1958, $7,250—price $3,950. Write: 


Bridgeport Equipment Co., Bridgeport, with *Cadalloy Steel Safety Coupler 


A/B LICENSSYSTEM 


Nebraska. 
























erie erespsasiensinenereenneerenenieneaneseieasinneysenenaisietiaiaemaiioassensiionions Dealers’ List “= GROUP, nck cesccecceesta sone 
Ehrensvardsgatan 2 Stockholm, Sweden C ARS FOR SALE: Holmes Wrecker in good con- | Dealers’ 25% 9 gaahumarree $38 25 
Co., 227 W. Coal, Gallup, New Mexico. | Standard plus 2 Large - 
Er eee Clamps Fed. Tax. Inc. 
1961 - 1960 - 1959 |— noses waxren | emer amos 
ee Spcus tore Ge, a ola for 
5 it % 5 , 90 e @ 
CARS FOR SALE MOST MAKES & Cresent Wks., New Cnteata, ene Substantial Discounts 
Y ar EQUIPMENT FOR SALE To Distributors 
CU ad FOR SALE: Used Clayton eae ota? aeaceaueen a 
good condition, Contact: arshman o- 
Co., 227 W. Coal, Gallup, N aes " 
‘ CHEVROLET Mexico. aly Game, Ne Factory Sales Division 
¢ B way & 133rd St., N. Y. C. BATTLE CREEK 9, MICH. 
___ 4 Meogen _—«AD 46000 _ SEE PAGE 38 Phone WO 2-5257 All Depts. 
cd $ for the nation's “Leaders in the Industry 
SE i ee 
you neeq em TOP AUTO AUCTIONS | since 1939 
WILL WHOLESALE ————————— » 






300 1961 MODELS 


Rambler Americans—All Type Compacts 
Fords—Chevrolets—T-Birds—Cadillacs 


SEDANS—HARDTOPS—CONVERTIBLES 


Low mileage—Clean cars 
Delivery Arranged 


MORSE NATIONAL 
CAR RENTALS 


Miami International Airport 
Miami, Florida 
Phone: NE 3-8655 







New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [|] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [[] 






HERTZ 


has ’em! 








All in top shape, clean and sharp—real bell ring- 
ers! Chevys, Fords, Plymouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hardtops, wagons and converts! 











AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 









You name it, we’ve got it—in fast-selling Colors— [i | gammy |] TO- +++ 000-00 s esse cece eee eee ee ee neeeeeecneeenen seen esse ee eeneeeeen ss 
equipped with power steering, R & H, automatic ssi oc caus dud eaence neduddavas Giueadineudevacen ure ee 
transmission, many with power brakes—the works! 62 Volkswage ns 
1960 and ’61 models are now available at Hertz Fully Americanized 
Dir OOl AGGIGEE pi nik de w.o so t:a ved s ves de eaaecas aus askizes ks Zone MOsi ies 5263 
offices across the country. e 
Immediate Delivery Sada ae deh scene aeuse Csbedndcalsaeaeenceauneinn SUNS ky keene on natal 
YOUR CITY TODAY 
CALL = HERTZ MANAGER IN ° enaiies wikia 
write: Car Leasing Division, The Hertz Corporation, Excise Taxes Paid Car Dealer [J Truck Dealer [] Manufacturer [1] 
660 Madison Avenue, N. Y., Tel. PL 2-2000 MINIATURE VEHICLES Jobber [] Insurance [] Financial [] Supplier [] 
277 Clinton Ave., Newark, N. J. Makntet Caron oon See a 


aa ‘ 
° 


N. J. phone: Bigelow 2-6161 


Ln a ES SS SS ——  ! 





Some well-meaning painters believe they are doing a 
better job applying many coats of paint. Yet, too much 
‘“Too much paint can cause paint failures, and other problems, son! 


paint Ri) ara ela baie 
causes / TOO MUCH PAINT 


POOR DRYING 
POOR COLOR MATCH 


too much 


99 : 
trouble fh BAD ADHESION 
MW TCH TTS 
SHRINKING 
TART aah te 
LOSS OF GLOSS 
SHORTER FILM LIFE 


RINSHED-MASON COMPANY 


Paint for automotive production and refinishing 
DETROIT 10, MICH. vx ANAHEIM, CALIF. xx WINDSOR, ONT., CANADA 


Write For The FREE 72-page R-M Refinishers Guide 








